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Sparks 


Buy a Poppy! 
. 7 


It’s time to give last-minute 
warnings to customers on a safety 
checkup before they start that Me- 


morial day trip. 
* 


The new truck lines brought out 

'in the past year have kept right up 

with the passenger models when it 
comes to the new look. 
+ * * 


Can’t the politicians, in an 
election year at least, promise 
bread spread on both sides, oleo 
on one and butter on the other, 
to keep everyone happy? 

* % 


* 


* * 


This business of striking while | 


“the iron is hot,” sometimes leaves 


workers pretty sad when the net | 
gains, if any, are considered in the | 


light of cold facts and figures. 


Beware of the Hog 
Overcharges on service are sure 
to drive lots of business into the 
shops of competitors who don’t 
follow this unwise practice. 
oe * . 
Extending the RFC 
On President Truman’s desk last 
week was a bill extending the life 
of the RFC for six years beyond 
June 30. The measure, which gives 
the agency until June 30, 1956, to 
liquidate, also reduces RFC’s lend- 
ing capacity and cash surplus 
ceiling. ot 


Dividends Climb 

Publicly reported cash dividend 
payments by U. S. corporations 
during the first quarter of 1948 
amounted to $1,322,700,000, accord- 
ing to an Office of Business Eco- 
nomics announcement. This figure, 
it was stated, is 16 percent above 
the $1,142,700,000 paid out in the 
first quarter of 1947. Reported divi- 
dends in the auto industry totaled 
$68,500,000 in the first quarter of 
1948. 


* + 


Stronger Than Ever 

The strongest market today 
among the basic consumer durable 
goods with large backlogs still is 
for automobiles, the Commerce de- 
partment reports. Department 
Economist L. Jay Atkinson points 
out that current production is only 
about equal to the requirements 
for replacement and normal 
growth and that no net reduction 
has been made in the accumulated 
demand built up during the war. 


* 


“ 
Top Cars 

New car registrations for two 
months, plus 45 states for 
March and seven for April: 
1948 1947 
Pos. Pos. 
1—164,000 124,112— 1 
2—120,569 110,486— 2 
3— 77,545 65,672— 3 
4— 58,115 48,294— 4 
5— 54,496 41,746— 5 
6— 50,370 40,198— 6 
7— 39,851 39,091— 7 
8— 30,826 20,967—11 
9— 26,064 23,525— 8 
10— 25,863 23,438— 9 
1l— 22,954 21,258—10 
12— 22,653 18,881—12 
138— 21,865 7,911—16 
14— 16,813 13,429—13 
15— 14,723 4,274—18 
16— 12,305 8,895—15 
17— 9,462 10,096—14 
18— 6,256 4,187—19 
19— 4,682 Crosley 2,914—20 
20— 3,717 Lincoln 4,907—17 

Total All Makes 
784,745 634,389 

For further details see page 

82, today’s issue. 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Stude. 
Mercury 
Nash 
Hudson 
Chrysler 
Kaiser 
DeSoto 
Frazer 
Packard 
Cadillac 
Willys 


Auto Output Up 
Slightly Despite 
Chrysler Strike 


Other Makers Build 
At Near-Peak Pace; 
Packard Is Hit 


By Bernie Thomas 
Staff Writer 

ESPITE the loss of approxi- 

mately 24,000 vehicles at strike- 
bound Chrysler plants, U. S. auto- 
| motive production last week in- 
| creased slightly over that of the 
week before, according to AuToMo- 
| TIVE News tabulations. 

Last week’s U. S. output in- 
cluded 57,930 cars and 26,020 
trucks—a total of 83,950 units, 
compared with the previous 
week’s revised accounting of 52,- 
684 cars and 27,561 trucks for a 
total of 80,245. 

Passenger car assemblies _in- 
creased 5,246 units but truck pro- 
duction, reflecting the absence of 
Dodge from the lineup, dropped 
slightly. 

As the Chrysler labor tieup con- 
|tinued without promise of early 
| settlement, nearly all other plants 
built vehicles at a postwar high 
pace. 





» * * 


| (preeettine the Chrysler loss 


last week, General Motors 
plants increased passenger car out- 
put by nearly 9,000 units and Ford 
|activity moved further toward a 
volume level. 

Even most independents (Stu- 





lys) managed to record a slight 
increase over their previous 
week’s effort. However, Packard 
lost a day’s production Thursday 
because of a wildcat strike at 
Briggs, its body supplier. 
Outstate Buick, Oldsmobile and 
Pontiac plants resumed output last 


Monday after a week’s layoff, and 
(Continued on Page 57, Col, 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


91,685 
‘ , 
Last Prev. 


Week Week 
For complete production totals 
by makes, see table, page 57. 


30,245 





debaker, Nash, Hudson and Wil- | 





PACEMAKER TROPHY—Designed especially 
by one of the nation's foremost artists, this 
trophy, donated by Chevrolet, will be pre- 
sented the winner of the 500-mile race, May 
31, at Indianapolis Speedway. Here T. H. 
Keating, general sales manager of Chevrolet, 
is examining the permanent award, which 
stands 40 inches in height and depicts the 
Goddess of a standing on top of the 
racing world. A Chevrolet cabriolet, driven 
oe Wilbur Shaw, accompanied by Keating, 
will pace the field of 33 entrants in the race. 
The trophy is believed to be the first ever 
donated by an auto maker for this classic. 


Coyle Suggests 
Method t# Ease 
Tradein Gripe 


HILADELPHIA. — One of the 
sore spots in the dealer-customer 


| relationship today is the used-car 


trading at 
time of deli 


e 


ecutive v; 
ident o 
Motors, 
last wee! 

Coyle covered 
present problems 
of the industry 
and the auto’s 
background in 
making the Par- M. E. Coyle 
lin memorial lec- oe 
ture before the Philadelphia chap- 
ter of the American Marketing 
Assn. 

He offered a viewpoint toward 
the tradein which, he said, would 
make friends instead of enemies in 
this critical situation. 

Here is how Coyle looks at the 
problem: 

The negotiation of a fair al- 
lowance value on a used car 
occurs several times daily and 
with many different customers. 

(Continued on Page 48, Col. 1) 





By Jim White 
Staff Writer 

U SED-CAR PRICES remain firm 
and demand continues heavy 
for all makes and models, with par- 
ticular emphasis falling on late 
model stocks, a check by AuTomo- 

nve News has indicated. 

Prices on ’48 lines continue to 
inch upwards. Earlier, dealers had 
feared a setback was imminent. 
Instead, unprecedented demand 
for °48s continued. Some areas 
show prices up as much as $50 in 
two weeks. 

In addition, clean prewars showed 
sudden new strength as the weather 
warmed. 

Truck prices have gradually in- 
creased all along the line, with late 
model Ford and Chevrolet pickups 
scarce and hot at this time, it was 
indicated. 

Ford and Chevrolet '46 passenger 





cars enjoyed fresh demand and an, 
accompanying hike of over $100) 
during the last two weeks, accord- | 
ing to Tom Hewitt, of Hewitt Auto 
Sales, Valdosta, Ga. 

Hewitt reported that his ’48 sup- 
ply is better. Pontiacs are holding 
at $2,875, Plymouths are up $50 and 
change-over models are in heavy 
demand, although '48 Fords are off. 
Convertibles and station wagons re- 
main scarce. 

* * + 
B. LEATHERS, Hometown Sales 

& Service, Durham, N. C., stated 
that volume and demand are both 
up in his area. Offerings of ’48s re- 
main in about the same proportion 
as earlier, with every indication of 
a continuing local demand for 
stocks. 

Ken Schaefer, Indianapolis, re- 
ported little change in his market 
over the past two weeks. Volume 


oi 


Ne * 


THON 


\ 
M6 Pe ear, 25¢ Pr Copy 


All ‘Big 3” 


DET AN 


Threatened 


As GM Deadline Nears, 
Ford SparsWith Union 


No Peace in Sight as Chrysler Strike Enters 2nd Week; 
‘No Contract, No Work’ Defi Hurled at GM; 
Ford Rejects Raise, Asks Cut 


By Mac Gordon 
Staff Writer 


HE UAW-CIO trained its heavy- 


duty artillery on General Motors | 


and Ford last week as the Chrysler 
strike continued without any sign 
of an early settlement. 

A strike of 225,000 General Mo- 
tors workers was threatened for 
“any time” after Friday (May 28) 
when the company-union contract 
will expire. But announcement of 
new GM negotiations Thursday 
gave hope that union strategists 
will decide against striking the 
big corporation while Chrysler is 
down. 

Ford and the UAW bluntly re- 
jected each other’s preliminary 
wage proposals. The company had 
suggested the equivalent of wage 
reductions in answer to the union’s 
demands for raises of more than 40 
cents an hour. Ford negotiations 
will get under way next month. 

In what one observer called a 
“three-ring fist fight,” UAW leaders 
apparently had taken advantage of 
President Walter P. Reuther’s ab- 
sence from the scene to dump over- 
board his “one-company-at-a-time” 
principle. 

” + * 

H REUTHER still sidelined 
as the result of shotgun wounds, 
the active director of the union’s 
wage drive was Secretary-Treasurer 
Emil Mazey, a youthful veteran of 
the labor wars and an exponent of 

militant strike struggles. 

Mazey, although he is a Socialist 
and a bitter foe of the Communists, 
seemed to be steering the UAW last 
week along the old Communist line 
calling for industrywide wage de- 
mands and strikes. This course is 
in direct contrast to Reuther’s sys- 
tem of exerting “economic blockade 
pressure” on one manufacturer at a 
time, a plan which he first utilized 
in the GM strike of 1945-46. 

Many Detroit observers ex- 
pressed the belief that Reuther’s 
return to active management of 
UAW affairs could temper con- 
siderably the ardor shown by 
Mazey and his followers and lead 
to a postponement of any GM 
strike arrangements. 

In fact, informed sources were of 
the opinion that no Chrysler strike 
would have occurred and a peace- 


Used ’48 Prices Continue to Climb 


and demand are still holding 
good but °48 supply is down 
slightly in the face of greater 
demand. 

Current models of the Chevrolet 
aerosedan are drawing $2,500 to 
$2,600, with other makes in propor- 
tion, according to H. W. Cooke, 
Wichita Falls, Tex. 

Cooke reports that prices are 
holding steady on new cars but not 
quite so many are being offered. 
Supply is shorter than previously. 
Demand remains very good. Com- 
mercial units are off $25 to $100 due 
to crop conditions in the area, he 
added. 

~ * +. 


HE MARKET has definitely lev- 
eled off at Omaha, according to 
Rosen-Novak Auto Co., with the 
meat packers’ strike continuing to 
effect local retail trade. 
(Continued on Page 55, Col. 3) 


;ful wage settlement might have 
| been reached had Reuther been “in 
| on” the negotiations. 

About $6,000,000 in bonuses will 
be paid all eligible employes of 
Chrysler Corp. this week, accord- 
ing to Herman L. Weckler, vice- 
president and general manager. 
The bonuses will be in lieu of vaca- 
tions with pay. 

The UAW president had returned 
to his northwest Detroit home last 
week, where physicians reported he 
was “doing fine” in recovering from 
his arm injuries. He was removed 

(Continued on Page 12, Col. 3) 


Chrysler Dealers 
Set to Swap 
Parts in Strike 


Fenes, DeSoto and Chrysler 
dealers across the country are 
already setting up individual swap- 
and-barter systems to meet the pos- 
sibility of a parts shortage if the 
Chrysler strike is extended. 

Although most dealers have well- 
stocked inventories, barter and ex- 
change are becoming watchwords 
for most wholesale parts operators 
and dealership parts managers. 

* . * 


Y/ABREN G. WINDISH, manager 
of the Louis Rose Parts divi- 
sion, Detroit, estimates that most 
Chrysler line dealers in the Detroit 
area are safe on parts for as long 
as 30 to 45 days. 

Dealers in localities farther 
away from Detroit are likely in 
better shape, Windish added, be- 
cause of their need for stocking 
heavier inventories to guard 
against shipping time losses. 

In addition, he said, trading 
among dealers and a slump in serv- 
ice business may add a week to 10 
days to original estimates. 

Shutdown of the MoPar parts 
plant at Marysville, Mich., and in 
other cities throughout the coun- 
try, has stopped the division’s reg- 
ular flow of parts and replace- 
ments. However, some parts depots 
in outlying areas are said to have 
strong inventories built up over 
the past months. 

+ ” cs 


[DEPENDENT jobbers and 

wholesalers are expecting heavy 
buying if the strike continues for 
any length of time. Vacation re- 
pair work is expected to cut deeply 
into dealer parts reserves, accord- 
ing to one jobber. 

Charles Bauervic, president of Ar- 
lington Motors (Plymouth-Dodge), 
Detroit, stated that he has already 
outlined a parts exchange program 
with other dealers. 


Bill Treas, parts manager for 
Raynal Bros., Detroit, estimates 
that his current stocks are suffi- 
cient for six weeks to 60 days, with 
a few critical items already short. 


Jack Powell Motors, Dearborn, 
reported an increase in over-the- 
counter parts retailing to Chrys- 
ler employes almost immediately 
following the strike. 


In This Issue 


Registrations, Prices 
Used-Car Auctions 
Production by Makes.......... 











2 AUTOMOTIVE NEWS, MAY 24, 





Gas ‘Take’ Rises in °47... 


10 Pct. More Gallons 
Taxed by States 


WASHINGTON. — State gasoline 
taxes were collected on 28,407,000,- 
000 gallons of motor fuel during 
1947, an increase of 2,539,000,000 gal- 
lons or nearly 10 percent more than 
was taxed during 1946, according 
to figures compiled by the Public 
Roads Administration from motor- 
fuel reports of state agencies. 


This gallonage does not include 
approximately 4,345,000,000 gallons 
of gasoline on which the tax either 
was not paid or paid at a reduced 
rate because the fuel was used for 
government or non-highway pur- 
poses such as agriculture and in- 
dustry. 

In all, 32,751,954,000 gallons of 
motor fuel passed through state 
taxing channels during 1947 com- 
pared to 30,138,041,000 gallons in 
































































Auto Education. . . 


cents in 1947, as compared with an 
average tax of 4.16 cents in 1946. 
State gasoline tax rates last year 
ranged from two cents a gallon in 
Missouri to seven cents a gallon in 
Florida, Louisiana and Tennessee. 
The federal tax is 1% cents a 
gallon. 

State motor-fuel tax collections 
and other receipts, such as inspec- 
tion fees, dealers’ license fees, fines 
and penalties, amqunted to $1,206,- 
901,000 in 1947, as compared with a 
total of $1,064,681,000 in 1946, PRA 
stated. 


Packard Dealers 
Solve Factory’s 
Scrap Shortage 


ETROIT.—Nearly all the scarce 

scrap iron Packard will need 
this year has been uncovered in a 
drive which enlisted the coopera- 
tion of Packard dealers in certain 
areas of the country, the company 
reported last week. 


Karl M. Greiner, vice-president 
and general sales manager, last De- 
cember called on Packard dealers 
in certain sales zones to send accu- 
mulated scrap salvage to the fac- 
tory, thereby supplementing over- 
taxed regular sources and helping 
to assure uninterrupted production. 
As an incentive, the dealers were 
offered one additional car above 
their regular allotments for each 
ton of scrap iron accepted and 
shipped to the factory. 


“Within one month,” Greiner 
said, “we had achieved nearly 
half our goal, so we raised our 
sights to a full year’s supply of 
scrap iron. Now, only five months 
since the start of the drive, we’re 
near the new goal. The cooperat- 
ing dealers have benefited by 
earning additional new cars, and 
all our other dealers have gained 
through increased production.” 

Packard produced 27,206 units in 
the first four months of 1948, com- 
pared with 16,020 in the same period 
last year. The company boosted its 
rate of output to 55 cars an hour in 
mid-April and again to 60 an hour 
early this month. Still another in- 
crease is contemplated for June. 


Deliveries of scrap iron to the 
factory will be completed about 
July 31, Greiner said. Shipments of 
“bonus” cars to the cooperating 
dealers started in April and will 
continue through the remainder of 
the year, he added. 

Eleven sales zones were singled 
out for the scrap iron drive because 
of shipping economics: New York, 
Boston, Washington, Buffalo, De- 
troit, Cleveland, Cincinnati, Pitts- 
burgh, Chicago, Philadelphia and 
St. Louis. 

The dealers received the Detroit 
market price for the scrap, with the 
company assuming transportation 
charges. 


Pa. Gas Receipts Up 


HARRISBURG, Pa.—(UTPS)—A 
total of 1,799,139,389 gallons of tax- 
able gasoline was sold in Pennsyl- 
vania in 1947, an increase of 8.82 
percent over 1946 and a jump of 
8.22 percent over 1941, the previous 
peak year, it is reported by the 
state’s revenue department. 






























Kramer jr., son of John M. 
Fitzhugh, 






Sales, Logansport, Ind. 






The largest percentage of in- 
crease in gasoline consumption, 
based upon the number of gallons 
taxed at prevailing rates, was re- 
corded in Wyoming, which reported 
an increase of 13,969,000 gallons or 
approximately 15 percent above the 
93,450,000 gallons consumed in 1946. 


California again led all states in 
the amount of motor fuel taxed, 
with a total of 2,739,906,000 gallons 
in 1947, an increase of 303,476,000 
gallons or 12% percent over the 
1946 figure. 

New York was second with a 
total of 1,943,409,000 gallons con- 
sumed in 1947, an increase of 150,- 
544,000 or 8.4 percent more than 
— 1946 total of 1,792,865,000 gal- 
ons. 


Pennsylvania was third with a 
total of 1,801,468,000 gallons, an 
increase of 9 percent, and Texas 
fourth, with a total of 1,708,454,- 
000 gallons, an increase of 10% 
percent over the 1946 total. 

The average state gasoline tax 
per gallon for all states was 4% 


Tire Production 
Rises 10 Percent 
During March 


NEW YORK.—Production of pas- 
senger-car casings in March was 
10.38 percent higher than in Febru- 
ary, the Rubber Manufacturers 
Assn. reported last week. 


Production of truck casings dur- 
ing March was down 1.12 percent 
from the previous month, The fig- 
ure for passenger-car casings was 
5,640,221 against 5,109,722 in Febru- 
ary, and for truck casings 1,261,424 
against 1,275,672 in the previous 
month. 

Shipments of passenger-car cas- 
ings also increased with March 
shipments totaling 4,555,303, while 
the February total was 4,016,756. 
Truck and bus casing shipments 
were up to 1,147,352 units, against 
1,089,579 the previous month. 


Both production and shipments 
of automotive tubes showed in- 
creases over the previous month 
with production up 11 percent and 
shipments up 15.15 percent. 


Consumption of rubber by do- 
mestic manufacturers in March 
amounted to 92,359 long tons, ac- 
cording to the association. This 
compares with 86,387 long tons in 
February and 101,177 long tons in 
January of this year. 


Sales, ston, Pa.; Robert L. Hall ir. 
Arndorfer & Sons, Milwaukee; Ralph 
Scott jr., Scott Motors, Inc., Kansas City. 





CLEVELAND. — When Kaiser- 
Frazer Corp. attempted to offer a 
new stock issue last February, its 
dealers were buying cars from the 
factory in anticipation of spring 
demand, according to testimony 
here last week before a Securities 
and Exchange Com ion hearing. 

A dozen Cleveland grea K-F deal- 
ers told SEC offic at sales had 
suffered a seasonal decline last win- 
ter, but they denied having been 
worried about top-heavy inven- 
tories. 

Demand for K-F cars has now 
outrun supply, dealers said. Otis 
& Co., one of the principal under- 
writers in the deal, had previous- 
ly cited declining K-F sales as 
one reason for withdrawing from 
the 900,000-share offering. 

All the dealers denied being 
called by any Otis representative 
regarding sales conditions, but five 
of them said they had been called 
the day before the stock offering by 
William Bushea of Otis and advised 
that the stock would be offered the 
next day (Feb. 4) at $13 a share and 
that it was then selling for $13.50. 

On Feb. 3, Kaiser-Frazer Corp. 
was busy purchasing 186,200 shares 
of its own common stock at $13.50 
in a stabilization operation. 


One dealer admitted that, on the 
basis of advance information from 
Otis & Co., he had attempted a 
short sale of 500 shares of K-F 
stock. But he added that he never 
actually sold the stock because his 
broker advised that such a transac- 
tion would be in violation of SEC 
regulations. 

All the dealers agreed to furnish 






Amendt Joins 
Oltman-O’Neill 


DETROIT. — J. E. (Eddie) 
Amendt, manager of the courtesy 
department of Dodge division for 
the past 25 years, has been ap- 
pointed assistant sales manager in 
charge of domestic sales of Oltman- 
O'Neill Co. Amendt’s appointment 
was announced by L. M. Oltman, 
president of the Detvoit truck body 
building firm. 

Amendt was with Dodge for 34 
years. 





HALF-MILLIONTH OLDS HYDRA-MATIC—The model which established the goal was a 
1948 Futuramic Series 98 convertible coupe, shown above. The drive was the first fully 
automatic transmission placed in mass production in the automotive industry, the company 
states. It eliminates the clutch pedal entirely from the car. : 





CHRYSLER SCHOOL—These men, representing Chrysler dealerships, are taking a special 
course in automobile retailing in Chrysler's Conference of Business Management, Detroit. | Cago, 
Left to right, standing: at E. Maurer, son of Ward Maurer, Rochester, 

r 





K-F Dealers Testify 


Were Storing Cars in Feb. for Spring Demand, 
. They Tell SEC in Cleveland 


1948 








Dealers to Show 
"49 Ford Line 
Starting June 18 


DEARBORN.—Plans for showing 
the 1949 Ford passenger cars were 
announced last week by J. R. Davis 
vice-president and director of sales 
and advertising. 

The world premiere showing tc 
the public will be held in New York 
at the Waldorf-Astoria hotel, June 
10-15, while dealers will display the 
cars in their showrooms for the 
first time on June 18, Davis said. 

Dealers in the Northeastern re- 
gion got their first look at the com. 
plete line at a special preview in 
New York May 22. The rest of th¢ 
company’s 6,500 dealers will see the 
cars at previews in Detroit, Chi 
Oklahoma City, Oakland 


. Y.; John M. | Calif., and Atlantic City on Monday 


amer, Bayonne, N. J.; Walter D. Fitzhugh jr., son of Walter D. ° 
y City, Mich.; Donald A. Nulius. son of A. W. Julius, Buffalo. Seated, left to and Tuesday, May 24-25, Davis said 


right: Stewart H. Johnson, son-in-law of Jerry Rusterholtz, Rochester, N. Y.; Thomas G. Page, 
son-in-law of Walter Bateman, Atlantic City, N. J.; Jonathan A. Ballard, of Henrickson Motor | in Detroit, Chicago, Washington 


Davis also revealed that dealer: 


D. C., Columbus, Cincinnati, Cleve 
land, Kansas City, Philadelphia an 
Los Angeles will hold cooperativ 


community showings beginnin; 
June 18 in addition to their show 
room displays. 


Davis said that all company em 
Ployes and their families will hav 
an opportunity to see all of th 
company’s new cars, trucks an 
tractors at Family Day celebration 
in all plants and parts depots 
throughout the country on June 1: 

Meanwhile, he revealed that a: 
improved V-8 engine and a ne\ 
six-cylinder engine will be avail 
able on all models of the new 194 
Ford. 

Up to 10 percent improvement in 
gasoline mileage has been achieve: 
in the two engines and as muci 
as 25 percent with the overdrive 
which will be available as factory 


DeSOTO COURSE—These six members of the families of DeSoto-Plymouth dealers are installed optional equipment, it wa 
attending a six-week course at the Chrysler Conference of Business Management in Detroit. claimed. 
The course included a pre-strike tour of the DeSoto pret where this picture was taken. Left 
to right, Charles S. Dietz, Dorchester Motors, Inc., C 
Hohokus Sales 


icago; Russell De Martino, Motor Ree ae eee 
E. Horton jr., Ae Heke. he et Hi 3% Boost Seen 


2 s 
In Oil Supplies 

PHILADELPHIA, — About a ¢ 
percent increase in petroleum sup- 
plies available for domestic con- 
sumption in 1948 was predicted 
here by Dr. Robert E. Wilson, 
chairman of the board of the 
Standard Oil Co. (Ind.), in an ad- 
dress at the annual dinner of the 
institute’s refining division. 

Dr. Wilson said the increase in 
supply would be enough to satisfy 
the probable demand only “if new 
oil burner installations return to 


the relatively low prewar rate, and 
take cars from the factory “that if consumers continue to cooperate 





the SEC with records for the past 
six months to corroborate their tes- 
timony regarding sales. 

E. Peerce Lake of Raymond 
Lake Motors, Cleveland distribu- 
tor for K-F, told the hearing that 
K-F dealers were not required to 


they don’t need.” roe in conservation of both gasoline 
Gans Ueatad Teens of cerany 200 coos | eee Suet IF ee Rave 6 mictavate 

winter, an ere are no serious 
nee ~ a strikes in our or other basic in- 
since rc e “| dustries.” 

age of cars for customers. ee a ee 
Meanwhile, in Detroit, a _ suit | | 

against Kaiser-Frazer _ Gra- Cure-A 

ham-Paige Motors Corp., Otis & Co. 

and a group of their top officers Irate Customer Sues Dealer 

was filed by two stockholders. For ‘Non-Delivery Ulcers 
The suit charged that misconduct MINNEAPOLIS.—Failure to get 

and conspiracy had cost stockhold- delivery of a new automobile re- 
loss of about $23,000,000. The ; 

def ot SS aaaiek ice” mocmenes sulted in a case of ulcers for a St. 
efendants denied the accusations. | 544] man, according to a suit filed 

Ch ler Strike Idl here in the Hennepin county dis- 

sler Strike es trict court. 

GC ry ol Freigh Gebhardt M. Moses, 145 Chats- 
reat es freighter worth St. S., St. Paul, asked $30,000 
BUFFALO.—The Nicholson Tran- | in punitive and personal damages 

sit Co.’s freighter Charles Donnel-| from A. T. Hansord Co., 1328 Hen- 

ly, which transports new automo-/| nepin Ave., for failure to deliver 
biles from Detroit to Buffalo, was} him a 1947 or 1948 Pontiac. 

laid up here because of the strike He said the company adopted a 

which has halted Chrysler produc- | “stalling technique” which aggra- 

tion. Other lake auto carriers are| vated and irritated him so that he 

expected to be idled soon if the| became nervous and, finally, ill 

strike continues. with ulcers. 








OVERSEAS STAFF SEES STUDEBAKER TRUCK—Overseas field representatives of Stude- 
baker Export Corp. attended the first showing of the 1949 trucks and poriceeed in @ 
series of business conferences with export officials recently. Left to right: |. E. de Sher 
binin, Singapore, S. S.; W. L. Young, Sao Paulo, Brazil; J. T. Smith, Lima, Peru; Paul Tis 
New York office: R. A. Hutchinson, president, Studebaker Export; C. C. Fagan, residen 
vice-president, Studebaker Export, stationed in Johannesburg, South Africa; Nick Freeman 
Alexandria, Eqyet, R. C. Knockaert, Brussels, Belgium, and C. R. Weaver, assistant to the 
president of Studebaker Export. Other field representatives who also attended but no’ 
shown in the picture were John F. Mauro, Caracas, Venezuela, and Clark R. Fletcher jr.. 
Mexico City. Unable to attend were senior vice-president Dewey W. Smith, who supervises 
Latin American activities, and C. Kirk Kiene, who manages the territory of India, Burma, 
Nepal and Ceylon. Approximately 75 overseas and Canadian dealers, from 22 different 
countries abroad, attended the preview. 
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WT USED to be customary in our 

business to refer to it as “the 
All too fre- 
the term is 
used by automobile dealers as well 
as men not actively identified with 
the trade. Its use is poor public 
relations. Our industry has now 
grown up and, with such a refer- 
it loses dignity and char- 


automobile game.” 
quently, even now, 


ence, 
acter. 


Perhaps some dealers, originally, 
entered the business as a game— 
men who saw in it an easy way 
to make money while they were 
having a good time. Such dealers 
either came to their senses before 
it was too late, or passed out of 


the picture long ago. 

Yet when you get right down 
to it, if it had not been for the 
spirit of the game, the enthus- 
iasm, the zest of accomplishment, 
the will to win, that are charac- 
teristic of all clean sports, the 
automobile industry would never 
have made the truly marvelous 
progress that has brought it to 
first place among all manufac- 
tured products in this country 
in 50 years. 


Though the market was there— 
the great need for individual trans- 
portation waiting for centuries to 
be fulfilled—only youthful energy 
and enthusiasm could have accom- 
plished what has transpired in this 


field. 
* * 


Stop and Consider 
Trade’s Magnitude 


WT MEANT the overcoming of 

many obstacles, the establish- 
ment of new precedents, the evo- 
lution of new processes, the at- 
tainment of new heights in effi- 
cient manufacturing and distribu- 
ting methods to stimulate and to 
fulfill so satisfactorily the univer- 
sal *latent demand for personal 
transportation. 

It does one good to stop occa- 
sionally and consider the real mag- 
nitude of this trade of ours. Over 
a million persons now have jobs 
in the United States with firms 
making motor vehicles and parts. 
Nearly eight million persons are 
employed in related automotive 
fields, which include automobile 
dealers. While there was no one 
employed in it 50 years ago, now 
one out of every six business firms 
are in some automotive field. 

The 46,000 automobile dealers 
are a very important sector of 
the all-time high of the 3,870,- 
000 business firms in this coun- 





By John 0. Munn 


Dealers’ or salesmen’s comments, questions of requests may be 
addressed to John O. Munn in care of Automotive News, Detroit. 
and the writer’s name will be kept in confidence 


if requested. 


try, most of them small inde- 
pendent enterprises that make 
American economy strong. 

But it isn’t altogether the em- 
ployment furnished by this trade 
that is so important. It is the 
effect of the use of the 37,000,000 
motor vehicles on our total na- 
tional economy. The automobile is 
the world’s greatest time and place 
utility. It wipes out the barriers 
of time, cost and distance in the 
movement of people and goods. Re- 
tail trade areas have expanded, 
suburban towns have developed, 
the tourist and resort industry has 
grown up. The use of automobiles 
has changed the complexion of 
farm life. 


Car Shifts People 
From Farm to City 


pErtt YEARS ago America 
looked to the farms and factories 
for employment. Now mechanized 
farming has reduced the work and 
increased the production so that 
fewer people live on farms and al- 
most twice as many people are em- 
ployed in the service trades than 
the combined employment in manu- 
facturing and on the farms. 

This is the kind of information 
we should constantly keep before us 
and talk about forever to eliminate 
the use of the word “game” in re- 
ferring to our industry. 

These impressive figures regard- 
ing the development of our trade 
would not have been possible 
without the resourceful and pro- 
gressive automobile dealers lo- 
cated in every city, town — 
hamlet, who e 
moted the cause of rapid, cate, 
comfortable and economical per- 
sonal transportation. 


Perhaps it was the extent of the 
vision of some of the oldtimers who 
entered the “game” that all they 
had to do was to sell and deliver a 
car and pocket the profit. The mod- 
ern automobile dealer on the other 
hand is a merchant in transporta- 
tion and recognizes his responsibil- 
ity to provide his community with 
not only cars, but satisfactory per- 
sonal transportation. 

As I visit automobile dealers 
throughout the country, I am im- 
pressed with their conception of 
this business from the standpoint 
of seriously trying to serve their 
owners in their respective commu- 
nities to the best of their ability. 
Their vision goes way beyond that 
of a few predecessors who looked 
at this business as a “game.” 

















> 





N. Y. Speakers Will Include 
Davis, Butler, Wright 


NEW YORK.—Final plans have 
been made for the 25th anniversary 
meeting of the New York State Au- 
tomobile Dealers, Inc., to be held at 
the Hotel Commodore here, June 
1-3, Ralph T. Horgan, general chair- 
man, has announced. 

J. R. Davis, vice-president and 
director of sales and advertising of 
Ford Motor Co., will speak on the 
outlook for the industry. 

Arthur C. Butler, director of the 
National Highway Users Confer- 
ence, will speak on the topic, “The 
Dealer’s Stake in the Car You Sell.” 

Ben T. Wright, president of 
NADA, will make his first official 
appearance outside his home state 
since his election last January. 


Okla. Convention 


Set Nov. 10-11 


OKLAHOMA CITY. — The 1948 
convention of the Oklahoma Auto- 
mobile Dealers Assn. will be held 
Nov. 10-11, it was announced last 
week. 

The convention committee is as 
follows: R. T. Scott, Oklahoma City, 
chairman; Harland Lee, Blackwell; 
W. D. Dysart, Tulsa; L. V. McCann, 
McAlester; James A. Black, Law- 
ton, and Jim Sandusky, Kingfisher. 


Other speakers are J. W. Stokes, 
tax attorney, and certified public 
accountant, and L. J. Buckland, 
trade consultant. 


A feature of the business meeting North 


June 2 will be a dealers’ symposium 
in which Commissioner Clifford J. 
Fletcher of the bureau of motor ve- 
hicles and state Senator Seymour 
Halpern,: chairman of the Senate 
committee on motor vehicles, will 
be participants. 

Advance registrations for the 
convention exceed the 1947 rec- 
ord. Horgan said display space 
for the automotive equipment 
show has been completely sold 
out. 

Stars of New York night clubs 
have been booked for the annual 
banquet and floor show which will 
climax the convention June 3. 

Members of the general conven- 
tion committee, in addition to Hor- 
gan, are: C. M. Bishop of New 
York; Verne Murray, White Plains; 
Russell Nelson, Staten island; 
Harry T. Flinn, Larchmont; Wil- 
liam Frame, Mineola; Peter J. 
Kaufmann, Mt. Vernon; Howard E. 
Laux, Mt. Vernon; J. W. Farlow, 
New York; Russell E. Lowell, 
Queens Village; C. D. Seymour, 
New York, and Harry M. Williams, 
New York. 
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Dealers tell me 


Public Opinion 


Aroused Over $10 Use Tax, 
Forces Council to Quit 


city council 


automobile tax measure. 


controversy started when 
the old council enacted an ordi- 
nance levying an annual $10 tax 
on the automobiles of Flemings- 
burg residents and of other per- 


sons who worked in the town. 


According to Mayor McMullen 
several persons affected by 
the tax held a mass meeting at 
the courthouse and “censured” the 
council. The latter then rescinded 


Cox, 


the measure and resigned. 


“We had a good council,” the 
“but I couldn’t get 
them to stay on after they met 
with such opposition to their ef- 
forts to do something for the 


mayor said, 


town.” 


Ky. Directors 
Give Dishman 
Another Term 


LOUISVILLE, Ky.—J. A. Dish- 
man (Oldsmobile), Louisville, has 
been re-elected president of the 
Kentucky Automobile Dealers 
Assn. Elections were held at the 
annual directors’ meeting here. 

Orville R. Harrod, Frankfort, is 
vice-president, and the secretary- 
treasurer is J. Cliff Ware, Coving- 
ton. Lew Ullrich, Louisville, was 
renamed managing director. 

New members of the board of 
directors are Cliff Byerly, Shively; 
Harry Holder, Owensboro; Albert 
Hickman, Stearns; Thurman 
Hughes, Allen; B. E. Jones, Bowl- 
ing Green; J. E. Leach, Hopkins- 
ville; Les ‘Moran, Glasgow; Scotty 
Roberts, Ashland; Charles B. Wil- 
son, Paducah; Horace Wilson, Lex- 
ington; Ben F. Long and Turner 
A. Summers, both of Louisville. 


York Names Simmons 
York Motor Co. (Kaiser-Frazer), 
York, S. C., has announced ap- 
poirtment of Ed Simmons as serv- 
ice manager. 


Named to Lead Dealers. . . 





ina Automobile Dealers Assn.: 
president; Brack Wilson, Smithfield, vice-presi 
secretary; C. C. Cole, Yanceyville, secretary; 
vention in Pinehurst was attended by over 00, 





BUFFALO DEALER OFFICERS—New officers 
secretary; Joe Villa, Villa Pontiac, 


ve secretary, who was 


FLEMINGSBURG, Ky.—A new 
was appointed for 
Flemingsburg May 12, replacing 
the one which resigned in a group 
May 4 in a controversy over an 


ORT CAROLINA DEALERS ELECT—Officers elected at the |3th annual convention of 


Left to ri 


vane gremeess, and Raiph A. Young, Engel's, Inc., 
honored for her many years of service with the 






Dealers Active in Miami 


Junking Drive, Financing, Safety All Part of Goals 
Of New Association President 


mi Some S. Connell 
taff Correspondent 


esasiit, leks Miami Automobile 
Dealers Assn. has elected Ben Mc- 
Gahey of T. B. McGahey Motor Co. 
(Chrysler-Plymouth) as president. 

More than 50 dealers attended 
the annual dinner at which Presi- 
dent McGahey outlined the prob- 
lems and policies contemplated by 
his administration. Among projects 
planned by the association are: 

A salvage yard tie-in to get hope- 
less cars off the streets and make 
parts available to dealers. 

Financing of all deals through 
normal reserve finance companies 
in order to combat encroach- 
ment by banks and irresponsible 
finance companies. 

Cooperation with the newly or- 
ganized state used-car dealers asso- 
ciation. 

Support of police and sheriffs’ de- 
partments, with a view of control- 
ing wrecks and protecting owners 

and customers against unfair 
charges and poor workmanship in 
alley garages. 

The association’s statewide ob- 
jectives are pointed toward re- 
tention of John Kilgore as motor 
vehicle commissioner; channeling 
of gas tax money into roadbuild- 
ing, and advocacy of a state 
safety law at the next session of 
the legislature. 

Miami dealers are behind a move- 
ment for a semi-annual auto in- 
spection by dealers instead of mu- 
nicipalities as prevails now. They 
propose a bill to standardize garage 


Eneboe Heads Dealers 
At Great Falls, Mont. 


GREAT FALLS, Mont.—Art Ene- 
boe (DeSoto-Plymouth), has been 
elected president of the Great Falls 
Automobile Dealer Assn. He suc- 
ceeds C. B. Hansen of Silver State 
Auto Co. 

Harris Olson (Lincoln-Mercury), 
was named vice-president and A. 
J. Breitenstein was reelected sec- 
retary. Directors are Dee Wash- 
burn, Paul Seese and Carroll 
Bennett. 


owner requirements before certify- 
ing them to make inspections. 

Retiring President Robert W. 
Pierce reviewed the achievements 
of the past year, pointing with 
pride to the addition of three new 
members and one associate, giving 
the association 28 members and 
four associates. 

Also, the association persuaded 
newspapers to regulate used-car 
dealer advertising, particularly with 
regard to “new” cars. 

Aggressive action on the part 
of the organization blocked a pro- 
posed Miami city license tax upon 
dealers as radio merchandisers, 
and other license proposals were 
abandoned. 

In addition to McGahey, the fol- 
lowing officers were elected: vice- 
president, Cecil Holland, All-Miami 
Motors (Ford), and treasurer, Leo 
Adeeb, Beach Chevrolet. 

Directors are: Bill Green, Trail 
Pontiac; Donald Neese, Sam Mur- 
ray, Inc. (Ford); Ernest Price, E. 
E. Price Motors (Kaiser-Frazer) ; 
C. B. Tutan, Tutan Motors (Dodge- 
Plymouth), and R. W. Pierce, 
Nolan-Brown Motors (Cadillac). 


New-Car Deals 
Hit 508 Peak 


In Chicago Area 


CHICAGO.—New-car dealer out- 
lets in Cook county, IIl., rose to a 
high of 508 on Apr. 1, as against 
502 Jan. 1, the Chicago Automobile 
Trade Assn. reported last week in 
its quarterly survey. 

An unusual note was the absence 
of cancellations or resignations dur- 
ing the first quarter of this year. 
Increases included three Kaiser- 
Frazer dealers, bringing the total 
to 48; one Lincoln-Mercury for a 
total of 21, and two Packard for 
a total of 24 outlets. 

Chicago accounted for 335 deal- 
erships and the county outside the 
city limits for 173, Apr. 1. 

The 508 dealerships compared 
with 500 on Apr. 1 last year; 480 
in 1946; 397 in 1945; 396 in 1944; 
404 in 1943; 443 in 1942, and 487 in 
1941. 

































Honig Is Elected 
In Los Angeles 


LOS ANGELES.—At the annual 
election of officers and directors 
of the Los Angeles Motor Car 
Dealers Assn. 
held here last 
week, the follow- 
ing dealers were 
chosen for the 
ensuing year: 

Spencer T. Ho- 
nig (Nash), pres- 
ident; Lonnie 
' |Hull (Dodge- 
> |Plymouth), vice- 
president; Al 
Stuebing (Ford), 
treasurer; LeRoy 





8. T. Honig 


Spencer (Packard), secretary. 
Directors named were Spencer, 

Stuebing, Honig, Hull, C. 8S. How- 

ard (Buick), J. C. Symes (Cadillac- 


Oldsmobile), 
ner (Ford). 


Mont. Dealers Set 
Parley Dec. 3-4 


HELENA, Mont.— The Montana 
Automobile Dealers Assn. will hold 
its annual convention Dec. 3-4 at 
Missoula, it was announced last 
week. 

Attending a meeting to make 
initial plans for the parley were: 

Y. Kraabel, board chairman; 
George Schotte, president; Glayde 
Yoder, vice-president; and directors 
Matt Himsl, Pete Staton, Clyde 
Burgan, Cullie Dolven, Dee Wash- 
burn, Burt Walker, Paul Magruder 
and Lansing MacIntyre. 


and George C. Fort- 


Gene Ochsenreiter, Asheville, 
Bessie 6. Ballantyne, Raleigh, executive 
The con- 


Left to right 
dent; 
D. Wilson Uzzle, Durham, treasurer. 
@ record for the group. 


Thompson Names Lee 

Appointment of Jack Lee as head 
of International truck sales and 
service and the used-car depart- 
ht: Glen Campbell, Glen Campbell Chev-; ment of Contra Costa Motors 
inc., treasurer; Claude H. Braun, Vaughn & (Buick - International), Richmond, 
president. Center, Mertoste Calif., is announced by the owner, 
D. F. Thompson. 


of the Buffalo Automotive Trade Assn. are 
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WE STAND FOR: 
11. Fair and equitable contracts between manufac- 
turers and dealers in motor vehicles, parts and ac- 
cessories. {2. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 13. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
the building and maintenance of highways. { 4. The 
elimination of governmental and bureaucratic con- 
trols over this industry. 15. A return to the pre- 
cepts of independence and the rewards of applied 


AUTOMOTIVE. 





energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 








Is the Glamour Fading 
From Big Strikes? 
APPEARS that some of the glamour has gone out of 
strikes, as far as the union worker is concerned. There 
seems to be none of the jubilation over the Chrysler strike 
such as marked the opening of past UAW walkouts. Some 
Chrysler workers tell us they are already fed up with this 
one. The Chrysler strike may be strategy to the CIO chief- 
tains, but it is just plain suffering to those with families to 
support. 

As far as any sensible person goes, a strike like the 
Chrysler one is pure folly. As long as there was no strike, 
there was not only hope but assurance of gaining something. 
Every cent of the six that Chrysler offered as an increase in 
hourly pay was pure gain, no matter how small. 

Once the workers went out, the losses started—for work- 
ers as well as factory and dealers. 

«The union claimed the workers were not getting enough 
money. This is debatable, but certainly it is evident that it 
cost them nothing to continue bargaining with Chrysler to 
try to get more. The moment they & out, they start losing. 

Naturally, no one knows how rysler workers would 
have voted if the union negotiating committee had presented 
a clear picture of the facts—that Chrysler had offered six 
cents an hour more, that it might go a cent or so more, or 
that six cents may be the limit without a strike. If we can’t 
get Chrysler to go more than six cents, shall we take the six 
or go on strike? 

As we say, we don’t know how the Chrysler workers 
would have voted. But isn’t it a pity that every worker 
wasn’t given the chance to cast his vote? 

No doubt union leaders will sneer this off. But we think 
they will be sneering their own future away. We think 
workers are fed up with strikes. They want security, not 


martyrdom. 
Be Wary of Rumors 


AANTASTIC rumors as to the effect of the preparedness 

program on auto production are still circulating. A reader 
writes that he heard that the government had advised all 
makers of trucks that it would take the entire output effec- 
tive with July production. 

There is no truth in this, and won’t be, short of a shooting 
war. And no shooting war is in sight as yet. So take those 
rumors with a large grain of salt. 











IT IS PROBABLY unfortunate 
that the United States finds itself 
filling so difficult a role in world 
politics in an election year. We 
Americans have from long experi- 

ence become accus- 


FROM tomed to the vaga- 
WHERE ries of pre-election 
I SIT promises and ma- 


neuvers. We _ take 
'the public statements of all the 
| candidates who expose themselves 
| for office with a grain of salt and 
a large dose of good-natured tol- 
erance. The average American en- 
joys the show from the sidelines 
and pays little heed to the dire 
warnings of disaster which will 
befall if the other side is elected. 
* * * 


BUT ALL OF this must be very 
confusing to our foreign friends 
and potential enemies who weigh 
the words of every politician in 
or out of office and give them the 
authority of official statements. 
During the past week, Joe Stalin 
tried publicly to accept the terms 
for peace as laid down by a presi- 
dential candidate, who has so far 
not a hundred-to-one chance of 
being elected in November. Per- 
haps we should give Henry credit 
for inadvertently attracting the at- 
tention of the Kremlin to a propo- 


_|sition they might like to accept. 


It is not so easy to understand 
why our Administration rushed so 
quickly into a disavowal of any 
desire on our part to work toward 
a peaceful solution of our differ- 
ences. 
* + o 

AMONG MY friends I find a 
growing disillusionment in the 
ability of our State department. 
Some of us would prefer the pol- 
icy Teddy Roosevelt used to refer 
to as “talking soft, but keeping 
the big stick handy!” The losses 
which we and the rest of the world 
suffered because of our Allies’ 
stubborn insistence on “uncondi- 
tional surrender” in the last war 
are just coming to light. The law 
of the jungle is “fight to the 
death,” but civilized men have 
come to realize that differences 
are best settled in courts of law 
which are fair to both sides. 

+ * * 


AT THE PRESENT writing, we 
would not give up one ounce of our 
military strength nor dispense 
with the atom bomb as the cor- 
nerstone of our power, but that 
would not prevent us from seeking 
by every honest means, short of 
appeasement, to find some common 
ground with the Soviet Union, even 
though we do not agree with their 
ideology. There is a growing feel- 
ing that we can live side by side 
with the Russians without going 
to war with them. We, of all the 
nations in the world, are best pre- 
pared to engage in a third world 
war but God knows, there isn’t a 
single American who would not 
give his most precious possession 
to prevent such a calamity! 

+ + * 


YOU MIGHT find few others 
in Detroit who would agree with 
me, but I have a hunch that 
the Chrysler strike now in prog- 
ress will be settled much sooner 
than most people expect. I find 
no public support in Detroit of 
the strikers’ demands past the 
point of the compromise which 
the company offered in the hope 
of preventing the walkout. 
Among union members, there is 
general apathy and a growing 
apprehension as to the final re- 
sult. Chrysler dealers are in an 
excellent position to support the 
corporation’s position and they 
are doing it to a man. 

* * * 

ACCORDING TO THE radio 
broadcast I heard on the way home 
last night, if you are an ex-GI, 
you can be taught the rumba, 
samba—and perhaps even jitter- 
bugging—at government expense 
under the G.I. Bill of Rights. What 
a country!—G.M:S. 


1948 Almanac Coming... 
With the June 7 issue; watch 


for it and preserve it for future 
reference, as its value will en- 
hance in the coming years. 
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Letterbox 





Output Listings 

Will you please place my order 
for the Automotive News Almanac 
for 1948? I wouldn’t want to miss 
it for the world. Some people 
think of the day after Sunday as 
Blue Monday, but to me it is the 
best day of the week; that’s when 
my copy of Automotive News 
comes, 

A few weeks ago you asked in 
the Letterbox what other readers 
thought about how the output es- 
timates by makes were listed. I 
prefer they be listed according to 
production for the year, such as 
the top producer first, the second 
top producer second, etc. 

In the Commercial Car Esti- 
mates, why aren’t Autocar, Divco, 
Marmon H, Brockway, Four- 
Wheel-Drive, and Sterling listed 
separately? Who is “etc.”? Aren’t 
American cars produced in other 
countries besides Canada? If so, 
why not list them along with the 
rest?—Ross Hewer, 208 Courtdale 
Ave., Luzerne, Pa. 

Eprror’s Notre: Truck makes 
carried in “miscellaneous” do not 
sell through dealers; therefore 
their production totals are not 
vital to the trade. “Etc.” includes 
Available, Beiderman, Duplez, 
Kenworth, Oshkosh, Walter and 
Ward LaFrance. Cars produced 
outside the U. 8. are not Ameri- 
can models, varying according to 
the countries. 


Reader Visits Davis 


Yesterday it seemed too hot to 
work and so I took a ride out to 
visit the Davis plant in growing 
Van Nuys. 

To relieve the executives of GM, 
Chrysler and Ford of their wor- 
ries, they won’t have to go out 
and try to find a farm to retire 
on because of Davis, but I am sure 
that there is a lot of vacuum left, 
which someone’s vehicle will fill, 
since the so-called low-priced cars 
are ncw delivering at about 1,750 
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‘No Blue Monday.... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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to 2,000 bucks when equipped. If 
that someone can deliver a decent 
vehicle for about $1,000 to $1,200, 
he can do a heck of anice business. 

After a trip through the plant 
and looking at .. . about a dozen 
Pilot-chassis as well as at the body 
models and the press shop, in 
which they are building the dies, 
I was really impressed. Gary Davis 
has limited his revolutionizing to 
a few parts of the vehicle... . 

I think Davis got something 
extra. (I did not get any lunch at 
Davis and do not own stocks or a 
franchise, in order to take any per- 
sonal reasons away—and my wife 
was with me, so I couldn’t date 
any of their girls either.) 


There is a need for a vehicle of 
(Continued on Page 49, Col. 2) 


Coming Events 


MAY 
May 27-29 — Buffalo. 26th Convention of 
Automotive Engine Rebuilders Assn. 
May 31-June 1—Boston (Hotel Statler). 
Eighth annual convention, Massachusetts 
State Automobile Dealers Assn. 


June 1-3—New York City (Hotel Commo- 
dore). Twenty-fifth annual convention, 
New York Automobile Dealers, Inc. 

June 6-11 — French Lick Springs, Ind. 
Annual SAE summer session. 

June 10—Kansas City (Hotel President). 
Ninth annual convention, Missouri Auto- 
mobile Dealers Assn. 

June 20-22—Mackinac Island, Mich. Twen- 
ty-seventh annual convention, Michigan 
Automobile Dealers Assn. 


UGUST 
Aug. 18-20—San Francisco (St. Francis) 
SAE West Coast meeting. 
ER 


SEPTEMB 
Sept. 27-29—New York Olty (Waldorf-As- 
toria). National Used Car Dealers Assn 
annua! convention. 


tonio, Tex. Annual con- 
vention. Texas Automotive Dealers Assn 

Oct. 17-19 — Augusta, Ga. (Sheraton Bon 
Air hotel). Annual convention and equip- 
ment exhibit of South Carolina Automo- 
tive Dealers Aasrn. 

NOVEMBER 

Nov. 21-23—White Sulphur Springs, W. Va. 
(Hotel Greenbrier). Annual convention, 
a Dealers Assn. of West Vir- 


JANUARY 
Jan. 24-27—San Francisco (Civic Audi- 
torlum). Annual Convention and Equip- 
ment Show of NADA. 
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They’ve just gone through their 
final testing on Studebaker’s 800-acre 






proving ground! 





They’re the postwar world’s most 





advanced transport vehicles... 






years ahead in design and performance! 






Watch for announcements 
of this 1949 super line! 
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Equipment 


WASHINGTON.—New laws en- 
acted in four states governing mo- 
tor vehicle equipment reveal a trend 
toward uniformity of regulation, a 
survey by the National Highway 
Users Conference discloses. 

Safety glass is required in all new 
vehicles as well as for all replace- 
ment of glass in Kentucky after 
Jan. 1, 1949, under a recently en- 
acted measure. Bills introduced in 
this state to require mud-guards 
and interior lighting on trucks 
failed of enactment, as did Massa- 
chusetts pro) to require illumi- 
nation of front license plates, and a 
vehicle locking device requiring 
moval of the key. ° 

Mississippi code provisions re- 
lating to vehicle headlights and 
clearance lights have been exten- 
sively revised by a law which re- 
quires all clearance or side 
marker reflectors or lamps to be 


Trailmobile Names 
Taylor as Sales 


Vice-President 


CINCINNATI.—Election of R. C. 
Taylor jr. as vice-president in 
charge of sales for Trailmobile Co. 
of Cincinnati is 
announced by 
Wade T. Chil- 
dress, Trailmobile 
president. The 
election took 
place at a recent 
meeting of the 
company’s board 
of directors. 

Other appoint- 
ments announced 
by Childress were 

B.d.anywedr. FF oC, Lange as 
regional vice-president with head- 
quarters in Chicago, L. E. Craig 
as sales manager in charge of 
branch operations, and F. M. Hunt 
as assistant to the president. 

Prior to his new position, Taylor 
was manager of distributor sales 
for Trailmobile and head of its 
truck body division. 


Hudson Reports 
Output Outstrips 
First Quarter 


DETROIT. — Hudson production 
is now running higher than during 
the first quarter of the year, A. E. 
Barit, president and general man- 
ager, announced last week. 

Barit, addressing the annual 

of stockholders, said that 
Hudson was producing about 650 
cars a day. During the first three 
months of the year, the company 
shipped 31,440 cars, he added. 

In reviewing Hudson’s 1947 oper- 
ations, Barit told stockholders that 
it was a highly significant year 
because it witnessed the culmina- 
tion of a long period of preparatory 








work, including the engineering of | $300. 


the,new Hudson; the conversion of 
the company’s factories; the intro- 
duction of the new car, and the 
development of production to vol- 
ume levels. 

All directors and officers were re- 
elected. 


Whether you need a or a hard-to- 


man 
find part, AUTOMOTIVE NEWS WANT 
ADS will do the trick! 





Uniformity 


NHUC Reports Four States Have Modified 
Safety Glass and Lighting Laws 


amber in color if located on the 
front or side and red if located on 
the rear. Another law in this 
state requires all vehicles carry- 
ing passengers for hire to be 
equipped with a speedometer of 
sufficient size to be seen by pas- 
sengers. 

Current New York laws include a 
measure which requires replace- 
ment, with safety glass, of any 
glass so broken, fractured or dis- 
colored as to distort visibility. Use 
of safety glass is now required in 
all replacement of glass in doors, 
windows or windshields. 

A red flag 24 inches square is re- 
quired on all loads extending four 
or more feet beyond a vehicle, with 
a red light visible for 500 feet re- 
quired at night in lieu of the flag. 
Another recent law in the Empire 
state requires two reflectors so 
placed as to indicate the width of 
every tractor of more than 70 inches 
in width. 

Every motor vehicle must now 
be equipped with a mirror so ad- 
justed that the operator of such 
vehicle shall have a clear and full 
view of the road and traffic be- 
hind such vehicle. Carriers of ex- 
plosives must have in large white 
lettering on the front and back 
of vehicles used for such trans- 
portation the word “Explosives,” 
according to another recently en- 
acted law in New York. 


A new law in South Carolina re- 
quires maintenance, in good condi- 
tion, of motor vehicle equipment, 
including clearance, side-marker, 
and stop lamps, with reflectors re- 
quired on the front, side and rear 
of every bus or truck 80 or more 
inches in width. Reflectors must be 
mounted not more than 60 nor less 
than 24 inches from the ground, 
while vehicles not operated at night 
need not be equipped with lights or 
reflectors. 


Springfield (Mass.) Jury 
Probes U.C. Financing 


SPRINGFIELD, Mass.—Evidence 
of racketeering in the financing of 
used cars has been uncovered in 
Springfield and is being presented 
to the grand jury, currently holding 
sessions here, according to District 
Attorney Valmore O. Cote, who 
charged that his investigation has 
brought to light “several” cases of 
collusion between used-car dealers 
and finance agencies. 

The Springfield Better Business 
Bureau was reported to have as- 
sisted in gathering the evidence be- 
ing presented to the grand jury. 

According to Cete, when a cus- 
tomer buys a used car, he gets a 
contract showing his down pay- 
ment, tradein value of his old car, 
if any, and the balance due. The 
dealer then tells him he’ll “take 
care of the financing.” 

A short time later the customer 
gets his notice from the finance 
company saying he owes a specific 
amount of money. Financing 
charges, said Cote, run to $200 or 
In one case, interest of 700 
percent was charged. 


Nash Honors Fordyce 


Virgil W. Fordyce (Nash), Cam- 
bridge, O., has been given the Nash 
10-point select dealer award. For- 
dyce also was presented with a wall 
banner indicating he has been a 
Nash dealer since 1919. 


NAPA TOUR—At the 1948 National Automotive Parts Assn. regional conference tour while 


in Chicago are (left to right); William M. Stuart, president 
eneral manager of the 
artin-Senour. 


Lansdale, executive vice-president and 
manager of the automotive division of 


booth which was exhibited in 25 cities covered by 
finishes, and 
slide projector company tieups with dealers, jobbers, 


advantages of Martin-Senour automotive 





Martin-Senour Co.; 


s @ booth features the 
iilustrates by means of 
warehouses and the NAPA 











NASH REGIONAL MANAGERS' CONFERENCE—Three-day meeting last week with factory officials and department heads at Detroit 
concerned plans for future programs. Front row, left to right: N. F. Lawler, director of advertising; H. A. Lotz, parts and service man- 


ager; E. R. 
H. ¢. Doss, 


Limb, Southern regional manager; G. E. 
vice-president in charge of sales; B. 


Walrath, Western regional manager; 
C. Anderson, assistant general sales manager; J. 


Floyd se, assistant general sales manager; 


Lamy, Canadian regional man- 


ager; R. R. Compton, sales promotion manager, and E. E. Stephenson, director of market research and analysis. Others shown are assis- 


tants in various departments. 





LANSING.—In a decision which 
may play hob with the used-car 
trade in Michigan, the state su- 
preme court upheld last week the 
de-licensing of a dealer who ad- 
vertised his postwar merchandise 
as “absolutely brand new.” 

But the court failed to set 
forth a precise definition of 
where the “newness” of new 
models ends and the “usedness” 
begins. This chore was left to 
Secretary of State Fred M. Alger 
jr. who said he would spend 
plenty of time in making up his 
mind on the question. 

The court upheld Alger’s denial 
of a used-car dealer’s license to 
Hugh D. Salway of Jonesville in a 
seven-page opinion that cited for 
its authority the definition of a 
used car in the prewar state motor 
vehicle law. 


Used-car dealers concede that 
the charges against Salway may 
have been valid under this defini- 
tion, which says in substance that 
a used-car dealer can only deal in 
vehicles that show evidence of 
usage. 

Alger showed the court Salway 
advertisements, billing his late 
models as “delivered by local deal- 
er 24 hours ago,” “50-90 actual 
miles,” and “brand new from local 
dealer.” He contended Salway 
should have gotten a new-car 
dealer’s license, which, however, 
could not be issued without a fac- 
tory franchise. 

A conference with Alger to dis- 
cuss any new regulations he may 
issue under the test ruling was 
being sought last week by Rus- 
sell Malrick, managing director 
of the Michigan Used Car Deal- 
ers Assn., and Lynn Wertz, an 
NUCDA director. 


Used-car dealers voiced fear that | } 


stringent rules as to “new-used” 
cars might cripple the lucrative 
business in current models ob- 
tained from individuals. The deal- 
ers protested that the court deci- 
sion did not clarify the situation, 
pointing out that it puts dictatorial 


Fla. Dealer Seeks 
$1,500 on Resales 


JACKSONVILLE, Fla.—B. N. 
Nimnicht, general manager of Riv- 
erside Chevrolet Co., has filed 
breach of contract suits for $1,500 
each against seven persons here 
who resold new cars in alleged 
violation of “repurchase agree- 
ments.” 

According to the suits, filed in 
civil court of record, the defen- 
dants are charged with reselling 
their new cars in violation of the 
agreement that gave Riverside 
Chevrolet the option for six months 
of repurchasing the cars at the 
purchase price, less 2% percent a 
month for depreciation. 

Nimnicht said he would turn 
over to the Baptist hospital fund 
all money realized from the suits. 


Kirby Moves to Memphis 


Wray Kirby has resigned as sales 
manager of Ben Griffin Auto Co. 
(Ford), Dallas, to take a similar 
position with Herff Motor Co. 
(Ford), Memphis, according to 
Herbert Herff, owner. 


U. C. Setback in Mich.? 


Court Upholds License Loss for ‘New-Car’ Sales; 
Assn. Appeals to Secretary of State 


power in the hands of the secre- 
tary of state. As it stands now, 
they do not know what cars they 
can buy and sell. 


Originally, Alger and Atty. Gen. 
Eugene F. Black intended to use 
the Salway case as a wedge to- 
wards pressing similar indictments 
against 10 of Detroit’s largest 
used-car operators. 

Since Black launched his politi- 
cal feuding with Alger and other 
state Republican leaders, however, 
prospects for early prosecution of 
the Detroit cases have become 
doubtful. 


Colo. Youths Get 
Special Rating 


For Insurance 


DENVER.—A new insurance 
classification for all drivers under 
25 years of age who operate cars 
for non-business use has been 
adopted by the casualty underwrit- 
ers in Colorado. The classification 
calls for a special rate which is a 
few percentage points higher than 
rates for the older drivers. 


It is designed to protect the in- 
surance companies from the in- 
creased risk involved in dealing 
with drivers under 25 and also to 
protect the younger drivers from 
paying exorbitant rates. It repre- 
sents a compromise arrived at be- 
tween the insurance men and the 
state insurance commission. 


Luke Kavanaugh, state insurance 
commissioner, explained that be- 
cause of the excessive number of 
drivers under 25 who were in- 
volved in automobile accidents, in- 
surance companies began putting 
all of them on the assigned risk 
ist. 


All persons on the assigned risk 
list have to pay the regular pre- 
mium plus an additional rate rang- 
ing from 10 to 50 percent, depend- 
ing on how bad their records are 
or on the physical condition they 
are in. 

Kavanaugh said that property 
damage liability rates in Colorado 
compare well with those in other 
states and are slightly lower than 
those in surrounding states. 






Model Model 


Sandusky Dealers Set Pace 
In Bond Campaign 


SANDUSKY, O.—The Sandusky 
Automobile Dealers Assn. has won 
nationwide plaudits for setting the 
pace in this city’s model security 
bond drive. 

The 15 dealerships here end their 
132 employes not only signed up 
100 percent for U. S. bonds before 
the model bond selling campaign 
even opened in this lakeside town 
—a week before the national drive 
was launched on April 15--but also 
surpassed their own $50,000 quota. 
In cost figures their subscriptions 
amounted to $53,591.20, while ma- 
turity value of their bonds totals 
more than $66, 

A. A. Ball, president of the local 
association, and F. A. Link, secre- 
tary-treasurer, spearheaded the 
Sandusky campaign. A 100 percent 
enrollment of the dealerships was 
achieved in three days. 


Goodyear Builds 
Super-Cushions 


At Record Rate 


AKRON, O.—Production figures 
released last week by Goodyear 
Tire & Rubber Co. disclose a peace- 
time record established by that firm 
in the manufacture of 3,500,000 of 
its new Super-Cushion passenger- 
car tires in approximately eight 
months. The tire was introduced 
last August. 

Goodyear said that within a mat- 
ter of weeks following its introduc- 
tion, leading car manufacturers 
were announcing the adoption of 
the Super-Cushion as_ standard 
equipment on their latest models, 
while one company is said to have 
modified certain of its cars in mid- 
season to utilize the new tire. 


Originally announced for new 
cars only, Super-Cushions are now 
being installed as changeovers on 
so many late model automobiles 
that replacement demand coupled 
with manufacturers’ orders is keep- 
ing Goodyear production facilities 
on the new tire at a peak, the com- 
pany stated. 

Advantages of the new tire over 
the conventional type tire are said 
to be numerous, but all stem from 
the fact that the Super-Cushion 
places more rubber on the road 
while requiring 20 percent less air 
pressure. 





ON HUDSON DISTRIBUTION—Representatives of Hudson from all over the country heid 
a three-day meeting in Detroit recently with factory executives led by George H. Pratt, 
vice-president in charge of sales. The meeting was called to discuss Hudson's expanded 
direct-dealer operation, through which cars, parts and accessories for 94 percent of the 
United States will be distributed by 20 zones and parts warehouses. N. K. VanDerzee, sales 


manager, presided. Factory executives participating included 


W. L. Courage, assistant sales 


manager; M. M. Roberts, director of advertising and merchandising; W. S$. Milton, director 
of service; J. H. Horter jr., manager of business monngument. Present at the meeting were 


divisional sales managers, zone managers and regiona 


managers. 
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GROW ..22 GIBSON 


Establish Yourself as an IMPORTANT DISTRIBUTOR 


In The Tremendous Farm Implement Field 


This message is addressed fo men with ability and with 
the means fo establish a profitable, enduring business. 


American farmers, owners of the world’s largest private 
business and evaluated at 110 billion dollars, annually 
produce products worth 30 billion dollars. 

Three-fourths of all farmers have accumulated liquid 
assets in excess of 20 billion dollars. 

Increased wealth has created great purchasing power. 
Today farmers weed more tractor power .. . want more 
tractor power ... have the cash to buy more tractor power. 

The needs of a 110 billion dollar industry supply a 
solid foundation for building a profitable and enduring 
Farm Implement business. 


You Can Grow with Gibson 


Sales records in the United States and 26 foreign countries 
prove the world-wide acceptance of the Gibson Model ““D” 
Tractor as the greatest tractor value per dollar on the 
market. 

Model “D” power is indicated by the ruggedness of 
the Implements. 






GIBSON TRACTORS HAVE WORLD-WIDE u 
REPUTATION FOR RUGGED SIMPLICITY 


Gibson success, so solidly established in the light trac- 
tor field, insures an equal success for Gibson Medium and 
Heavy Tractors now in the tooling stage of production. 
The full Gibson line includes models ranging from 6 h.p. 
to 40 h.p., with Gibson rugged power and simplicity. 


Gibson Gives Deliveries, Not Delays 


Expanding Gibson production, resulting from tooling 
with modern machines, permits us to meet the quota needs 
of present Gibson Dealers and Distributors and at the 
same time meet additional needs of newly appointed Dis- 
tributors and their Dealers. 

So we have created new territories for prospective 
new Gibson Distributors. We are seeking men who are 
alert to establish profitable, enduring business—men with 
new money for a new enterprise—men with ability. Such 
men will consider the Gibson Distributorship a full time 
occupation and not a highly profitable sideline. 

Write, wire or telephone for full information. 






GIBSON MANUFACTURING CORPORATION 


LONGMONT, COLORADO 


SEATTLE, WASHINGTON 


GIBSON MEANS fine FARM EQUIPMENT 
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Big Dealership Investments 
Worry Louisville Banker 


TERRE HAUTE, Ind.—A banker 
is worried about the “tremendous” 
investments that automobile deal- 
ers have in their business establish- 
ments. 

Calling them “car cathedrals and 
mausoleums,” Richard H, Stout, ex- 
ecutive vice-president of the Bank 
of Louisville, said: 

“These pretentious business 
houses are out of proportion to 
the territory served and represent 
in many cases a mortgaging of 


March Top Month 
For D.C. Sales 


WASHINGTON.—New and used 
car sales in the District of Co- 
lumbia during March of this year 
totaled 11,887 units as compared 
with 5,675 in January, 5,188 in Feb- 
ruary and 7,899 in April, according 


the dealer’s future to an alarming 
extent.” 

Stout made his remarks before a 
joint district meeting here of IIlli- 
nois and Indiana dealers. 

He charged that the layout of 
most dealerships “indicates the ac- 
ceptance of the utterly false prem- 
ise that repair work will continue 
at the wartime and postwar high 
level.” 

“They represent a rope around 
your neck,” he warned the dealers. 

Stout predicted that the 1948 
supply of automobiles will not 
equal that of 1947, saying the 
continued shortage will enable 
dealers to continue to enjoy a 
seller’s market, “the only major 
industry that is still in this posi- 
tion.” 

Stout said he had noticed that 
automobile dealers in general have 
lost an “incalculable amount of 


to figures compiled by the Wash- | goodwill” because of the practices 
ington Automotive Trade Assn. ‘of some of them. 
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Automobiles driven without 
gasoline, electricity or fuel? 
Yes, we had ’em in the U. 8. 
shortly after the middle of 
the last century. Called 
“Windship wagons,” they 
were used for traveling over 
the prairies. 


Kinsel Motors 


Max Willard, parts manager, has 
been promoted to wholesale parts 
manager of Kinsel Motors, 945 
Matigorda St., Beaumont, Tex. R. 
T. Peters has been named parts 
manager and Henry Talbert serv- 


1948 


Wage Plans Studied 


Careful Planning on Guaranteed Pay 
Urged by Chamber Report 











WASHINGTON.—Employers are 
urged, in a report issued last week 
by the committee on economic 
policy of the Chamber of Com- 
merce of the U. S., to increase their 
efforts toward providing more 
steady jobs for their workers. It is 
titled “Economics of the Guaran- 


teed Wage.” 

“Guaranteed wage plans,” says 
the report, “may have merit as a 
means of adding individual se- 
curity, when prudently planned 
and carefully tailored to fit the 
needs and circumstances of the 
individual enterprise.” 


The committee takes pains to 
point out, however, that economists 
are skeptical of the contention of 
“purchasing power” theorists that 
the guaranteed wage alone can pre- 


vent general business recessions. 


The committee noted that, of the 
60,000,000 gainfully occupied per- 
sons in the U. S., roughly four out 


of five are wage earners. 













and contentment rests on a steady 
flow of paychecks,” says the re- 
port, adding: 

“Thus the desire for year-round 
wages is understandable. Employ- 
ers and workers alike are inter- 
ested in finding adequate solutions 
to the problems of steady payroll 
income. Whether the guaranteeing 
of this income is a solution for the 
problem is still a matter of dis- 


Stated purposes of the chamber 
committee’s research effort were: 

1. To explore the possible effects 
on our economic system of more 
general adoption of guaranteed 
wage plans by more plants and in- 
dustries. 

2. Particularly to appraise the 
theory that the general adoption 
of guaranteed wages will prevent 
depressions and mass unemploy- 
ment by maintaining purchasing 
power. 

The research was undertaken, it 





“We have become a nation of 


employes whose survival, well-being | ‘8 Pointed out, in recognition of 


growing demands from labor un- 
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ABERDEEN + HURON «+ MITCHELL + RAPID CITY + SIOUX FALLS + WATERTOWN 


The ( Primary Markets of 
(“7 Mth, Megvindité SOUTH DAKOTA... 


(COMBINED SIX DAILIES CIRCULATION REACHES 90% OF SOUTH DAKOTA FAMILIES) 
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Respond to 


. South Dakota’s primary markets respond not 
just profitably but overwhelmingly to advertising 
in the South Dakota Dailies. Here’s why . . . 
Uninfluenced by any out-of-state metropolitan 
daily, this rich, receptive market is served ex- 
clusively by the South Dakota Dailies . . . and 
each of the South Dakota Dailies is locally man- 
aged and locally edited. From publisher to print- 
ers, the personnel of the local daily is a vital part of 
each of these communities. The news, editorials  'P 
and advertising columns are messages of personal 
recommendation. Local recommendation to a local 







LOOK INTO 
OPPORTUNITY 












: and the abundance of 

natural resources that await table development. 
An aggressive State Highway Commission is con- 
im ing the fine of highways that 

hae all of South Dakota to all western 


Markets. By air, rail,.or highway, South Dakota is 
readily accessible. 







See: 


SOUTH DAKOTA DAILIES 


Rich enough that since 1940, 
South Dakota has ranked first 
among the North Central states 
in percent gain in income pay- 
ments to individuals! For two 
straight years South Dakota has 
ped the nation in per capita 
“E” bond sales! South Dakotans’ 
“buy now list” is more than 
matched by their unprecedented 
high income! 

Packaged goods or pumps, soft 
lines or silos, home furnishings or 
fencing . . 
or encyclopedias... you can reach 
all six primary markets, both 
rural and urban, with the South 
Dakota Dailies. 

Your promotidcn is productive in 
this rich, responsive market when 












buyer ... And all buying is local! recommended by the locally man- 
How rich is South Dakota? ope locally edited South Dakota 
ailies. 


For test campaigns, for special 
promotions, for sustained domi- 
nance of this unexploited market, 
the South Dakota Dailies offer 
unequaled SELL-ability in a state 
with unbelievable BUY-ability! 


South Dakota ranks first in per- 
cent gain in income payments to 
individuals! The 1947 average 


cash income of $9,700 per farm 
was derived from bumper cro 

of wheat, corn, oats, cattle, 
sheep, hogs, dairy and poultry 


. electrical appliances products. 


The local publishers of the 
local dailies serving the six pri- 
mary markets of rich, ive 
South Dakota will supply com- 
plete information at your re- 
quest. Write today! 





BDaiies 


The South Dekota Dailies Comprise Six Locally Managed and 
Locally Edited Newspapers Serving the Six Primary Markets of 






South Dakota. Both Rural and Urban. 








of possi- 

















ions for the guaranteed wage and 
tacit government support for these 
demands which, the committee 
noted, “make it imperative that we 
have a more complete understand- 
ing of the economic issues in- 
volved.” 


Examination of 


grea 
years. It adds: “Formerly, sev- 
eral hundred companies volun- 
tarily embarked upon some plan, 
generally on a modest experi- 
mental basis. Most of these plans 
did not survive the depression of 
the 1930's.” 

The committee observes that now 
the approach is not confined to a 
company-by-company basis. Though 
each employer is still expected to 
do what he can, residual responsi- 
bility may come to rest on a whole 
industry, or a series of industries, 
“or on the entire economy and the 
government.” 

Generally speaking, the report 
observes further, the guaranteed 
wage makes wage rates “more 
rigid, less flexible, and less adaptive 
to changing conditions.” Insofar as 
constant change and adaptation are 
desirable, it continued, “there is 
reason to believe that the guaran- 
teed wage may accentuate defla- 
tionary forces, once they are let 
loose, and may retard recovery 
from low levels of employment.” 


Audit Graduates 
Urged to Check 
Records Often 


CHICAGO. — Edward L. Cleary, 


| general manager of the Chicago 


Automobile Trade Assn., gave deal- 
ers some pertinent advice hefe in 
addressing the graduation class of 
the Automobile Dealers Bookkeep- 
ing and Accounting School. 

“In a business that moves and 
changes as fast as the automobile 
business does—changing from 4 
boom period to a depression pe- 
riod almost overnight—it is neces- 
sary that dealers get the greatest 
amount of efficiency into their 
management so as to safeguard 
their investments at all times,” he 
emphasized. 

“Accountants and bookkeepers 
should be trained to assist the 
dealer in checking the operation 
and profit possibilities. At inter- 
vals of every 10 days or so in the 
month the dealer should be fur- 
nished with accurate information 
covering sales, gross profits, ex 
pense, and net profits in each de- 
partment as compared to what the 
department was supposed to pro- 
duce. 

“In this way the dealer would 
always know when a department 
was not operating profitably in 
time to make the necessary ad- 
justments.” 

Floyd L. Hoffman, school presi- 
dent; Edward J. Harty, registrar, 
and Gloria M. Scala, of Ganey- 
Fencl Motors, Inc. (Lincoln-Mer- 
cury), class president, also ad- 
dressed the graduation meeting. P. 
D. Nestel, former employment 
manager of CATA and now with 
| Kaiser-Frazer Sales Corp. in Chi- 
‘cago, is class secretary-treasurer 
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“My car gets treated like a truck— 
so I always order pile fabrics’’ says C.D. DODGEN, 


Houston, Texas 


\ 
y 
/ 


MODERN motor car contains dozens of metal-to-metal 
A parts where lubrication cushions shock and wear. But 
upholstery has to take its beating direct. It’s rubbed by cloth- 
ing, machinery and boxes. Punished by hot sunlight, dampness 
and road dirt. 

And it is pile fabric that holds the record for longest life 
under this ceaseless punishment. Goodall’s Velmo” pile fabric 
is the most modern version of this stamina, offering beauty, 
too, that car owners are proud to show to the world. 





“I know why car owners prefer Pile Fabrics,” says Wilmer Nimi, 


Vice President, General Manager, Dow Motor Company, Houston, Texas 


“There are many reasons why car owners around 
here prefer pile fabrics,” says Mr. Nimi. “Pile fab- 
rics don’t develop rips and tears common in other 
fabrics. They wear better and recondition more 
easily. I find that pile fabrics contribute to addi- 


tional profits in my used car business.” 


*Registered Trade Mark 
© 1948, Goodall-Sanford, Inc. 
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HEARST ADVERTISING SERVICE KNOWS THE CHANGING 
MARKET. HERE’S WHAT LEADING SALES EXECUTIVES SAY: 










“Your Sales Operating Controls are 
the most practical, useful contribu- 
tion to better marketing that I have 
ever seen produced by any news- 
paper, or newspapers.” 


Automobile Distributor 


“Just what I needed in revamping 

sales areas—am "phoning our Eastern 
. , 

Sales Manager to be sure he sees it. 


Ix 9 major markets across the country, H.A.S. men are ready to aid 
sales and advertising executives in the vital analysis of changing local 
markets. Ready with the amazingly complete Sales Operating Con- 
trols, showing retail outlets in 18 product classifications for every 
shopping center and shopping street. This complete and accurate 
close-up of major markets was compiled, mapped, charted and classi- 
fied on the spot by local men who know local conditions. 


Leading Automobile Manufacturer 





Gasoline Company 


“Your Control gives me market facts 
which to the best of my knowledge 
have never before been available to 
sales managers.” 





Nation Wide Automobile Club 


“We consider this so well done that 
we expect to use it as a sort of sales 
‘bible’, for our expansion programs.” 





In addition to the Sales Operating Controls, H.A.S. men have at 
their command all the resources of Hearst Newspapers’ Research and 
Marketing Departments in 9 markets that annually turn in 22% 
billion dollars in retail sales. Perhaps this marketing service can be of 
value to you as it has to so many sales and advertising executives in a 
wide range of product classifications. Call or write the Hearst Adver- 
tising Service man nearest you. 


KNOW YOUR NEWSPAPER MAN TO KNOW YOUR MARKETS 





Herbert W. Beyea, General Manager 
959 8th Avenue, New York 19, N. Y.—Offices in principal cities 


Representing 


San Francisco Examiner 


New York Journal-American Detroit Times 
Baltimore News-Post American 


Pittsburgh Sun-Telegraph 





Boston Record-American Advertiser 
Albany Times Union 


Los Angeles Examiner 
Chicago Herald-American 
Seattle Post-Intelligencer 

















BEFORE AND AFTER—These pictures illustrate the effectiveness of the postwar moderniz- | 
ing program undertaken by S. M. Hebb's Hebb Motor (Nash), Funkstown, Md. The | 
"before" view was taken in 1941 and the “after'’ version in 1948. The new Hebb building 
occupies about 10,600 square feet of floor space of which 8,400 is devoted to parts and 
service operations. An additional area of 10,000 square feet is used for customer parking 
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GM Strike Threatened After Contract Expiration ees 


land Park and Jefferson Ave. 

plants. State police, dispatched to 

the Highland Park plant by Gov. 

Sigler, protected office help and 
executives from picket violence 

after Monday’s near-riot. 

The corporation obtained court 
injunctions preventing pickets from 
barring “white collars” from the 
Dodge Truck and Marysville (Mich.) 
plants. ‘ 

The union obtained a temporary 
court order in Wayne county (De- 
troit) restraining legal prosecution 
against the UAW for violation of 
the state labor mediation law. The 
union said it wanted to force a 
court test of that provision of the 
law requiring a strike vote of work- 
ers before any walkout is called. 

7 * * 
ORMAN MATTHEWS, UAW 
Chrysler director, declared the 
76,000 Chrysler strikers “will remain 
out until the snow flies, if neces- 
sary, to win this fight.” 

Ford Rouge Local 600, the biggest 
union local in the world with 65,000 
members, donated $125,000 to the 


(Continued from Page 1) 


from the hospital secretly on May 
15 and his home was placed under 


a heavy police guard. 
7 * « 


Hi=ne IS A summary of Big Three 
labor developments last week: 
Chrysler—The strike, a week old 
Wednesday, began to affect the 
corporation’s first-line suppliers. 
Briggs’ body work for Chrysler was 
at a standstill, and several other 
vendors had already instituted pro- 
= | duction cutbacks. 
No efforts were made by federal 
or state conciliators to effect a re- 
sumption of negotiations. The 
wage stalemate still held: Chrys- 
ler’s offer of a six-cent hourly pay 
boost against the UAW’s 17-cent 
| demand. 
}| Mass picketing, allegedly by 
union “goons,” caused police scuf- 
fles early in the week when office 
workers tried to enter the High- 


Ford Asks UAW 




































Production Cutbacks Spread 
Among Chrysler Suppliers 


[IRST-LINE suppliers of Chrys- 
ler Corp. began to feel the im- 
pact of the strike last week, with 
several reporting production cut- 
backs and worker layoffs. 

An Automotive News survey of 
key automotive parts makers 
showed that most of these plants 
were “proceeding cautiously.” 
Those vendors not already hit by 
the Chrysler shutdown voiced 
worry over the threat of a General 
Motors strike at the end of the 
month. 

Generally, the majority of 
Chrysler’s 8,000 suppliers were 
continuing normal or near-nor- 
mal operations in the hope that 
increased business from other 
vehicle assemblers would help 
offset the assembly stoppage. 

“But,” as one parts company 
president said, “if GM goes down, 
too, we might as well take long 
vacations and then change over 
our lines to fishing tackle or bowl- 
ing pins.” 
* * * 

(CHE TSLER feeders still in pro- 

duction last week warned that 
storage difficulties and backups of 
their own incoming supplies might 
force them to shut down. 

“Even if we found room for the 
parts we make for Chrysler,” an 
official said, “where are we going 
to put the nuts, bolts and similar 
items that pour in to us? 

“Of course,” he added, “we'll 

requisition backyards and base- 

mts to keep any sheet steel 
that might come our way. But 
for all the rest of the stuff we 
buy, that’s something else again.” 

A Chrysler spokesman denied 
last week a report that the cor- 
poration would have had to halt 


Lake Heads Up 
K-F Fleet Sales 


WILLOW RUN. — The establish- 
ment of a fleet sales division of 
Kaiser-Frazer Sales Corp. and the 
appointment of J. R. Lake as man- 
ager is announced by Fred R. 
Cooper, vice-president in charge of 
sales. 

Lake, whose headquarters will be 
at Willow Run, will supervise de- 
liveries of K-F automobiles to or- 
ganizations which purchase 10 or 
more passenger cars annually for 
business use. Fleet sales represen- 
tatives will be appointed in each 
of the company’s five divisional 
sales offices to provide initial field 
representation, it was announced. 

Lake has served in regional and 
divisional sales positions with 
Studebaker, Dodge division and 
Willys-Overland Motors. Before as- 
suming his present duties he was 
regional manager for Kaiser-Frazer 
in Boston. 





|ray Corp. 


production “anyway” even if the 
strike had not taken place. 

“Our own production and that 
at our parts and materials sup- 
pliers was going fine when the 
strike started,” he said. “We were 
just over the aftermath of the coal 
strike and were proud of the pro- 
on efforts we had been get- 
ting.” 


+ * * 

Te BIGGEST individual Chrys- 

ler supplier to suffer from the 
strike was Briggs Mfg., body 
builder. Briggs production for 
Chrysler was at a virtual stand- 
still last week, with nearly 15,000 
workers laid off. 

Electric Auto-Lite’s Toledo plant 
curtailed schedules on Chrysler 
lighting, starting and ignition 
equipment. Approximately 2,500 of 
the 8,000 Auto-Lite workers at To- 
ledo were idle. 

Universal Products Oo., De- 
troit, closed its Detroit plant in- 
definitely. From this plant Chrys- 
ler gets universal joints and pro- 
peller shafts. 

Motor Wheel Corp. laid off 300 
workers at its Lansing plant. This 
firm and Budd Co. and Kelsey- 
Hayes are Chrysler’s wheel hub 
and brake drum suppliers. 

+ + + 


DRASstic cutbacks because of 
the Chrysler tieup were also 
planned by the Detroit plants of 
Midland Steel Products, frame 
builder; National Automotive Fi- 
bres, Inc., upholstery; Motor Prod- 
ucts Corp., body mouldings and 
vent windows, and L. A. Young 
Spring & Wire, cushion springs. 

Timken-Detroit Axle Co. and 
Gemmer Mfg. of Detroit, a steer- 
ing gear producer, anticipated 
“some layoffs” in a week or two 
should the strike continue. Other 
concerns in this category were De- 
troit Steel Products Co. and Mur- 
, of America, both of 
which supply Chrysler with springs. 

Goodyear Tire & Rubber Co., 
Chrysler’s major tire and tube 
supplier, and Monroe Auto 
Equipment Co., shock absorbers, 
both apparently planned to con- 
tinue operating at  pre-strike 
schedules. 

A Goodyear spokesman said 
there were no plans to abandon 
the six-day week which the com- 
pany resumed at the first of the 
month. A Monroe official declared 
there was ample business from 
other auto companies to forestall 
the possibility of layoffs because 
of the Chrysler strike. 

Steel industry spokesmen and 
suppliers said it was unlikely that 
steel production would be cut. One 
steel company official said Chrys- 
ler’s quota of steel will be main- 
tained so there will be no delay 


To Take Pay Cut 


Instead of Raise 


EARBORN.— Prices of Ford- 

made cars would be raised 
again if wage demands were met 
“in whole or in part,” the UAW-CIO 
was warned last week by John S. 
Bugas, vice-president and director 
of company industrial relations. 


Instead of pay raises, Bugas pro- 
posed that the 107,000 Ford workers 
accept the equivalent of wage re- 
ductions in the form of the aboli- 
tion of differentials between the 
hourly rates of Ford and its major 
competitors. Ford’s pay scales are 
acknowledged to be higher than 
those at General Motors or Chrysler. 

“No provision has been made in 
existing prices on Ford products 
for an increase in labor costs,” 

Bugas declared in a letter to Ken 
Bannon, the UAW’s national Ford 
director. 

Advertised delivered prices of the 
new 1949 Mercurys were 18 to 20 
percent above those for the 1948 
models. Price tags on the forth- 
coming new Fords will also show 
increases over the old lines. 

> aa * 
cents from Bugas’ 
follow: 

“This company, which deals with 
its employes in good faith, cannot 
help but be disappointed in the atti- 
tude displayed by the union in the 
extremely unrealistic demands 
served upon it. 

“In 1941 the Ford Motor Co. 
adopted a whole new policy aimed 
at giving ‘union security’ to your 
organization. In 1945 we called on 
your organization to meet obliga- 
tions to provide ‘company security’ 
and in 1946 some provisions meeting 
this obligation were written into 
our agreement. 

“In this year’s negotiations we 
propose that top priority be given 
to the objective of ‘public secur- 
ity.’ In the light of present condi- 
tions this seems to us a responsi- 
bility which we both must see 
very clearly. 

“We think the American people 
are tired of negotiations which seem 
to have no other aim besides gain 
for all parties except the consumer. 
We feel that the American people 
would particularly welcome at this 
time a major company and a major 
union working together construc- 
tively in the public interest. 

- - * 
” E SINCERELY believe that 
the objective of ‘public secur- 
ity’ is not met in the demands you 
have sent us, because: 

“1. Your demands, if met in whole 
or in part, would raise costs and 
compel us to increase prices on 
Ford products. No provision has 
been made in existing prices on 
Ford products for an increase in 
labor costs. The job of all of us at 
Ford Motor Co. is not merely to 
build cars, trucks and tractors—our 
job is to build them at the lowest 
possible price. 

“2. Further increases in our 
costs—hence prices—would reduce 
markets for our products. In the 
long run, reduced markets mean 
unemployment, and this factor 
should be of as grave concern to 





letter 


in resuming production when the! you as it is to us. 


strike is settled. 
‘Mac Gorpvon 


| “3. The buying power of workers 
cannot be increased by jacking up 









Chrysler strike fund. 


General Motors—A 10-day strike 


notice was filed with the Michigan 
state mediation board by T. A. 
Johnstone, Reuther’s assistant as 
head of the union’s national GM 
department. 

Johnstone warned that GM em- 
ployes “will not work without a 
contract” if a new agreement is 
not forthcoming before the May 
28 expiration date. A GM shut- 
down would mark the first time 
two of the industry’s Big Three 





wages. A third round of wage in- 
creases would again result in in- 
creased prices and decreased buy- 
ing power for the consumer’s dollar. 

“4, Another round of wage in- 
creases will not only be self-defeat- 
ing; it will cut down now and in the 
future the real value of social se- 
curity benefits, insurance benefits, 
savings accounts and savings bonds. 

“5. Finally, continued rise in 
wages and prices will bring an end 
to this period of high employment. 
This will hurt our employes and 
every worker in this country. 

* . * 
“(\UR PROPOSALS, which we will 
negotiate on a sincere and 
good-faith basis, are set forth be- 
low. They are to the long-term 
advantage of our employes, the 
company and the consuming public. 

“Notice is therefore given, pursu- 
ant to Article XII, Sections 2 and 4 
of the agreement, and the Labor- 
Management Relations Act of 1947, 
that we desire to reopen economic 
matters under our agreement. In 
this connection we make the follow- 
ing specific proposals: 

“1. Elimination of the substantial 
wage differential between Ford Mo- 
tor Co. and its major competitors. 

“2. Establishment of Ford wage- 
rates in all its branch operations 
throughout the country at commu- 
nity or area wage levels for compa- 
rable operations. 

“3. Establishment of a sound, 
basic plan for extending the in- 
centive system wherever practi- 
cable. 

“4. Extension and liberalization of 
present practices relative to opera- 
tions scheduled to work on Satur- 
days and/or Sundays. 

“5. Elimination of payment by the 
company to union representatives 


for time spent on union business... .” 


UAW Presses Demands on All ‘Big 3’ 


have been strikebound simultane- 
ously. 

Daily negotiating sessions were 
held last week, although the corpo- 
ration had made no formal reply to 
the union’s original demands for 30- 
cent pay boosts, a union shop and 
other economic and working-rule 
concessions. GM is known, how- 
ever, to have turned down the 
union-shop proposal. 

The union planned to complete 
GM local strike votes early this 
week. 


* o * 

OHNSTONE said the GM union- 

ists would also ignore the Michi- 
gan state strike-vote requirement 
on the ground that like Chrysler, 
GM is an interstate industry and 
not bound by a Michigan statute. 

The United Electrical Workers- 
CIO prepared to take strike votes 
of its GM locals, representing 40,000 
workers in Ohio and New York. 
The UE said GM had made no 
counter-offer to its wage demands 

Ford—John S. Bugas, vice-presi- 
dent and director of industrial rela- 
tions, proposed that the union 
accept the abolition of wage differ- 
entials between Ford and its major 
competitors. 

This would amount to a wage cut 
for most of Ford’s 107,000 UAW 
workers. Ford’s average hourly rate 
is $1.53, compared to $1.50 for GM 
auto workers and $1.45 at Chrysler. 

Asserting that the UAW’s wage 
demands would, if granted, force 
Ford to raise its prices again, Bugas 
also proposed extension of incentive 
pay systems; changes in Saturday 
and Sunday working rules, and es- 
tablishment of branch-plant wage 
rates on a local, rather than a com- 
panywide, basis. 

Bugas’ suggestions were brand- 
ed “unreasonable” and “ridicu- 
lous” by Ken Bannon, national 
director of the UAW Ford depart- 
ment. 

“The Ford workers,” Bannon 
wrote Bugas, “will be happy even 
now to withdraw their demands for 
increases in hourly wage rates at 
the Ford Motor Co. if that company 
will successfully exert its influence 
on the rest of American industrial 
management and upon the Con- 
gress to effect a substantial roll- 
back in the cost of living.” 

- + 


* 
ANNON INSISTED that Ford 
approve the union’s demands 
for wage increases amounting to 
nearly 50 cents an hour and includ- 
ing a variety of fringe benefits. 

Ford’s two-year contract does not 
expire until mid-1949, but a special 
provision permits reopening of wage 
scales on July 15, 1948. 

Thomas Thompson, president of 
Ford Rouge Local 600, said Ford 
workers would strike if wage reduc- 
tions were attempted “and may go 
out anyway if we don’t win our 
demands.” 

Highlights of other labor news 
last week: 

1. The NLRB ruled that the 
Taft-Hartley law permits manage- 
ment officials to make anti-union 
speeches in organizing drives on 
company time, as long as workers 
are not threatened with reprisals 

2. Budd Co. of Philadelphia 
offered its UAW workers a six- 
cent raise. It was rejected and 
negotiations continued. 


3. Seiberling Rubber and_ the 


United Rubber Workers-CIO an- 
nounced a new contract providing 
for paid holidays, union dues check- 
off and an arbitration clause. 





DEALER CORNERSTONE—The start on the new building at Bethiehem, Pa.. for D. & H 
Pontiac Co. Pontiac officials flew in for the cornerstone laying. Left to right: L. W. Ward 


general sales manager of Pontiac; H. J. Klingler jr., 


and Dealer Jack Dawley 


son of Pontiac's general manager 
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omen economists have strange ways. ... There’s nothing quite so 


satisfying to them as a real bargain, yet more and more car dealers are finding that, 
when it comes to buying big things, women often soften to glamour and gloss over the price 
That’s why it’s nice to have them on your side when a sale is in the balance . . . 
that’s why it’s so important to pre-sell them where they'll pay attention to your 


story—in the magazine that nearly a million more women buy and believe in. . . 


lads howe JOURNAL 


—__—___ 
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New Tax Law Eases 
Estate and Gift Levies 


By William Ullman 


‘ove NEW 1948 tax legislation which Congress enacted 
over the President’s veto made two major changes in the 
estate and gift tax laws which taxpayers have been finding 
much more difficult to understand than the income tax 
changes. While they involve only about $200,000,000 of rev- 


enue loss for the Treasury, “’~ 


the changes in question com- 


manded the attention for 
weeks of some of the most brilliant 
tax lawyers in the country. At the 
same time they stirred almost as 
powerful opposition from the 
Treasury as the income tax cuts 
involving revenue losses many 
times greater. 

Here, briefly 
changes: 

1. The 1942 amendments to the 
estate and gift taxes, which pro- 


stated, are the 





community prop- 
erty, were re- 
pealed. 

2. Provision was 
made for estate 
and gift “split- 
ting” of non-com- 
munity property. 

Here are some 
of the effects of 
the changes as 
summarized by 
tax specialist 
Rodney Crowther 


Wm, Ullman 


vided special rules in the case of |of the Baltimore Sun: 


1. In community property states, 
irrespective of which spouse dies | 
first, only one-half of the commu- | 
nity property is included in the 
gross estate, that is, if the com- 
munity property is valued at $100,- 
000 the amount taxable to the first 
spouse to die will be $50,000. 

2. Also, a gift made out of com- 
munity property is made taxable 
one-half to the husband and one- 
half to the wife, since under com- 
munity property law each owns a 
one-half interest in the property. 

8. Under change No. 2, property 
passing outright in a common 
law state from a decedent to the 
surviving spouse is deducted 
from the decedent’s gross estate 
up to a limit of 50 percent of 





the value of the decedent’s gross 
estate less deductions for funeral 
expenses, debts and other claims 
against the estate. 

4. In a similar way husbands 
and wives in common-law states 
may view their gifts as being made 
one-half by each spouse. 





5. Residents of community prop- 
erty states also may take advan- 
tage of this change in the estate 
and gift taxes to enjoy the split- 








‘eopr' 


“I want to return this used car 
I bought from you. There’s abso- 
lutely nothing wrong with it, and 
I like to tinker and putter on 
my cars.” 








ting privilege with respect to trans- 
fers of their separate property. 
* * * 
A™ OF these provisions, Crow- 
ther points out, had their ori- 
gin in the fact that the basic dif- 
ferences between property rights 
in community property and non- 
community states resulted under 
the former revenue law in inequi- 





Do rivetiless brake relining 
this quick, easy way! 


11” YORE with 
UNIVERBAL 


12” YORE with 
UN VERegeL x 


10% SHOE ABD LINING 
IN POSITION 


ADJUSTABLE LOCATING STOPS 
ON EACH SIDE OF STANDARD 


QUICK ACTING 
TOGGLE 


TIMING CLOCK 


‘OPTIONAL EOUrP.) 


EQUALIZING 
PRESSURE BAND 


10" ANVIL 18 FIXEO 





° Sell More Relining Jobs . . . Get Bigger Profits! 


Here’s just what you've been waitin 
reliner that lets you reline brakes wit 
fact, the Hot Shot Brake Reliner is as easy to use as a tube vulcanizer. 


The Hot Shot bonds the lining to ponents 
buckle! No grit! No scoring! And t 


car and truck owners like it! 


You'll like it, too! For you can give better brake service to your customers. 
You can do it more economically and faster than you ever have before. 


And you can sell relining jobs easier by telling customers of the longer 


wear rivetless brake lining assures. 


Be the first in your community to offer this quick, easy brake service! 


Send coupon today for complete information. 


DISTRIBUTORS WANTED! Choice territories are open for quali- 


fied distributors . . . automotive preferred. Liberal discounts and extensive 
market of dealer service shops, garages, and service stations of all types 
make the Hot Shot a natural. Your inquiry is invited. Write TODAY! 


HOT SHOT BRAKE RELINER 








OPERATING LIGHT 


for! It’s a simple, easy-to-operate brake 
rivetless lining in a matter of minutes. In 


any brake shoe. No rivets! No 
e smooth, firm braking surface gives your 
customers 10% more braking area... up to 30% longer brake life. No wonder 


LOCATION 

PEG FOR HEEL 
OF TOE OF SHOE 
ANO LINING 


He A a 


e Handles 95% of all passenger car 


shoes. 





e Bonds lining to shoe—no rivets! 


e Bonds in 1 minute! (hot process)— 





3 minutes (cold process). 
e Operates on 3c to 5c per hour. 
e Occupies only 3 sq. ft. of bench. 


e Adapted to 


Plymouth, 


NAME____ 


FIRM__ 


ADDRESS 


ciTyY— 


large or small volume 


. » » Set up singly or in batteries. 


e Averages 75% reduction in brake 
lining inventories. 


e Only $375.00 complete, F. O. B. 


Mich. (Timing clock 


optional at extra cost). 


SPANICH MANUFACTURING CO. 
3406 Union Guardian Bldg. 
Detroit 26, Michigan 


Please send me complete information 
on the Hot Shot Brake Reliner. 











STATE________ 


| ties in the effect of the estate and 
gift taxes. 

In community property states 
husband and wife each own an 
undivided half interest in the com- 
munity property. Prior to 1942 the 
situation for them was this: 


Upon the death of a spouse his 
one-half interest in the commu- 
nity property over which he had 
the power of testamentary dispo- 
sition was subject to the estate 
tax. Also, a gift of community 
property was taxable as though 
one half the value was the gift 
of the husband and one-half the 
gift of the wife. 


In both cases, rates much lower 
than in common-law states ap- 
plied. 

In common-law states neither 
spouse has an undivided interest 
in the property of the other spouse 
and the effect was that prior to 
1942 estate and gift taxes bore 
much more heavily than in com- 
munity property states because of 
the sharply progressive tax rates. 

Congress, in 1942, after failing 
to impose mandatory joint income 
tax returns on husbands and wives, 
undertook to equalize the estate 
and gift taxes. 

* * aa 


HERE are some of the things 
accomplished by the 1942 
amendment: 


It imposed a rule under which 
the entire community property was 
taxable to the first spouse to die 
unless some portion of the prop- 
erty was “economically attribut- 
able” to the surviving spouse. In 
short, if there was $100,000 of com- 
munity property, the survivor's 
estate was taxed on $100,000. 

It made all gifts of community 
property taxable to the husband 
unless it could be established that 
the property transferred was eco- 
nomically attributable to the other 
spouse. 


| It also provided that regard- 
less of which spouse was eco- 
nomically responsible for the 
property, at least one-half of the 
community property was to be 
taxable to the first decedent—so 
as to avoid a situation in which 
the estate might have wholly 
avoided taxes. 


Not only did the 1942 amendment 
raise a howl in the community 
estates, it raised legal problems 
of a magnitude never before known 
under the estate and gift tax laws. 
The courts found the matter of 
“economic attribution” of property 
extremely knotty. They found it 
impossible in many cases “to trace” 
the economic contribution of the 
surviving spouse. 

The community property states 
claimed they were being taxed un- 
justly. 

* * 7 

YREN the non-community prop- 

erty states began pressing for 
equalization of the income tax 
laws, the community property 
states began pressing for repeal of 
the 1942 amendment to the estate 
and gift tax. In fact they made 
this repeal the price of their sup- 
port of the claim of the non-com- 
munity property states to income 
tax relief. 

So Congress decided to repeal 
the 1942 amendment. But its tax 
experts warned when the move 
was being taken that it would 
|merely restore the old inequities 
|}under which community property 
| States would enjoy lower estate 
;}and gift taxes than common law 
| Sstates—unless something more 
| were added. 
| Hence Congress provided “estate 
jand gift” tax splitting which is 
| similar in its effects to the split- 
ting of income, thus in most cases 
giving common-law states and 
community property states equality. 





= Elected to Sit 
On Seiberling Board 


Warren H. Snow, president of E. 
| H. Rollins & Sons, Inc., New York 
|investment firm, has been elected 
|a director of Seiberling Rubber Co. 


| All other directors were re-elect- 
led, bringing the total number of 
| directors to nine. Besides Snow, 
| the board includes F. A. Seiberling; 
J. P. Seiberling; H. P. Schrank, 
vice-president in charge of produc- 
tion; J. L. Cochrun, vice-president 
in charge of sales; R. J. Thomas, 
vice-president and treasurer; A. C. 
Blinn, chairman of Ohio Edison 
Co.; Robert Guinther, Akron attor- 
ney and company counsel, and L. 
M. Seiberling, sales manager. 
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MORE THAN 300 OF 
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A’ Subsidiary of Commercial Credit Company, Baltimore. ; 
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Parts Companies Eye 
New Output Goals 


By George Deery 
Staff Writer 

ITH AN outstanding 1947 rec- 

ord tucked away in the statis- 
tical archives, the parts makers are 
well on their way to duplicating 
last year’s peak unless strikes or 
other uncertainties upset the apple- 
cart. 

The needed replacements for 
old cars will continue until output 
and demand close in to a legs ex- 
pansive relationship. A much 
brighter picture can be painted 
for the original equipment firms, 
for, as the weekly Automotive 
News production estimates climb, 
so goes the demand from the car 
manufacturers for more parts. 

In addition to the following com- 
ments on the merits of the securi- 
ties of the individual companies, 
the appraisal of the parts industry 
in the Current Analysis by Stand- 
ard & Poor’s Corp. is heartening. 





* 





> 





To speed them on their way to fame and for- 
tune, many of America's speed kings look to 
Stewart-Warner for wheel balancing service. 


IN 1947—the drivers who won first, second and 
third place rode on wheels balanced the Stewart- 


Warner electronic way. 


IN 1948— Stewart-Warner will again be on hand 
° at the Speedway with complete facilities to balance 
the wheels for contenders in the Nation’s Number 


One Speed Classic. 


: 





A complete, self-contained unit with all 
accessories stored inside. Baked enamel 
finish, chromium trim. Dial tells degree of 
unbalance. Stroboscopic lamp reveals 
points of unbalance. Anyone can learn to 


operate unit. 


on 
nF 
“ 


In its opinion, “The cut in federal 
taxes on personal incomes, plus the 
stimuli of European expenditures 
and increased military spending, 
probably will defer a recession in 
general business. 

“In any event, the automotive and 
parts industries should demonstrate 
a greater than average degree of 
resistance to deflationary forces, 
because of the wartime suspension 
of civilian production, the growth 
in population, the above-average 
age of vehicles in use, and com- 
paratively low car prices relative to 
consumer incomes. 

* +. * 


“BARRING a rapid and consider- 
able expansion in the arms pro- 
gram, or another coal strike, declin- 
ing demand for steel from some 
users suggests that increased ca- 
pacity will permit larger supplies 
for automotive applications,” the 
analysis declares. Thus, unless 





Auto Stocks 
May17 May 10 
Chrysler ......... 61% 58% 
Crosley .......... 9% 1% 
General Motors .. 60 57% 
NOR: dxwtnese es 20% 18% 
Kaiser-Frazer .... 18% 10% 
Nash-Kelvinator .. 18 16% 
POOMRTG .....65.. 5% 4% 
Studebaker ...... 27% 25 
Willys-Overland . 10% 95% 
Average for 
Nine Stocks ... 24.91 23.17 





strikes intervene, and allowing for 
variations by individual companies, 
1948 prospects for the parts group 
appear favorable. Motor vehicle 
production is expected to increase, 
and the resultant gain by the orig- 
inal equipment division would be 
accentuated by higher prices. 
“The possibility of competitive 
shifts is an ever-present element of 
uncertainty in the outlook for indi- 
vidual units. However, thus far, no 
important changes from prewar re- 
lationships between leading auto- 
mobile producers and parts sup- 
pliers have come to light.” 
Standard & Poor’s evaluation of 
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TO COST $300,000—Ground will soon be broken for the $300,000 Blauschild (Chrysler 


Plymouth) building on upper Kinsman Ave., 


Cleveland. The above architect's drawing shows 


the recessed building on the 150-by-550-foot lot that will have a colorful flower bed in 
front. Inside the building there will be a waiting room serving free coffee. Television a!so 
will be provided customers waiting completion of the car or contemplating a new-car pur- 
chase. The service unit will have 18 twin-lift posts, air conditioning and fluorescent lighting 


some of the leading companies 
Apr. 30 was as follows: 

Bendix Aviation —“Stock has 
speculative appeal, although it 
sells at a liberal price-earnings 
ratio for an auto parts equity.” 
Borg-Warner—“Prospects for all 

divisions are promising over the 
next few years, and the common 
stock has appeal.” 

Bower Roller Bearing — 

stock has outstanding merit.” 

Briggs Mfg.—“The stock has con- 

siderable appeal.” 


“The 


<g_,PROVED at Indianapolis 


STEWART-WARNER ELECTRONIC WHEEL BALANCER AGAIN 
SELECTED BY OFFICIALS FOR 500 MILE SPEED EVENT!... 


~ 
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STEWART-WARNER 


. 
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> SR Moe eb e 
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| EXTRA SALES. . 
ze BOTH WITH THE NEW STEWART- 


ELECTRONIC WHEEL BALANCER 


Now you can doa 
time, with /ess work 


See it in action in the 
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Perfect wheel balancin 


- EXTRA PROFITS—~yoy GET 


Garage Area at the Speedway! 





WARNER 
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Because the Stewart-Warner methot aon 








Clark Equipment—“The common 
stock has attraction.” 

Cleveland Graphite Bronze—“The 
common shares have outstanding 
attraction.” 

Collins & Aikman—“The stock 
has speculative appeal at present 
reduced prices.” 

Continental Motors — “The stock 
has appeal as a low-priced specula- 
tion.” 

Dana Corp.—“The issue has out- 
standing appeal. The $3.75 pref- 
erence, selling below the $105 call 
price, has moderate appeal for 
yield.” 

| Baton Mfg. — “The stock has 
| above-average speculative appeal.” 

Electric Auto-Lite—“The stock 
has outstanding attraction.” 

Federal Mogul — “The stock has 
merit.” 

Kelsey-Hayes—‘“The class B and 
better quality class A shares have 
speculative promise.” 


Libbey-Owens-Ford — “Has _ out- 
standing appeal.” 
Midland Steel Products — “The 


common stock has speculative ap- 
peal at current levels.” 

Raybestos Manhattan - 
shares have appeal.” 

The analysis points out that, of 
the 41 companies covered, more 
than half made larger dividend 
declarations during their 1947 fis- 
cal years than in the preceding 12 
months. 

In addition, Houdaille-Hershey, 
| Kelsey-Hayes, Murray Corp., and 
Young Spring & Wire resumed pay- 
ments following lapses during the 
transition period, and Budd _ini- 
tiated dividends. Against this, only 
five companies either suspended 
payments or distributed less than 
| the year before. 
} * 


“The 


> * 


Fractions 


Dividend payments this year may 
|/run from 5 percent to 10 percent 
higher than a year ago, in the opin- 
ion of some brokers. . . . Lester 
Armour, a director, purchased 2,000 
shares of Pure Oil common stock in 
April, bringing his holdings to 4,000 
|shares, according to a report re- 
quired by the Securities & Ex- 
change Commission. 
The Federal Reserve Board in- 
dex for production declined to 
192 in March from 194 in Feb- 
ruary. ... The cashing of Series 
E bonds in April exceeded new 
purchases for the first time this 
year. New purchases totaled 
$320,000,000 or $26,000,000 less than 
the total of redemptions. 
Graham-Paige has 3,500 orders 
for its new low-priced tractor, ac- 
cording to Joseph W. Frazer, presi- 
dent. . . . Continental Oil plans to 
spend about $65,000,000 on capital 
improvements this year, E. F. Mc- 
Collum, president, declared at the 
annual stockholder’s meeting. . . . 
Henry E. Hund, president of Reo, 
sold 2,700 shares of Reo common in 
April, reducing his holdings to 
31,200 shares, according to an SEC 
report. 


Murray Celebrates 


15th Birthday 

TOWSON, Md.—Murray Corp. of 
| Towson, Md., is celebrating its 15th 
year of service in the automotive 
field. It was established in 1932 by 
Johnnie Murray, president, and is 
still operating under the origina! 
management. Murray manufactures 
automotive hose clamps, supplying 
these products to both the car 
manufacturers for original equip 
ment, and the replacement field 
through. the- automotive jobber 
| dealer channels. 

It also manufactures such items 
for replacement as Stop-Lite 
switches, brake shoe hold downs 
battery hangers, carriers, hold 
| downs, and hydraulic brake cylin 
der clamps. 
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NOTING OF ADVERTISEMENTS 
MEN AND WOMEN COMBINED 
PET ace yg FOUR COLOR PAGES 


rces 

oa ae om ce MAGAZINE WAGAZINE MAGAZINE 
‘ = F gy a8 rere 5 

ae | td a 
ff & F&F | 
2 = Ff | 
ff & FF 
| FF FF FF 


ee . 
Ad ORY Gly Be 
~@ &- £ | 
be os oe Ce 
Se a 
ra ah ? 6 ne 
NOTING OF ADVERTISEMENTS 
MEN AND WOMEN COMBINED 
BLACK & WHITE PAGES 
PICTORIAL 
REVIEW 
MAGAZINE MAGAZINE 
MAGAZINE MAGAZINE 
MARNIE aacazme 
en MMGALIE scare Magazine 
J 
46 39 ih) 36 Rh) 34 34 ; it} } i) 26 


*S These charts are based on the men and women combined reader- 
ship findings in the current issue of the Dr. Starch Consumer 
Magazine Report, year ending June 1947. Comparisons are be- 


ween monthly and home service publications, weeklies and 
Pictorial Review. 
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If readership is the yardstick you use to measure the sales 


power of your advertising, look at the charts to your left. 


The cream of America’s writers and artists insures this high 
readership for advertising in Pictorial Review. And since 
the number of pages of advertising in any one issue is 


limited, visibility is unmatched. 


If your yardstick is direct results, then read below about 
just four typical sales successes enjoyed by advertisers in 


Pictorial Review. 








Liberty Coach Company received 

25,200 coupon inquiries about 
their automobile trailers adver- 
tised in Pictorial Review. 


D. Van Nostrand so\d over 
$90,000.00 worth of Home Me- 
chanics Handbooks at $5.95 each 
through a coupon offer in Pictorial 
Review. 


Hamilton Koss so\d $406,400.00 
worth of lamps, dinner sets, 
blankets, etc., direct through retail 
outlets in Pictorial Review cities. 


Hamburg Brothers ot Pittsburgh 
completely sold out of Dorsey rec- 
ords as a result of tying in with 
the “Fabulous Dorseys” color page 
published by United Artists. 


In: Cover 614 Milliore Homes fon ldad lo load 


Dts nasa » 





COVERING 10 MAJOR MARKETS THROUGH THE ISSUES OF 


New York Journal-American Chicago American 


Baltimore American 
Pittsburgh Sun-Telegraph 
Detroit Times 


*Milwaukee Sentinel 
Boston Advertiser 
("Milwaukee Sentinel represented for Pictorial Review only) 


Los Angeles Examiner 
San Francisco Examiner 
Seattle Post-intelligencer 


A HEARST PUBLICATION — 


Represented Nationally by HEARST ADVERTISING SERVICE 











A large part of Studebaker’s 1948 
summer advertising emphasis will 
be directed toward a _ national 
“show window” announcement of 
the new 1949 Studebaker truck line, 
according to Kenneth B. Elliott, 
vice-president in charge of sales. 

First across-the-country pres- 
entation of the 1949 Studebaker 
trucks will appear in the June 12 
Saturday Evening Post as a two- 
page, four-color spread. The ad 
spotlights Studebaker’s newest 
truck unit—a %-ton, 8 foot pick- 
up model—and illustrates in con- 
trasting colors the four other 
basic models in the 1949 truck 
line. 

Full-page, four-color versions of 
the advertisement will follow in 
Business Week, COollier’s, Look, 
Newsweek, Time, Country Gentle- 





The Post-Gazette 


FIRST 


__ Auto Advertising __ 


Studebaker Putting 
Spotlight on Trucks 


By Bob Finlay 


man, Farm Journal and Farm 
Quarterly. 

Two-color pages are scheduled 
for the July Successful Farming 
and for the August issue of Cap- 
per’s Farmer, Progressive Farmer 
and Southern Agriculturist. These 
will be followed. by black-and- 
white truck presentations in auto- 
motive trade publications which 
regularly carry Studebaker adver- 
tising. 

Meanwhile, Studebaker began 
last week announcing the new 
1949 truck line via approximately 
1,700 daily and weekly news- 
papers. 

Concurrent with the newspaper 
and magazine announcements, Stu- 
debaker will devote a larger than 
usual share of its commercial air 
time on its 94-station assembled 
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radio network to announcements 
featuring the new 1949 trucks. 

For some time now, national ad- | 
vertising copy has drawn attention 


to Studebaker’s greatly strength- Feb. '48 
ened position in the truck manu-/| Ford ... -.--§64,615 
facturing field, putting particular; Dodge . .... 39,865 
emphasis on the company’s record| Int’l Harv. ........ 48,830 
of building more than eight times| GMC Trucks .. 33,090 
as many trucks in 1947 as it did| Willys-Overl’d.. 19,465 
in its peak prewar years. Chevrolet .......... 16,135 
White Motor .. 17,250 
Optimism Studebaker .. 15,000 
Autocar ........... 
Public confidence in the nation’s — % nae 


Federal ............ 


economy is at high tide, with only 
28 percent of the people currently 
thinking that the U.S. is headed for 
a depression within a year or two, 
according to Modern Industry, 


magazine of industrial manage-| cago. 
ment. Fifty-five percent expect. no 
trouble at all, and the other 17 per- Radio Shift 


cent have no opinion. 

These are the results of a survey 
conducted for the magazine 
throughout the industrial East and 
Midwest by the Ross Federal Re- 


search Corp. Mullen, executive vice-president of 
y= M NBC. 
gency Moves Richards will become chairman 


Arthur R. Mogge, Inc., advertis- | of the boards. 
ing agency formerly at 307 N. Mich- 


igan Ave., has moved to larger quar-! planned under Mullen, 


in Pittsburgh— 












ABC PUBLISHERS' STATEMENT 
(6 mo. ending Sept. 30, 1947) 


POST-GAZETTE .......... 280,202 
a ae ae 256,090 
SUN-TELEGRAPH ......... 199,398 


BY FAR THE LARGEST CIRCULATION OF ANY PITTSBURGH DAILY NEWSPAPER 





REPRESENTED NATIONALLY 





BY MOLONEY, 


REGAN & SCHMITT, INC, 


Truck Advertising 
In Magazines 


Jan.- 
Feb. '48 
$163,098 


20,580 
11,375 


(Source: Leading National Advertisers, 
Inc. ) 





ters at 333 N. Michigan Ave., Chi- 


A program of ex- 
panded public service activities is 
including 











G. A. Richards, a former auto] Pe 
dealer who now heads WJR, De- 
troit; WGAR, Cleveland, and KMPC, 
Los Angeles, will bring in as presi- 
dent of the radio stations Frank E. 





television facilities and an educa- 
tional operation aimed at agricu!- 
tural elements. 


Willard Look 


Willard Storage Battery Co.'s 
distributors and wholesalers have 
received copies of a new advertis- 
ing display book, which illustrates 
the “new look” in Willard adver- 
tising. Inside are examples of the 
advertising which the company is 
placing in 33 different publications 
during 1948. 

All the advertisements have the 
same color scheme—red, black and 
white—and they are similar in gen- 
eral appearance and layout. A 
striking keynote is the series of 
diagonal white lines which high- 
lights all Willard ads. 

The headlines of the Willard na- 
tional advertisements answer the 
question, “How will the battery 
rform?” and “How long will it 
last?” Field surveys have shown 
that these are the two things in 
which car owners are most inter- 
ested when they buy a new battery. 


Attention-Getter 

A different approach to news- 
paper automotive advertising was 
taken recently by Nash in announc- 
ing the winning for the second time 
of the Nash 10-Point Select Dealer 
Award by 23 Nash dealers of the 
Chicago area. Nash used a full page 
for the announcement. Scattered 
throughout the same issue were 23 
individual ads one column by five 
inches over the signatures of each 
Nash dealer in the county. Each 
small ad was keyed to the full- 
page ad. Geyer, Newell & Ganger 
is the agency. 


Names 

Gordon Hebert, who handles au- 
tomotive advertising for the New 
Orleans Times-Picayune and States, 
has been appointed an honorary 
colonel on the staff of Gov. Earl K. 
Long, who took office May 11. He- 
bert is also our resident corre- 
spondent in New Orleans. 


A new agency, Chamberlin-Junk 
Advertising, Inc., has been formed 
in Fort Wayne, Ind., by James J. 
Chamberlin and Cletus Junk, both 
of whom have had many years of 
experience in the agency field. 


Eugene J. Lowther has been 
added to Liberty magazine’s East- 
ern office advertising staff. Low- 
ther is a former newspaper adver- 
tising representative and industrial 
economist. 


Pierce Motor Co. (Ford), Spar- 
tanburg, S. C., announces appoint- 
ment of Sterling Wright as adver- 
tising and public relations man- 
ager. Wright is resigning as pro- 
gram director and newscaster of 
WORD, local ABC affiliate, to ac- 
cept the new post. 

To honor three members of 
Campbell-Ewald Co. on their 30th 
anniversary with the organization, 
President H. T. Ewald entertained 
40 members of his organization 
who have been with the company 
20 years or more and members of 
the executive committee at the De- 
troit Athletic Club last week. The 
three honored are Hester Stiles, 
Jack Miller and John Terns, who 
received bonus checks during the 
dinner. 

Thomas H. Moore, member of 
the executive staff of the Bureau 
of Advertising, American Newspa- 
per Publishers Assn., since 1914, is 
retiring this month after 34 years 
of service. 

Edwin F. Thayer, publisher of 
Tide magazine, has been appointed 
chairman of the Advertising Coun- 
cil’s business paper advisory com- 
mittee. 


The Auto Makers 


On the Air 

DeSoto - Plymouth — “Adven- 
tures of Christopher Wells” 
(CBS), 9:30-10 p.m. Tuesday, 
Eastern time. 

Ford Theater — (NBC), 5-6 
p.m. Sunday, Eastern time. 

Ford Dealers — Fred Allen 
Show (NBC), 8:30-9 p.m. Sun- 
day, Eastern time. 

General Motors — Henry J 
Taylor, commentator (Mutual), 
7:30 p.m., Eastern time. 

International Harvester— 
“Harvest of Stars” (CBS), 9:30 
10 p.m., Eastern time. 

Kaiser-Frazer — ‘“Newscope,’ 
(Mutual), 7:30 p.m. Tuesday anc 
Saturday (automotive portion) 
Eastern time. 
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T. W. LORD, Empire State Building, N.Y.C. 


Longacre 5-5232 
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YOUR SALES 
WON'T CLIMB 
WITH 
OUT-OF-DATE 
“FIGURES!” 


You need today’s facts 
and figures on Philadelphia — 
America’s 3rd market! 


If you want to scale new heights in 

sales, be sure you have the latest statistics on 
Philadelphia. Today’s data shows 

THE INQUIRER at a new level in productivity... 
and first in advertising. 


Philadelphia Jewelers gave the 
Inquirer Leadership in 1947 


Exclusive Advertising Representatives 


ROBERT R. BECK, 20 North Wacker Drive, Chicago 


Andover 6270 





NOW IN ITS 15TH CONSECUTIVE YEAR OF TOTAL ADVERTISING LEADERSHIP IN PHILADELPHIA 


Che Philadelphia Mnquirer 


Cadillac 6005 


FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 





GEORGE S. DIX, Penobscot Building, Detroit 
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In the Hopper 


Finance Regulatory Bill 


To Be Offered in N. J. 


A bill by Senator Charles K. Bar- 
ton to regulate the charges that 
finance companies can make on 
instalment purchases is expected 
to be ready for action by the New 
Jersey legislature when it recon- 
venes in August following a recess. 

Senator Barton, Passaic county 
Republican, said (May 13) he 
agreed to go along with a request 
by Senator Alfred B. Littell, Sus- 
sex county Republican, that the 
Barton bill be resubmitted as a 
committee substitute for another 
measure that Littell had _ intro- 
duced earlier in the session and 
was directed mainly at regulating 
the charges of companies that 
finance automobiles. 

¥ ¥ + 
Tenn. Bar to Endorse 
Centralizing of Liens | 

A proposal for the enactment of | 
legislation to require all liens on 
motor vehicles to be registered in 
Nashville wi!l be submitted to the 
annual convention of the Tennes- 
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see Bar Assn. to be held June 17-19 
in Chattanooga, according to Hard- 
wick Stewart, chairman of the as- 
sociation’s legislative committee. 


Approval by the_ convention 
would mean the proposal would 
go before the 1949 Tennessee legis- 
lature with the association’s in- 
dorsement, he explained. 


Another legislative proposal to 
be submitted to the convention 
would grant an automatic lien 
against any motor vehicle involved 
in an accident, and give the lien 
priority over finance company 
claims. Stewart said this formerly 
was a state law but was repealed 
when the driver's license law was 
enacted in 1937. 


* * * 


N. J. Continues Study 
Of Bonus Financing 


New Jersey's legislature will not 
act on a proposed cash bonus for 
World War II veterans until it re- 
convenes in August following a 
recess, 

Meanwhile, methods of financing 


a bonus will be studied by the 





State Tax Policy Commission. A 
resolution calling for such a study 
was adopted recently by the house 
as a result of opposition to pro- 
posals for financing the bonus pro- 
gram through increased gasoline 
and beer taxes. 
« * * 


Flexible Income Tax Urged 


By Governor of lowa 

A flexible state income tax for 
Iowa was urged in an address 
here recently by Gov. Robert D. 
Blue as a means of preventing 
the state treasury from accumu- 
lating too large a surplus. 

“I believe the income tax 
should be flexible so that we will 
raise only what we need to meet 
the needs of the state,” he said. 
“The rates should go up or down 
according to the economic con- 
ditions which exist in the coun- 
try. 

“If we fail to provide flexibility 
in our income tax structure, we 
will constantly run into situa- 
tions in which we raise too 
much money or too little.” 

* * * 


Scranton Tax Upheld 


Constitutionality of Scranton’s 1 
percent municipal income tax was 
upheld by President Judge T. Linus 


| 
| 
| 





DEALERS HEAR OLDS PLANS—Oldsmobile dealers in the Boston zone recently met in that 


city to hear S. E. 
division's ss production plans. 


The 
manager. R. 








Hoban in the Lackawanna county 
court at Scranton, Pa. Judge Ho- 
ban held that the tax and the com- 
pulsory withholding duties of em- 
ployers were properly based on a 
1947 state law broadening the tax- 
ing powers of political subdivisions. 
He pointed out that the “home 
rule” tax law previously had been 
upheld by the Pennsylvania Su- 


preme Court. 
j * 





* * 

Raleigh Ups Licenses 

An ordinance substantially in- 
creasing local license and privilege 
taxes, in a move to produce at 
least an additional $40,000 a year 
in revenue, was adopted recently 
by the Raleigh (N. C.) council. 


Delco...of course 


When you think of shock absorbers... when you 
have a shock absorber problem ... when you seek 
the latest developments in shock absorber design 
and construction ...what name comes to your mind? 


Because 


elco... 


99 


of course 


single acting and knee action. 


Because 


Delco alone produces a complete line of 
shock absorbers — direct acting, 


double acting, 


Delco makes shock absorbers for every 


type and size of vehicle — passenger cars, buses, 
commercial cars, trucks. 


Because 


Delco has production capacity sufficient to 


meet the requirements of quantity users. 


Because 


Delco has both the specialized engineering 


skill and the production experience that are essen- 
tial to the solution of any shock absorber problem. 


Because 


Delco assures the efficient servicing of its 


products in the field —through the industry’s 
largest service-distributing organization. 


DELCO 


PRODUCTS DIVISION, 


GENERAL 
DAYTON, OHIO 


MOTORS CORPORATION 


DELCO HYDRAULIC SHOCK ABSORBERS 


Skinner, GM vice-president and general manager of Olds, outline the 


group also heard L. F. Carlson, advertising 


Gilmer, Boston zone manager, arranged the meeting. 
-® 






Suttle Steamer 
Disappears; Job 


Is Gone, Too 


INDIANAPOLIS.—The hopes of 
Don Suttle that he might enter 
his steam-driven race car in this 
year’s 500-mile Speedway classic at 
Indianapolis have all but evapor- 
ated, following disclosure last week 
that: 

1. The car has been seized and 
hidden by Suttle’s financial backer, 
and 2. Suttle himself has been dis- 
missed from engine design section 
of Lincoln-Mercury where he had 





-| been employed. 


Suttle, who had announced de- 
velopment of a lightweight steam 
engine and drive adaptable to au- 
|tomotive requirements, was dis- 
charged May 14 “because he wasn’t 
carrying on his job with Lincoln- 
Mercury to the satisfaction of his 
— a company spokesman 
said. 


Suttle had been employed by the 
company less than a year. The 
|Ford source said he had been a 
consistent absentee who devoted 
|his energies more to his own in- 
| ventions than to the jobs assigned 
|him with the design section, it 
| was stated. 
| The inventor declared last week 
that he had tentatively withdrawn 
his entry from the race. He stated 
| that he and his backer, said to be 
|}one Russell T. Jones, an invest- 
*ment broker in Cleveland, had dis- 
agreed over financial matters. 
Possession and disappearance of 
the car occurred last week, Suttle 
| said, when he took the power plant 
| to Cleveland where a chassis and 
body were being completed. 

Suttle said he was trying to raise 
$9,000 to buy out Jones. 





Motor Rebuilders 
Meet in Buffalo 
‘May 27-29 


| BUFFALO.—As headquarters for 
the 26th annual convention of the 

Automotive Engine Rebuilders 
Assn., the Statler hotel here will 
be the scene of much activity for 
engine rebuilders and manufactur- 
ers of replacement parts May 27-29 

The following speakers are 
|scheduled on the program: 
| John C. Rogers, AERA presi- 
dent; R. G. Patterson. executive 
vice-president of AERA: H. B. 
|Truslow, Richmond (Va) Auto 
| Parts Co.; William K. Toboldt, edi- 
tor of Motor Service; Arch Cald- 
| well, Thompson Products: P. J 
Sawyer, AERA vice-president: J 
| R. Riley, National Bushing & Parts 
Co., and L. Merle Hostetler, re- 
search manager, Federal Reserve 
Bank, Cleveland. 

Also scheduled are manufacturer 
conference periods and discussion 
| periods following talks. According 
|to AERA headquarters, advance 
| registrations indicate a record at 
tendance. 


615 Cars Sold 


‘In New Orleans 


NEW ORLEANS.—A total of 615 
new passenger cars were registered 
in Orleans parish during March, 
according to figures released by the 
New Orleans Automobile Dealers 
Assn. 

The reported registrations were: 
Chevrolet, 103; Ford, 81; Stude- 
baker, 68; Plymouth, 47; Oldsmc- 
bile, 44; Nash, 41; Dodge, 42; Huc- 
son, 39; Pontiac, 32; Buick, 24: 
Kaiser, 21; DeSoto, 17; Packard, 1°: 
Cadillac, 11; Crosley, 10; Chrysle-, 
10; Willys, 4; Frazer, 4; Mercur 
|3, and Lincoln, 2. 





Bob Finlay’s ‘‘Auto Advertising’’ colun 
gives the latest developments in dealer 
| and manufacturers’ plans for winning pro 
pects and influencing buyers 
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FOB FACTORY 


Chrysler Vendors Face 
Storage Difficulties 


By A. H. Allen 


ALTHOUGH CHRYSLER has requested vendors to hold 
raw material in banks for subsequent fabrication and ship- 
ment to its plants now on strike, this is going to be a diffi- 
cult thing to do if the walkout drags on through the 





S Ss fi | Will + the new drive-away building, 
ummer, as some dopesters figure it may. Suppliers simply | | Wiow eotoos, the ney Sweeney S 


cannot pile steel in all its¢ oun, bat an ouetnees aoe, 
various forms, glass, rubber 


7 strikes are expensive business to 
and the other materials pur-| all concerned — working people, 
chased by Chrysler from its 8,000-; manufacturers and the public. 
odd vendors while other customers 


$ c If the senselessness of the pro- 
-~ clamoring for additional re-/| cedure can only be re-emphasized 
eases. 


by the current tieup at Chrysler, 
There are a couple of alterna- 


some small good may arise out of 

tives. One might be to ask sup-/ the mess. 
pliers to store fabricated material :-s-*% 
and parts and bill Chrysler there- . 
for, pending shipping instructions. Re Undercoating 
This would work satisfactorily on | Aes S CONTINUE pro 
smaller parts, but on large, bulky and con the value of undercoat- 
stuff, source would not have the|ing passenger cars. A top automo- 

— room to accom-|tive tive authority voices the opinion the | 
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specific way. 


| representatives 
| over the treatment, partly no doubt 





AUTO SALESWOMEN—The ali-woman sales force of Rahall Motor Co. (Kaiser-Frazer), 
Charleston, W. Va., with the 10 new Kaiser and Frazer cars they drove back from Willow Run. 
is in the background. Left to right: Louise 
Barbara Bryant, Eula Cooley, Angelia Kessler, Mary 
Georgia Dameron, Ruth Shrewsbury, Martha Talbott 


Morris, H. Hutchinson, sales manager; 


and Ruby Musselman. 





that application of undercoating 
creates an entirely new ride sensa- 
tion, eliminates annoying rattles 
and squeaks and forestalls fender 
corrosion from water which is 


“wicked” up into sealer strips be- 
On the other hand, dealer service | tween fender and body. 
are enthusiastic : “« « 


coating is a poor investment—costs 
far too much, makes the underside 
of the car almost impossible to 
service and attacks rattles and vi- 
bration in a general rather than a 


because it brings $35 into the till| Cross Their Tease 


trade to throw out as “teasers” 
for new models—plus a few new 


labor. 
They will also tell you, however, 


| for about $5 worth of material ig LL THE familiar devices of the 





modate it. Con- ——— 
sider, for example, eae, 

what to do with a | 
couple of million 
seat cushion 
springs which 
Chrysler divisions | 
probably use ev- 
ery week. 

The other de- 
vice, used success- 
fully in the Gen- 

A. B. Alen eral Motors strike, 
is to rent warehouse space and | 
have materials shipped under a/| 
code number or other unidentifying | 
marking. This is expensive busi- | 
ness, of course, and involves a lot | 
of arrangements which must be| 
kept pretty quiet. | 

If union handlers of such mate- | 
rial should be able to prove it was | 
destined for strikebound plants | 
they might refuse to touch it, 
even though to refuse would con- | 
stitute a secondary boycott, which | 
is illegal. The rehandling in- 
volved when plants are opened | 
again adds further to the ex- 





TUB AND SHOWER 
IN EVERY ROOM 


MOST INVENIENTLY LOCATED 


roa att Th 


CADILLAC SQUARE 


ONF BLOC r OF WOODWARD 
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OTe Your Eyes vo 
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THE MAN behind the counter 


greatest advertising influence 
in their trade territories. 
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ones—are being employed by Ford 
before the official June unveiling. 


“Mystery” billboards, truckloads 
of shrouded new cars hustling 
through the night, rumors by the 
bushel (it looks like a Studebaker 
from the front—it looks like a Hud- 
son from the side—it looks like a 
Kaiser from the rear), off-the-rec- 
ord meetings with correspondents, 
“family day” at all plants on June 
13, are just a few. 


Ford is quite taken with comic- 
strip advertising. May 16 Sunday 
sections revealed a number of de- 
tails of the ’49 car, including the 
fact that rear seats will be 60 
inches wide, front 57, that there’ll 
be a choice of a new 100-h.p. V-8 
engine or a 95-h.p. six, that front 
springs will be “hydra-coil” and 
rear “para-fiex.” Other points: A 
“deep deck” luggage locker 57 
percent bigger, greater visibility 
and bigger, better brakes. 


Soon the suspense will be over 
and intrigued prospects can line up 
to place their orders, probably with 
the usual answer: “Well, we can 
manage delivery some time early in 
1950!” 





Bob Finlay’s ‘‘Auto Advertising’’ column 
gives the latest developments in dealers’ 
and manufacturers’ plans for winning pros- 
pects and influencing buyers. 








SANDERS AND COMPANY, 
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KILRAY stops direct sun rays, protects 
upholstery, keeps car cooler in sum- 
mer. No inventory problem — 2 sizes 
fit 85% of all cars, 4 sizes the re- 
mainder. 


INC. 


140 Pe ht Ce ie a PO Aletanisl iz rents) 





knows the cash register rings 
when the product is advertised 
in The Progressive Farmer. 


Good merchants, through- 
out the rural South, will tell 
you The Progressive Farmer 
is the South’s No. 1 Salesman— 
the buying guide of most of 
their best customers. 


Thousands of Southern re- 
tailers and wholesalers were 
recently asked by an inde- 
pendent research agency to 
choose the farm magazine with 





The Progressive Farmer was 
chosen more often than the 
next five magazines combined 

..and almost three times as 
often as the second magazine. 


More and more advertisers 
are enlisting the help of the 
South’s No. 1 Salesman. The 
Progressive Farmer made the 
greatest advertising linage gain 
of any monthly farm magazine 
in the United States during 
the last three years. 





Pacific Coast: Edward 83. Townsend Co., 





Advertising Offices: BIRMINGHAM, RALEIGH 


MEMPHIS, DALLAS, NEW YORK, CHICAGO 


San Francisco, Los Angeles 
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N.Y. Is Probing 
Registrations of 


Cars by Dealers 


NEW YORK. — The Department 
of Taxation and Finance of the 
State of New York, through the 
Bureau of Motor Vehicles, is con- 
ducting a state-wide investigation 
of car registrations by dealers. 


It was instigated by a check of 
new-car registrations of DiBello 
Motors in Buffalo. This check, ac- 
cording to the Motor Vehicle Bu- 
reau, revealed many registrations 
made in the name of persons who 
never bought a car from the dealer. 


The commissioner of motor ve- 
hicles revoked the Buffalo dealer’s 
registration May 15 after a hearing 
on charges of falsifying certificates 
of sale and improper use of regis- 
tration plates. Under section 62 of 
the vehicle and traffic law, regis- 
tration with the commissioner is 
required to engage in the business 
of buying and selling cars in this 
state. 







Checks of registrations are be- 
ing made in the metropolitan ter- 
ritory at the present time. 
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NICKSON'S AWARD—M. Nickson (center), proprietor of Nickson Nash Sales, Detroit, is 


shown receiving Nash Motors’ 10-point 


Left to right are H. C. Doss, vice-president in charge of sales; 8. E. Ti 
Lawler, Nash director of advertising and sales promotion, and 


ager, Detroit; Nickson; N. F. 
F. M. Arnold, Detroit zone district manager. 


dealer award at a recent factory-sponsored dinner. 


hompson, zone man- 





DiBello Gets Stay 
Of License Ban 


BUFFALO.—A temporary stay of 
a state order revoking the dealer 
license of DiBello Motor Sales was 
continued last week pending dis- 
position of a petition to have the 
proceedings transferred to an ap- 
pellate court for review. 

The order was to have become 
effective May 15. Through William 
B. Mahoney, attorney for DiBello, 


the firm is seeking a review and 
a continuance of the revocation 
stay pending a ruling by the higher 
court. 


Edwards Handles Austin 
In Spartanburg, S. C. 


L. B. Hooley, vice-president of 
Austin Motor Co., Ltd. (England), 
has announced the appointment of 
Edwards Motors, Inc., West Main 
St., Spartanburg, S. Car. as an 
Austin dealer. 








WASHINGTON.—Here’s a com- 
plete list of the 1948 officers and 
state directors of NADA: 

National officers—president, Ben 
T. Wright, Evanston, IIl.; first vice- 
president, George F.. Ziesmer, Man- 
kato, Minn.; treasurer, E. G. Fitz- 
Henry, Worcester, Mass.; secre- 
tary, W. S. Edwards jr., Birming- 
ham, Ala, © 

Region 1—E. G. FitzHenry, Mas- 
sachusetts, regional vice-president; 
L. B. Morton, Maine; J. H. Cava- 
naugh, New Hampshire; T. T. Pen- 
rose, Vermont; H. A. Lanphear, 
Rhode Island. 

Region 2—W. L. Mallon, New 
Jersey, regional vice-president; R. 
E. Lowell, metropolitan New York; 
T. H. McElvein, New York state; 
H. M. Sloate, Connecticut. 

Region 3—D. B. Brooks, Mary- 
land, regional vice-president; J. E. 
Wolfington, Pennsylvania; Cecil 
Walker, West Virginia; Hugh Gal- 
lagher, Delaware. 

Region 4—Ralph Nichols, Ten- 
nessee, regional vice-president; W. 
J. Wilkins, Virginia; P. L. Aber- 


WHO SAID WOMEN CAN’T MAKE UP THEIR MINDS! 


In Boston they can! In a recent, person- 

al interview, quota control survey 

among women readers of newspapers 
. in Metropolitan Boston... 


64% of the women who read The 
Morning Globe and any other 
Boston newspaper rated The 
Morning Globe’s household and 
women’s news best! 60% rated 
The Evening Globe’s household 


and women’s news best! 


Paper B — 47% 
Paper D — 40% 


Paper C — 45% 
Paper E — 14% 
Paper F — 8% 


Obviously this impressive preference 
by women for The Boston Globe has a 
lot to do with the fact that The Boston 
Globe chalked up the greatest 1947- 
over-1946 increase in department store 
linage of any Boston newspaper! 


This is one more reason why “Boston’s 
Best-Read is Boston’s Best Buy”. 





The Boston Globe 


MORNING - 


EVENING 


SUNDAY 


National Representatives: Cresmer & Woodward, Inc., New York, San Francisco, Los Angeles Osborn, Scolaro, Meeker & Co., Chicago, Detroit 


Who’s Who in NADA 


Here’s a Complete List of 1948 Officers 
And State Directors 






nethy, North Carolina; T. A. Sum- 
mers, Kentucky; S. H. Horner, 
District of Columbia. 

Region 5—F. M. Sutter, Indiana, 
regional vice-president; E. S. 
Dowd, metropolitan Cleveland; H. 
L. Bell, Ohio; A. E. Summerfield, 
Michigan; J. A. Mason, metropoli- 
tan Detroit. 

Region 6—B. T. Wright, metro- 
politan Chicago, regional vice-pres- 
ident; B. B. Burns, Illinois; E. L. 
Benning, Wisconsin; Ray Allen, 
Towa. 

Region 7—W. S. Edwards jr., 
Alabama, regional vice-president; 
R. B. Lentz, South Carolina; 
Harry Sommers, Georgia; W. T. 
Proctor, Florida; Harry McArthur, 
Mississippi. 

Region 8—G. F. Ziesmer, Minne- 
sota, regional vice-president; D. G. 
Kelly, North Dakota; J. J. Ver- 
schoor, South Dakota; A. H. Jones, 
Nebraska. 

Region 9—R. L. Ledterman, Ok- 
lahoma, regional vice-president; R. 
D. McKay, Kansas; D. E. Castles, 
Missouri; W. H. Sadler, Arkansas. 

Region 10—H. L. Galles, New 
Mexico, regional vice-president; S. 
J. Rogers, Louisiana; G. H. Jones, 
Texas. 

Region 11—C. C. Freed, Utah, 
regional vice-president; H. O. Bell, 
Montana; W. R. Showalter, Idaho: 
Ed Hammer, Wyoming; E. J. Beat- 
ty, Colorado. 

Region 12—G. B. Wallace, Ore- 
gon, regional vice-president; M. O. 
Anderson, Washington; G. O. 
Smallcomb, Northern California; 
F. L. Hastings, Southern Califor- 
nia; W. C. Quebedeaux, Arizona; 
Dud Wilson, Nevada. 


Honorary directors at large—M. 
O. Anderson, Washington; L. C. 
Cargile, Arkansas; D. E. Castles, 
Missouri; Stanley Horner, District 
of Columbia; Wm. L. Hughson, 
California; D. G. Kelly, North Da- 
kota; W. L. Mallon, New Jersey; 
J. W. Roby, Louisiana; L. S. Snow, 
Illinois. 


Mich. Dealers 
Rap New Curbs; 


Demonstrators Hit 


LANSING. — Attorney General 
Eugene F. Black of Michigan ruled 
last week that new-car dealers 
must pay regular license fees and 
sales taxes on demonstrators. 


In the latest round in his battle 
with Michigan dealers, the attor- 
ney general also held illega) the 
practice of the state department 
of sending new-car sales data to 
desler associations. 

Paul T. Graves, executive vice- 
president of the Detroit Auto Deal- 
ers Assn., asserted that both rul- 
ings broke precedents which had 
been sanctioned by former attor- 
ney generals. 

Previous interpretations of the 
sales tax law, Graves said, have 
sanctioned the use of dealers’ 
plates on demonstrators or other 
cars used in the conduct of deal- 
ership business. Black charged last 
week that the state was losing 
thousands of dollars in taxes be- 
cause dealers were letting mechan- 
ics, salesmen and relatives use 
such plates. 

Graves again denied Black’s 
claims that DADA and the Michi- 
gan Automobile Dealers Assn. were 
furnishing state-supplied sales rec- 
ords to insurance companies and 
accessories dealers. 

“All we use this information for,” 
Graves said, “is to get up our 
monthly bulletins on car and 
truck sales. Certainly, it’s silly to 
| regard this data as secret in the 
state that makes most of the 
world’s cars and trucks.” 

The state supreme court's deci- 
sion on trade-in sales taxes is ex- 
pected to be made known in the 
next two weeks. 


McKinney Hires Two 

V. W. McKinney jr., president of 
McKinney Buick Co., Chattanooga, 
Tenn., announces two additions to 
his organization. Millard Hart was 
;mamed shop foreman and Hill T. 
| Brooks has been added to the sales 
| department. 
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By Leo T. Parker 


Attorney at Law 


ECENTLY a reader wrote: “J 

have a lawsuit to fight. The 
state sued me to collect taxes they 
should not have. Please help me 
win the suit. I started my brother 
in the automobile business and 
advanced him necessary capital. 
Also, I assisted him to make a 
success of the business. Now, the 
state claims I am liable for pay- 
ment of taxes against the busi- 
ness. Is this so?” 

The answer to your question de- 
pends on the answer to this ques- 
tion: Did you control your brother 
and the automobile business em- 
ployes? If so you are liable for 
payment of the taxes. 

On the other hand, if your 
brother had control of the em- 
ployes, and also operated the busi- 
ness according to his own ideas 
and dictations, the brother and 
not you is liable for payment of 
these taxes. This is so because one 
who “controls” a business is the 
employer and therefore liable for 
payment of taxes. 

* . * 

For Example 

OR illustration, in State v. Dean, 

188 Pac. (2d) 355, the testimony 
showed facts, as follows: One Dean 
permitted the use of his credit 
rating to assist his two sons-in- 
law in organizing and opening of 
the business. An auditor for the 
state made an audit of the books 
of the business, and prepared re- 
ports which Dean signed because 
of the absence of the sons-in-law. 

Soon afterward the state sued 
Dean to recover payments of va- 
rious taxes, among which were 
taxes under the state’s unem- 
ployment act, contending that 
Dean was the real owner of the 
business and that his sons-in- 
law were mere employes. 


The evidence tending to place 
Dean in the position of owner of 
the business was two reports pre- 
pared by the auditor of the state 
and signed by Dean at the audi- 
tor’s request without reading them. 


The evidence introduced in 
Dean’s favor was that he had no 
financial interest whatsoever in the 
business other than that he used 
his credit and past experience in 
financing his two sons-in-law. 

The higher court refused to hold 
Dean liable as owner of the busi- 
ness because no testimony was 
given which proved that Dean 
“controlled” or instructed his sons- 
in-law how to operate the business. 

a - * 


Guilty Must Suffer 


AM courts have adopted a rule, 
as follows: Where one of two 
innocent parties must suffer a loss, 
it must be borne by him whose 
- or omission made the loss pos- 
sible. * 


It is true that a chattel mort- 
gage on an automobile is valid in 
all states if properly executed and 
recorded according to the law of 
the state where the mortgage was 
executed and the automobile lo- 
cated, yet failure or neglect of a 
seller to comply with a state law 
and make a note on the certificate 
of title that the car is mortgaged 
will forfeit his right to possess the 
automobile from an innocent pur- 
chaser. 


For example, in Nichols v. 
Bogda Motors, Inc., 77 N. E. (2d) 
905, the testimony showed facts, 
as follows: One Kennedy owned 
a Chrysler automobile. To secure 
a loan of $1,086.68, Kennedy exe- 
cuted to the Citizens State Bank 
of Clare, Mich., a chattel mort- 
gage on the car which mortgage 
was duly filed for record in the 
proper office of the county in 
which the mortgagors resided 
and the car was located. 


Two months later Kennedy sold 
the ear to Bogda Motors Inc., in 
Indianapolis, for $1,235. He deliv- 
ered the car to the motor company 
and executed an assignment of the 
certificate of title which still 
showed clear title in himself. 

The mortgagee bank had never 
eonsented to or known of the re- 
moval of the car from the state 
of Michigan. An important point 
is that the bank failed to include 
on the certificate of title a nota- 





Lawsuits Affecting Dealers... 
Court Decisions 









tion that the car was mortgaged 
to it. 


* * * 


Bank Sued Bogda 


bw bank sued the Bogda Motors 

to recover possession of the 
automobile. The court held that 
the bank could not get possession 
of the car from the Bogda Motors, 
and said: 

“It is true the mortgagor (Ken- 
nedy) in this case had no right to 
bring the vehicle to Indiana with- 
out the consent of the mortgagee, 
and in so doing he violated the 
criminal law of the state of Michi- 
gan. But the bank must have 
known that he might do so, and 
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that he might attempt to dispose 
of the car by sale. 


“It must also have known that 
a certificate issued by the secre- 
tary of state of Michigan showing 
clear title in the person offering 
a vehicle for sale might mislead 

prospective purchaser. Yet the 
heats did not take the simple and 
inexpensive steps open to it under 
the law of Michigan for its own 
protection and the protection of 
others. Had it done so neither 
party would have lost.” 

For comparison, see General Mo- 
tors Acceptance Corp. v. Nuss, 196 
So. 323. This case involved an auto- 
mobile upon which a mortgage 
was placed and duly recorded in 
the state of Missouri. Later the 
car, without the knowledge or con- 
sent of the mortgagee, was taken 
to Louisiana, where it was soki to 
an innocent purchaser. 

This higher court held that the 
mortgagee in Missouri could re- 
possess the car from the innocent 


purchaser in Louisiana, saying that 
the mortgage executed and record- 
ed in the state of Missouri was 
valid in Louisiana, although it was 
not re-recorded in the state of 


Louisiana. eee 
On the Other Hand 
OWEVER, in this case the 


mortgagee in Missouri violated 
no law regarding notations on the 
certificate of title. 

And again see Metro-Plan, 296 
N. W. 304. In this case the testi- 
mony showed that Maestre mort- 
gaged a car in the state of New 
York. The mortgage was duly re- 
corded there but was not recorded 
in Michigan. He later traded the 
car to a dealer in Detroit and 
received $450 in cash and a due 
bill for $450 to be applied on the 
purchase of a new model which 
was not yet on the market. 

The dealer had no knowledge of 
the mortgage because the New 
York laws did not require a show- 
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ing on the certificate of title as to 
liens. The court held the New 
York mortgagee could possess the 
automobile. 


I-H Opens Outlet 
At Long Beach 


LONG BEACH, Calif.—Announce- 
ment of a new International Har- 
vester Co.-owned truck sales and 
service headquarters here at 537 
W. Anaheim St., operating under 
the Los Angeles sales region, was 
made last week by E. H. Watkins, 
I-H manager of the Western motor 
truck region. 

The Long Beach branch has a 
service station covering 10,000 
square feet with a unit repair sec- 
tion. It is equipped with special 
machines for handling truck repair 
operations. A parts section will 
maintain a $50,000 stock of replace- 
ment parts and accessories. 
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TWO powerful forces, Hydraulic and Vacuum, 
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THRI REE simple connections . . . 


to add Power Braking efficiency to every commercial vehicle! 


Send for this free, pocket-size, working model of the 
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By J. B. Van Tassel 


TlO PAY COMMISSIONS and 

- bonuses on the basis of sales 
volume only has been the most pop- 
ular plan of com- 
pensation for 
salesmen in the 
past. However, as 
I see it, where 
you pay a sales- 
man on this basis 
only, you estab- 
lish in his mind a 
goal of maximum 
sales volume only, 
without any re- 
gard for how 
much profit the 
sales volume produces. 

While it is true that it is the 
sales manager’s responsibility to 
see to it that there is a favorable 
profit on all of the deals a sales- 
man turns in, doesn’t it stand to 





4. B. Van Tassel 


Hunters: Fishermen: 
vacation feature, 20 wild 


Dealer Business Counsel 


Incentive Based on Profit as Well as Sales 
Holds Advantage for Dealer 
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reason the profit possibilities would 
be still greater if the salesman and 
the salesmanager were paid a com- 
mission and bonus on a combina- 
tion sales and profit basis? 

For example, in the new-car 
department, let us assume the 
commission basis for salesmen is 
a straight 5 percent of the net 
sales price of the new car (car 
selling price less the trade) and 
the amount of the sale is $1,000, 
commission $50, and net gross 
profit on the deal $200. 

Now let us assume the commis- 
sion basis on the same deal is 4 
percent of the amount of the net 
sale plus 5 percent of the net gross 
profit on the deal. The total com- 
mission on this basis would amount 
to $50, or the same amount as in 
the case of the 5 percent commis- 
sion on sales only. But if the deal 


only produced $100 in net gross 
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TRUE 


THE MAN'S MAGAZINE 


We clanget Selig thaws Wagagjae in The‘hiorld 


67 West 44th Street, New York 18, N. Y. 


profit the total commission would 
amount to only $45, and if the deal 
produced $300 gross profit the total 
commission on this combination 
basis of paying salesmen on a per- 
centage of sales and gross profit 
would amount to $55. 

os > + 


Combination Plan 


= combination basis of paying 
new-car and used-car salesmen 
on a basis of both sales and profits 
produced assures the dealer of 
maximum sales with a maximum of 
new-car profit, and it also pays the 


deals and penalizes him when he 
makes a poor profit deal. 

In the days when we had to 
sell up and down the street, it 
was a very common practice for 
salesmen to attempt to do a bet- 
ter selling job on the dealer than 
they did on the customer, because 
the dealer in most cases wanted 
the volume at any cost and all 
the customer wanted to do was 
buy one automobile at the lowest 
possible price. 

So the regular procedure was to 
sell the boss on going another $25 
or $50 overboard on the deal be- 





STUDEBAKERS IN BOND DRIVE—In cooperation with the savings bonds division of the 
salesmen a bonus on good profit! U. S. Treasury department, units of this Bondmobile caravan are touring the country on 


behalf of the government's bond drive. 
mander coupes loaned by Studebaker. 


The trailers are pulled by five-passenger m- 
Five of the units are shown as they assembled in 


Evanston, Ill., before fanning out over separate routes. A sixth unit started from Los Angeles 


on a tour of the West. 





cause everybody knew he wanted 
the volume at any price. 

When we get back in the com- 
petitive selling market again, and 
that is not too far away, the com- 
bination sales and profit compen- 
sation plan for new and used-car 
salesmen and sales managers 
should help toward getting a sales- 
man to do a better selling job on 


the customer, rather than a buying 


That famous and mighty entertaining writer, 


PAUL GA LLICO, tells a great 
TRUE story THIS WAS RENNES 


an unexpected but fine mixture of weary G.I.’s 


and pretty lady war correspondents. 


H. ALLEN SMITH asks 


and gives you the 
side-splitting answer 
in this issue 


of TRUE. 


BENNETT CERF y the inimitable rac- 


onteur, is batting 1.000 with his tales about dem Bums 


The Artful Dodgers 


AND WHAT'S MORE — TRUE also gives you a 
rootin’ shootin’ Western Booklengther — an 
authoritative look ahead at American chances 
in the Olympic track events — Peter Gibbons’ 
great feature on the master auto mechanics 
who keep cars racing (wonderful color photo- 


men use 
high on their list. 
San Francisco 





graphs with this!) - 
it written by men for men. 


plus plenty more, all of 


TRUE’s unique editorial formula — every word 
true in TRUE — accounts for its million-plus 
sales a month. These men who buy TRUE are 
a moneyed market for all the things active 
with automobiles and accessories 


The trailers were provided by Trailer Coach Manufacturers 





job on the dealer, or of always 
trying to get an increase in the 
allowance for the trade. 
* s s 

Competition Rules 

F COURSE, in a competitive 

market the amount of allow- 
ance you have to go on a trade 
largely depends on what prices 
your competition is paying for the 
same trade. 

But, on the other hand, you can’t 
make the maximum of profit and 
be the leader in high tradein al- 
lowances. While it is necessary to 
get volume in order to make 
money, a dealer should try to cover 
every angle he possibly can to pro- 
tect the profits to be derived from 
the sales volume, because all of the 
volume in the world without a fair 
profit return on the investment 
doesn’t mean much to a dealer. 

(Any questions on business 
management will be gladly an- 
swered by Van Tassel. Address 
him c/o Automotive News, De- 

troit 26.) 


Spring Car Sales 
Chilled by Excise 
In Canada 


OTTAWA.—The Canadian excise 
taxes on passenger cars, intro- 
duced at the same time as the 
| U. S. exchange conservation meas- 
|ures with the import restrictions, 
are now found to be so excessixe 








|on top of the 8 percent sales tax 
|that car dealers are discovering 
that even warmer weather is not 
|inducing sales as it had been ex- 
| pected earlier this year. 

It is apparent now that the pol- 
icy of cutting down the buying of 
| passenger cars this year through 
these taxes is beginning to reveal 
| itself as accomplishing its purpose 
| because dealers are not having an 
easy time with their sales when 
prospective buyers learn exactly 
how much tax they must now pay 
for a new car. 

Instead of the straight 10 per- 
cent of the manufacturer’s price, 
the excise taxes now run on an 
ascending scale of 25 percent on 
the first $1,200 of the manufac- 
turer’s price, 50 percent on the 
|} amount between $1,200 and $2,000, 
and 75 percent on the excess over 
$2,000. 

Dealers are hopeful that there 
may be a change of heart on the 
part of many prospects but they 
| are now not too optimistic about 
| it. They resent openly the policy 
behind these taxes and feel that 
| they may eventually prove a boom- 
|}erang because, instead of merely 
conserving U. S. exchange, they 
may bring untold harm to the au- 
| tomobile industry in the long run. 





‘Hudson Zone Gets 
New Detroit HQ 


DETROIT.—In an expansion 
move to meet increased business 
| activity, the Hudson Sales Corp. 
| here, which serves 50 Hudson dea!- 
| ers in 16 counties, has opened new, 
modern headquarters at 11148 Har- 
per Ave. 

The zone, which employs 40 peo- 
ple, is headed by Carl M. Palmer, 
manager. Roy D. Chapin jr. is as- 
| sistant zone manager. The new 
| building also serves as headquar- 
| ters for F. E. Kesler, Midwest di- 
| visional sales manager, and his 
staff. The new building will carry 
| @ $300,000 stock of parts and ac- 
cessories to enable dealers to give 
improved service to Hudson 
| owners. 














Bob Finlay's ‘‘Aute Advertising’’ colum 
gives the latest’ developments in dealer 
and manufacturers’ plans for winning pro: 
pects and influencing buyers. 
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In the postwar period, some 23 
firms have announced plans to 
build motor cars of one sort or 
another. 

Some of these no doubt have 
fallen by the wayside. One, Motor- 
ette, a three-wheeler, is in produc- 
tion. At least four—Tucker, Play- 
boy, Keller and Davis—are press- 
ing to get into production soon. 

Several readers have asked for a 
list of these potential newcomers. 
Here it is: 

TUCKER—the only full-sized car 
proposed for mass production, is 
reported to be in pilot production 
now at the former Dodge Chicago 
plant, 7401 S. Cicero, Chicago 29. 

Small Cars 

CORTEZ—North American Mo- 
tors; John Tjaarda, industrial de- 
signer, president; Harry Bennett, 
former Ford executive, vice-presi- 
dent. Temporary address—Delmar 
Beach Club, Palm Springs, Calif. 

KELLER (formerly Bobbi-Kar) 
—Keller Motors, Huntsville, Ala.; 
George Keller, former Studebaker 
sales vice-president, president. 

ROCKET—Hewson Pacific Corp., 
8671 Melrose, Los Angeles. Design 
not yet fixed on this entry. 

TOWN SHOPPER — International 
Motor Car Co., San Diego, Calif. 

PLAYBOY — Playboy Motor Car 
Corp., Tonawanda, N. Y. Recently 
took over the plant formerly oper- 
ated for the government by Chev- 
rolet. Planning a stock issue to get 
started. 

KING MIDGET—Midget Motors, 
Athens, O. 

GREGORY 555—Hoppenstand In- 
dustries, Inc., Greenville, Pa. 

Custom-Built Cars 

AMERICAN SPORTS CAR — 
American Sports Car Co., Hartford, 
Conn. 

DARRIN—Darrin Motor Car Co., 
8536 Sunset Blvd., Los Angeles 46. 

DUESENBERG—Duesenberg Mo- 
tors, Inc., Indianapolis. 

Three-Wheelers 

BROGAN CAR—B & B Specialty 
Co., Rossmoyne, O. 

DAVIS—Davis Motor Car Corp., 


Dealer Gets $166 
In Detroit Test 
Of Resale Pact 


DETROIT.—A local Dodge-Plym- 
outh dealer, Al Roger, Inc., last 
week was awarded a $166 judg- 
ment against a customer in the 
first test case here of a _ resale 
contract. 

Roger said he would donate the 
money to a local charity. The judg- 
ment was made against Charles A. 
DeCoteau. Roger said he was con- 
sidering similar action against two 
other customers. 

In buying a new Dodge from 
Roger last November, DeCoteau 
signed a contract not to sell the 
vehicle for six months unless he 
sold it back to Roger at 10 percent 
less than list price. 

DeCoteau sold the car for $50 
more than he paid for it before 
the six-month period elapsed, it 
was revealed. DeCoteau said he 
paid $1,918 for the car, ineluding 
$258 worth of accessories. 

Common Pleas Judge Neal Fitz- 
gerald ruled that Roger was en- 
titled to collect 10 percent of the 
list price of $1,660. The dealer had 
petitioned for 10 percent of the| 
total price. 

DeCoteau said he would not ap- 
peal the verdict and would settle 
the judgment in a few days. Testi- 
mony showed that the car in ques- 
tion had last sold for $2,400 after 
changing hands several times. 





Set for June 14 


CHICAGO. — The Chicago Auto- 
mobile Trade Assn, will hold its 
annual dinner meeting and election 
on the evening of June 14 at the 
Lake Shore Club, President Wil- 
liam D. Reagan announced last 
week. 

An innovation will be presenta- 
tion of the CATA annual report 
in printed form to all members. In 
past years, the report has been read 
by the general manager. Directors 
to fill expired terms will be elected. 
The board will meet later to choose 
officers. 





Roster of Newcomers 


23 Companies Announce Intentions to Enter 
Vehicle Field in Postwar Period 


AUTOMOTIVE 











8055 Woodley Ave., Van Nuys, Calif. 

COMET—General Developing Co., 
Ridgewood 27, Long Island, N. Y. 
(Postal fraud order recently issued | 
against this firm.) 

MOTORETTE — Motorette Co., | 
Buffalo. In production. 

PUBLIX—Publix Motor Car Co., 
Fort Erie, Ont. 


SCOOTMOBILE — Norman An- | 
derson (inventor), Corunna, Mich. 


AIRSCOOT — Aircraft Products | 
Co., Wichita, Kans. 


Airplane-Auto Combinations 

AEROCAR — Aerocar Associates, 
Portland, Ore. 

AIRPHIBIAN — Continental Inc., 
Danbury, Conn. 

FLYING AUTO — Consolidated- 
aa Aircraft Corp., San Diego, 
Calif. 





Miscellaneous 
ADETTE (folding vehicle)—S. W. 
Curtiss, Inc., Circle Tower, Indian- 
apolis 4, Ind. 
RIKMOBILE (motorized _rick- 
shaw)—China Engineering Prod- 
ucts Corp., San Francisco. 
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NEW IN ST. PAUL—Above is the new home of Finch Downtown Chevrolet, 610 N. Robert 
St., St. Paul, Minn. The. firm is headed by John Finch, president; A. A.*Anderson, vice- 
president and treasurer, and Lou Kosman, secretary and truck sales manager. 


Anti-Inflation 
Atlantic City Dodge Dealer 
Cuts Charges 10% 


ATLANTIC CITY.—Eastern Mo- 
tor Co. (Dodge-Plymouth) has re- 
duced all its labor charges to serv- 
ice customers by 10 percent. 

Announcing the action in half- 
page ads in local newspapers, the 
dealership said: 

“General Electric, Westinghouse, 
U. S. Steel and other big corpora- 
tions have cut their prices to help 
stabilize our country and hold 
down inflation. 

“We want to contribute to this 





Relax...and Rely 


mn SEAWEAYE. GY 


ETTLE back on that seat covered with 


SEAWEAVE. Feel that deep springy yield 


of the fabric. Soak up that superb luxury. 


Slide easily— but notice that the sliding’s not too slick for safety. 


cause and ... We Are Therefore 
Reducing All Mechanical Work 
Done in Our Service Station by 
10%.” 


G. F. Steinhardt, Eastern Motor 
treasurer, reported that the ads 
bolstered service business “consid- 
erably.” 


New Hillman Dealer 


Shur-Drive Auto Mart, Inc., 1066 
Main St., Buffalo, N. Y., has been 
organized as a distributor for the 
Hillman Minx line of automobiles, 
made in England. 

Harvey A. Clements is president 
and treasurer, and James A. Ra- 
pelje is vice-president. 





This is SEAWEAVE —climax of a hundred years of fabric know-how. 
This is SEAWEAVE —the best car upholstery fabric we've ever 
known. This is SEAWEAVE—a powerful argument for sales. and a 
powerful factor in keeping your customers proud and happy 


and comfortable. 


Look to SEAWEAVE not only for its supreme, luxurious 
comfort, but for its astonishing durability, 
its easy Cleaning, its safety, and its 


stunning new beauty! 


COLLINS 


CORPORATION 


200 Madison Avenue, New York 16, New York 
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CATA Resolves 
To Help Junk 
Unsafe Vehicles 


CHICAGO.— Cars that cannot 
pass the city safety lane tests 
should be converted into junk. Di- 
rectors of the Chicago Automobile 
Trade Assn. so decreed in a reso- 
lution adopted last week, wherein 
they urged members to turn in 
certificates of title to the secretary 
of state and apply for junker cer- 
tificates on used cars that cannot 
qualify for safety lane stickers. 







A campaign against jalcpies re- 
ceived added impetus in the news- 
papers here following the death of 
a high school girl, a charge that 
a young man deliberately ran her 
down, and his reply that he was 
unable to control his car because 
of defective brakes. 


2 Managers Named 


Frank A. Schmidt has_ been 
named service department man- 
ager and W. A. Holt used-car de- 
partment manager for the newly 
organized Greater Dallas (Tex.) 


Motors Co. (Lincoln-Mercury). 
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MORE THAN HALF OF 
ALL THE NEW 





PASSENGER CARS 
SOLD IN NEW YORK CITY 
AND SUBURBS IN 1947 | 
WERE BOUGHT BY 
READERS OF 


THE NEW YORK TIMES 
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Here are new facts about the biggest 
automotive market in the world... how 
many new passenger cars it buys, by 
makes... what newspapers these buyers 
read. Here is your most reliable guide 
to more efficient advertising in New York 
...to bigger sales more easily, more 
economically, more profitably made. 
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New York City and suburban families bought 292,660 new passenger cars 
in 1947. . . more than any other market in the world. 


Readers of The New York Times alone bought 159,781 of these cars—more 
than half of them— 28,754 more than the readers of the next newspaper. 


New York City and suburban families spent an estimated $567,032,429 for 
new passenger cars in 1947... more than half a billion dollars in one 
market alone. 


Readers of The New York Times alone spent an estimated $315,223,991 
for new cars in 1947—more than a quarter of a billion dollars— 
$65,443,211 more than the readers of the next newspaper. 


Readers of The New York Times bought more Buicks, Cadillacs, Chevrolets, 
Chryslers, De Sotos, Dodges, Fords, Hudsons, Lincolns, Mercurys, Nashes, 
Oldsmobiles, Packards, Plymouths, Pontiacs, Studebakers than the readers 
of any other New York newspaper. 


Readers of The New York Times in New York City and suburbs alone 
bought as many cars as were bought in the Detroit market — 39,299 more 
than were bought in the Los Angeles market — 67,290 more than were 
bought in the Philadelphia market. 


Readers of The New York Times alone offer you one of the biggest and 
most lucrative new car markets in the country... easy, economical, and 
profitable to sell... a market in which extra advertising pays off in extra 
sales and extra profits. 


Get these facts today! 


These important facts about your biggest automotive market... just put together from information 
obtained from new car buyers themselves... are available for the whole New York City and Suburban 
market and for your own specific make of car. If you have anything at all to do with the distribution, sale, 
or advertising of new passenger cars, of gasoline and oil, of tires, of automotive accessories... you will 
want to study these facts for yourself. Any of our advertising representatives will be glad to give them 
to you, and to answer any questions you may have about them. You may reach them at our offices in 
New York, Chicago, Boston, Los Angeles, San Francisco... or in Detroit, General Motors Building, 
Telephone Trinity 3-3800. 


~ ay ° 

The New York Cimes 
LEADS IN ADVERTISING BECAUSE IT LEADS IN SALES IN THE BIGGEST AUTOMOTIVE 
MARKET IN THE WORLD. CIRCULATION OVER 500,000 WEEKDAYS, OVER 1,000,000 SUNDAYS. 
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Frankland Heads Chicago 


For Johns-Manville 


Appointment of George R. Frank- 
land as Chicago district manager of 
Johns-Manville Industrial Products 
division, is announced by C. G. Dan- 
drow, vice-president and general 
sales manager. 

Frankland succeeds Corydon H. 
Hall, who resigned Apr. 1 to become 
president and chief executive officer 
of a new company being organized 
in California. : 

+ 


Nash Shifts Management 
Of Grand Rapids Plant 


O. L. Currier, works manager of 
Nash-Kelvinator’s Grand Rapids 
(Mich.) plant, has been appointed 
to the administrative staff of R. 
A. DeVlieg, the corporation’s vice- 
president in charge of manufac- 
turing. 

Currier will be succeeded at 
Grand Rapids by J. W. Lelivelt, 
who has been with the corpora- 
tion 18 years. Serving under Leli- 
velt as assistant works manager is 


Auto Personnel 
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J. W. Mueller, named to succeed 
R. Wade Willey, who resigned to 
accept an executive position with 
another company. 

DeVlieg also announced the pro- 
motion of George H. Beld to pro- 
duction superintendent at the 
Grand Rapids plant. 

* 


Carlin Joins White Motor 


In Service Sales Post 

R. C. Carlin has been named 
assistant sales manager of the 
Service Sales division, White Mo- 
tor Co., according to J. N. Bau- 
man, vice-president in charge of 
sales. 


In his new position, Carlin will 
serve directly under J. D. Court- 
right, sales manager of the divi- 
sion. 

* . * 


Detwiler Gets Honorary Post 


At Allegheny Ludlum Steel 
W. F. Detwiler, who has been 
chairman of Allegheny Ludlum 
Steel Corp. for the past 10 years, 
has been named honorary chair- 


Again in our 25th Annual Consumer Analy- 
sis, Milwaukee families have reported the 
makes of automobiles they plan on buying 
(both new and used) in the coming year... 
how many have already placed orders for 


chase, new and used. . 


AUTOMOBILE OWNERSHIP 
Number and per cent of families owning cars . 
1947 purchase by makes. 












. + year of pur- 


BUYING PLANS 
Families planning to buy cars in 1948, new and used, by makes 
. number and time of 1948 car orders already placed . .-. 
how many will buy on cash and on time. 


CONSUMER PREFERENCE 
Brand preference for tires, gasoline, oil, spark plugs and 


batteries. 


New York 
270 Madison Avec. 


230 N. Michigan Ave. 


Chicago 





Detroit 
640 New Center Bldg. 


man, it is announced by H. G. 
Batcheller, president. 

At the same time, the election of 
Lester H. Bittner, director of pur- 
chases, to the new position of vice- 
president in charge of purchases, 
was announced. 

* * 


Goodrich Promotes Two 


In Replacement Sales 

S. Hoyt Price has been named 
manager of the Omaha, and Bert 
Christopher of the Oklahoma 
City districts of the replacement 
tire sales division of B. F. Good- 
rich Co., it is announced by Guy 
Gundaker jr., field sales manager. 

Price has been manager at 
Oklahoma City previous to his 
latest appointment and Christo- 
pher had been store supervisor 
in the Kansas City district. 


Three Regional Heads 
Named by Lempco 


A. B. Harding, sales manager of 
Lempco Products Equipment divi- 
sion, has announced the appoint- 
ment of three regional sales man- 
agers. 

Michel A. F. Sirovica heads up 
the Lempco sales force in the 
Northeastern states, with head- 





PONTIAC OFFICIALS in El Paso on a swing through the Southwest and West Coast. Left 


to right, H. J. Hales, Pontiac service man 


a 
ship of Davis-Williams Motor Co.; L. W. Ww 
liams, the other partner in the Davis-Williams Motor 
assistant general sales manager, 


manager, Dallas zone; Norman Perry, 


er; Dick Davis, partner in the El Paso dealer- 
ard, Pontiac general sales manager; Joe Wil- 


Pontiac zone 
Pontiac; Andy 


C. Jamieson, 


Anderson, Davis-Williams used-car manager, and Ace Drury, assistant parts and accessories 


manager, Pontiac. 

quarters in Philadelphia. Paul A. 
Varley will manage Lempco’s sales 
in the Southeastern states from his 
Atlanta office. Robert W. Meyer 
will cover the West Coast, Rocky 
Mountain and Southwestern states 
out of Alhambra, Calif. 


Hart Elected President 
Of Automobile Risks Inc. 


At the annual meeting of the 
board of directors of American Au- 
tomobile Risks, Inc., New York, the 





new cars... how many with more than one 
dealer ... what they bought in 1947... 
where they have repairs done . . . how many 


now own automobiles. 


All of this information has been gathered 
since Jan. 1, 1948—plus facts on usage and 
brand preference on other automotive prod- 
ucts listed here. If you have anything to do 
with the sales or advertising for any of these 
products, this big.issue of the Consumer 
Analysis will be invaluable in your planning. 
Copies are available to executives free. 
Write the Advertising Department, or our 


national representatives. 


—.. 
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CAR REPAIRS 


Where owners take cars for repairs, and why most of them do 
not go to dealer where car was bought. 


25-YEAR REVIEW 


Ownership by makes .. . driving habits .. . 
. brand preference of gasdline, oil, tires, batteries, 


colors . . 


car repairs... car 


radios, spark plugs, anti-freeze, wax and polish. 


THE MILWAUKEE JOURNAL 


The Newspaper with the Marketing Information 
National Representatives: O’Mara & Ormsbee, Inc. 


Los Angeles 


403 W. Eighth Ave, 


San Francisco 


Russ Bldg. 


following officers were elected for 
the coming year: 

President, Mark M. Hart; execu- 
tive vice-president and secretary, 
Lothar Sudekum; vice-presidents, 
Stanley B. Markel, John E. Rein- 
hold, and treasurer, John I. Nicho- 


las. 
: + . 


Dodge, Detroit Banker, 


On Chrysler Board 


Joseph M. Dodge, president of 
American Bankers Assn. and pres- 
ident of Detroit Bank, has been 
elected a director of Chrysler 
Corp., K. T. Keller, president, an- 
nounced last week. 

During the war Dodge was chair- 
man of the War department price 
adjustment board. Later he be- 
came chairman of the war con- 
tracts board and went to Europe 
as financial advisor to the U. S. 
military governor of Germany. 

After the war, Dodge received 
the rank of minister and repre- 
sented the U. S. at the conference 
of the commission for the exam- 
|ination of disagreed questions of 
the Austrian peace treaty. He also 
acted as deputy for Austrian af- 
fairs to Secretary of State Mar- 
shall at the meeting of foreign 
ministers in London in 1947. 

* aa * 





Goodyear Promotes Miller 


Charles B. Miller has been ap- 
pointed district sales manager of 
Goodyear Tire & Rubber Co.’s Me- 
chanical Goods division at Chicago, 
it is announced by H. D. Foster, 
division manager. The district em- 
braces, [Illinois, Wisconsin and 
southern Indiana. Miller succeeds 
Guy E. McMahon, who will re- 
main in Chicago as special repre- 
sentative for Goodyear industrial 


rubber products. 
aa * > 


Ford Appoints Welty 
Appointment of Malcolm W. 
(Pete) Welty as staff assistant of 
Ford Motor Co. industrial relations 
department is announced by John 
S. Bugas, Ford vice-president and 
director of the department. For 
the last five years Welty has been 
assistant manager of the Automo- 
tive and Aviation Parts Manufac- 


turers, Inc. 
* * * 


Sheffield Names Barbier 


Appointment of John E. Barbier 
|as sales manager of Murchey 
Machine & Tool Co. and also direc- 
| tor of tap sales for Sheffield Corp. 
| is announced by Louis Polk, presi- 
| dent of both companies. Frank A. 
|Henry jr. has been named field 
|sales manager for Murchey prod- 
ucts and Fred L. Graham, field 


sales manager for Sheffield taps 
on * . 


3 Named by IHC-Canada 


International Harvester Co. of 
Canada Ltd., has appointed P. S. 
|Clement as branch manager at 
Lethbridge; P. M. Murray as as- 
sistant branch manager at Edmon- 
ton, and G. E. Smith as motor 
truck manager at Edmonton. 

o * = 


| Goldsmith Gets DuPont Post 


Appointment of Harold E. Gold- 
| smith as regional sales manager for 
| the Boston region of the fabrics and 
| finishes department of DuPont Co 
is announced. Dr. Goldsmith suc- 
ceeds Sumner B. Woodbridge, who 
| retired after 41 years with the com- 
pany. 
” - * 
Joins Capitol Tire 

Edward Welt, president of Capi 
|tol Tire Co., Philadelphia, manu 
facturer of Lifetimer tires, an- 


nounces appointment of James J. 
Rochlis as general manager. Rochlis 
comes to Capitol after years of 
service in the tire industry. He wil! 
‘head all of Capitol’s sales and ad- 
vertising. 
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Auto Personnel 


Platt Reelected President 
Of Trailer Coach Assn. 


The reelection of Harold D. Platt, 
Elkhart, Ind., as president of Trail- 
er Coach Manufacturers Assn. was 
announced last week. Other newly 
elected officers include Donald 
Zimmer, Detroit, vice-president; 
Wilbur J. Schult, Elkhart, secre- 
tary; Sam Salam, Chicago, treas- 
urer, and Forest Waldron, Nappa- 
nee, Ind., sergeant-at-arms. 


Other members of the board of 
directors are E. R. Shaw, Glendale, 
Calif.; W. B. MacDonald jr., Chi- 
cago; George F. Miles, New Hud- 
son, Mich.; Earl Raymond, Sagi- 
naw, Mich., Jacob Kosbie, Chicago, 
— C. Wolfe, Cassapolis, 

ich. 


Carmichael Heads Canada’s 
Industrial Defense Board 


Harry J. Carmichael, formerly 
general manager of General Mo- 
tors of Canada, Ltd., has been 
named head of the newly-created 
Industrial Defense Board estab- 
lished by the Canadian govern- 
ment as a means of industrial 
preparedness and increased co- 
operation between industry and 
the armed forces. 


Among the other members of 
this new board is W. A. Wecker, 
general manager of General Mo- 
tors of Canada, Ltd, 


* * * 


Monarch Machine Elects 


Two New Vice-Presidents 


Two new vice-presidents have 
been elected by directors of Mon- 
arch Machine Tool Co., it was an- 
nounced by Jerome A. Raterman, 
president. All other officers were 
re-elected. 





| 
| 


Stanley A. Brandenburg, general | 
sales manager, was made sales vice- | 


president, while Kermit T. Kuck, 
chief engineer, was named engi- 
neering vice-president. 

* ca * 


Twiss Accepts Highway Post 


At Chamber of Commerce 


Francis E. Twiss, of Hartford, 
Conn., has joined the staff of the 
U. S. Chamber of Commerce as 
highway transportation specialist in 
its transportation and communica- 
tion department. 

_Twiss’ duties will involve respon- 
sibility for all matters dealing with 
interstate and local transportation. 
They also will include the develop- 
ment of urban traffic improvement 
measures, solutions to the parking 
problem, increased transit efficiency 


and improved traffic administra- 
tion. 

+ ” * 
Huff Gets Nash Post 


In Atlanta Zone 


Nash Motors has appointed J. A. 
Huff as assistant zone manager at 
Atlanta, it is announced by H. C. 
Doss, vice-president and general 
sales manager. 

Huff entered the automobile in- 
dustry as office manager with Pon- 
tiac Motors’ zone office at Phila- 
delphia in 1932 where he remained 
for six years. He resigned to join 
Nash Motors’ zone office at Phila- 
delphia and was later associated 
with the Washington office. 


* * * 
General Tire Names Moran 


To Head Industrial Sales 


Appointment of Robert Moran as 
manager of industrial tire sales of 
the General Tire & Rubber Co. is 
announced. 

Moran, with General for 12 years, 


has been associated with distribu- | 


tion and sales during his years with 
the company. His most recent as- 
signment has been in truck 


sales. 
* > + 


Federal-Mogul Picks Willi 


As Sales Engineering Head 

Appointment of Albert B. Willi 
jr. as assistant chief engineer in 
charge of sales engineering has 
been announced by H. F. Dixon, 
chief engineer, Federal - Mogul 
Corp., manufacturer of bearings, 
bronze bushings and similar pre- 
cision parts. 

Willi is a member of the So- 
ciety of Automotive Engineers. 
American Scciety of Mechanical 
Engineers, and Society of Ameri- 


tire | 





| 





president for the past 12 years, to 
the newly-created post of honorary 
president are announced by John 
M. Hancock, chairman of the board 
of AMA and a partner in the New 
York banking firm of Lehman 
Brothers. 

Appley, a former deputy chair- 
man and executive director of the 
War Manpower Commission, will 
leave Montgomery Ward on July 1 
to assume direction of the activities 
of AMA’s membership of more than 
12,500 executives in virtually every 
type of American industry. 


* * * 


Reo Appoints Nebel 


Dixie Representative 

Charles W. Nebel has been ap- 
pointed Central-South district rep- 
resentative for Reo Motors, Inc., 
Lansing. Formerly of Longview, 
Tex., Nebel will represent Reo in 
Louisiana, Alabama, Tennessee, Ar- 
kansas and Mississippi. 

” * * 


New Koppers Offices 


Koppers Co., Inc., announces that 
its divisional sales offices in the 
New York area are being consoli- 
dated in the Empire State building, 
New York, and that sales offices in 
the Chicago area are being consoli- 


can Military Engineers. He has 
been associated with the engi- 
neering de t of Federal- 
Mogul since 1937. 


+ * * 


Loughran, Jones to Head 
Ford’s Overseas Supply 


Graeme K. Howard, Ford Motor 
Co. vice-president and director of 
the International division, an- 
nounces the appointment of Wil- 
liam R. Loughran as director of 
supply for the International divi- 
sion. Loughran has been with Ford 
since 1914 and in overseas opera- 
tions since 1925. 

H. E. Jones, until recently with 
Chrysler Corp., will be Loughran’s 
assistant, Howard said. 

¥ + * 


2 


Appley New President 
Of Management Assn. 


Appointment of Lawrence A. Ap- 
pley, vice-president of Montgomery 
Ward and Co., as president of the 
American Management Assn. and 
elevation of Alvin E. Dodd, AMA 
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dated in the Peoples Gas, Light & 
Coke building, Chicago. 
* * * 


Jacobs Promotes Hook 
Lloyd L. Hook has been named 
general manager of the Grand Rap- 
ids Metalcraft division of F. L. 
Jacobs Co., Detroit, to fill the va- 
cancy caused by the death of his 
brother, the late R. Wallace Hook, 
it is announced by Rex C. Jacobs, 
president. 
* « + 
Oostdyk Appointed 
Appointment of Charles A, Oost- 
dyk jr. as tank lining field engineer 
for the West Coast district of Good- 
year Tire & Rubber Co.’s mechani- 
cal goods division, is announced by 
H. D. Foster, division manager. 
* * * 


Blount Joins Russell 
According to Mark Crawford, 
vice-president and general manager 
of Russell Carburetor Co., Shawnee, 
Okla., Edward Blount has been ap- 
pointed sales engineer of the or- 
ganization. 


* * 


Holton Joins Ethyl 


Appointment of Curtis R. Holton 
as director of industrial relations 
at Ethyl Corp. is announced by 








MAIL IS HEAVY—L. F. Van Nortwick, direc- 
tor of truck sales of Dodge, has received hun- 
dreds of letters and telegrams from all parts 
of the country praising the new B-I series of 
Dodge trucks introduced recently, he said. 


Edward L. Shea, president. He will 
be responsible for employe and in- 
dustrial relations throughout the 
company. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 







































































Check these great LUMITE advantages! 


Bright, fest colors ir 


Lifetime wear. 


LUMITE DIVISION, Chicopee Manufacturing Corp. 
47 WORTH STREET, NEW YORK 13, N. Y. 
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or run.. 
luxurious to touch! 


fits better . . 


from your supplier. 


Easy to clean. 
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How to Sell 


MORE 


Seat Covers 


* Insist upon the LUMITE 
label on ALL the plastic seat 
covers you sell . . . for this label 
assures you of an amazing new 
fabric that is stainproof, scuff- 
proof .. . that has actually 
NEVER WORN OUT! 
You’ve never seen anything 
likeit! Here are beautiful, color- 
fast patterns that canneverstain 
. are easy-to-clean, 


Yes, your customers will bwy 
this amazing fabric because it 
. looks better . . . 
lasts longer! To sell more seat 
covers than you ever imagined 
possible, be sure to specify 
LUMITE next time you order 


Woven to breathe", 
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We're mighty proud of these awards 
We're deeply grateful, too 
To all who helped in any way To Chicago’s ART DIRECTORS’ CLUB 
NASH MOTORS says—“Thank You!” Who handled the displays . . . 
The JUDGES’ PANEL—tried and true 


The artist first deserves applause 
Who threw us such “bouquets. 


So here’s to HOWARD SCOTT 
Through his efforts and his skill To the OPERATORS of the Plants 


We hit a real “Jack-pot!” To the guys who used the paste 


To everyone—from coast-to-coast 


To GUGLER of Milwaukee 
Who helped to get them placed. 


No praise could be too high 
Such perfect reproductions To the MOTORISTS who wrote us notes 
Catch every passing eye. To the DEALERS who plugged them, too 
To everyone—for everything 
We sincerely say “Thank You!” 
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| Current Prices | 








Collier’s will promote summer 

Seeks to Cut checkups for safety through its 

(Includes '49 Lincolns, Mercurys) . T ll Preventive Service feature in its 
Vacation Oo July issues, it was stated. To tie 


The following advertised delivered 
prices are based on 


factory retail prices in with its national coverage, the 
factories. They include dealer de- 


NEW YORK.—A service pro- department has prepared kits of 


at the 

livery and handling charges and federal gram “timed for profit” and de- 

Sunes atte cules tauen, er ap signed to save lives during the ae = oe = an oe 
tional equipment. F heavy summer vacation travel pe-| Go nier’s ° 
BUIOK — Series 40 Special — 4-dr. sed., riods of July and August has been : i 

$1,673; 2-dr. sed., $1,611; Series 50 Super prepared for distribution and fol-|_ Included in the kit are the fol- 

—4-dr. sed., $1,929; 2-dr. sed., $1,843; low-up by the P. S. department of lowing items: one life saving sta- 


Collier’s magazine, according to F.| tion poster; 100 National Safety 

J. Maxted, merchandising director. i Cena coe ae ae a. 

onak oe oon 61—4-d d., $2,- , e P. S. poster, 

S god. pe., 08,511; estes Ob —4-4r, 00d Styled after the successful spring| 2,4 100 reprints of the Collier’s 
$2,781: sed. cpe., $2,719; conv., $3, 14: tune-up and prepare - for - winter| p S. article. Pri is $10 
Series 60—4-dr. sed.,' $3,506; Series 75— service campaigns, the new pro-| ‘,~~ oe : 

4-dr. sed., $4,471; 7-pass. touring sed., FORD SALES SESSION—Ten sales managers selected from Ford dealerships in the Western gram is attuned to catch a serv- According to Maxted, the pro- 

£6,088; 7-pass. Imperial, $4,887; 9-pass. | region met with A. S. Hatch, regional manager, at San Francisco recently to discuss future ice market keyed to the wneation gram has already been tested and 


conv., $2,333; stat. wag., $2,805; Series 70 
Roadmaster—4-dr. sed., $2,232; 2-dr. sed., 
$2,131; conv., $2,651; stat. wag., $3,249. 


sed., $4,368; 9-pass. bus. Imperial, a gp — plans et, training uae Cae ae Ce s. rate eg f a 1 
$4,560. wise from center foreground, are er, Valley Motor alem, Ore.; Hate period of July and August. ound successful among wholesal- 
OHEVROLET — Styiemas ” ., | Castleton, Ford regional office; John Dillon, Lindsey & Sons, eee Ida.; Ivor deKirby, P 
$1,276; 2-dr. sed. a 219: a aan ae manager, administrative department, Ford regional office; H. Stratton, manager, service| These are the peak months in|¢r test groups in Rhode Island, 
202; bus. cpe., $1,1 Fleetmaster—-4-dr. | department, regional office; Otis O. Hanson, Trader Scott, Sakiend. Calif.; John L. Linville | auto accidents when 73 percent of | Maine and Akron. 
sed., $1,345; 2-ar. oo $1,286; spt. ope. Francis Motor Car Co., Portland, Ore.: Rhett Turner, $ & C Motors, San Francisco; W. G. the American people take their 
$1,281; ‘conv., $1,628; stat. wag., $1,893 ne, Natrona Motor Co., Casper, Wyo.; Karli Knell, Petty Motors, Inc., Salt Lake City; e eo 
-dr. sed., $1,371; sed. cpe., C. Anderson, manager, truck and fleet sales, Ford regional office: George Schultz, Bay | holidays, it was pointed out. Acci- William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 


pl Motors, San Diego, Oalif.; Fred Metcalf ir., Swayne-Marsh-Wimbush, Inc., Denver; | dent rates climb during the two| Ne eer tat ann 


91,313. 
ais as .| V. L. Jones, manager, usiness management, Ford regional office; Carl Greer, Boyd H. 

mnete sed. ota Or bad Gibbons, Los Angeles; W. J. Cooper, assistant regional manager. months because of long travel at in the nation’s capital every week. 
$1,762.26; bus. cpe., $1,667.50; Windsor— 


—_ = 7 25 ; i ke $1,804. 25; ° ° 9 9 
Sig MRO nee Passenger Car Registrations, 45 States for March, °48-'47 
Soe Pon pe, 00, a 

spt. cpe., $2,195; bus. cpe., $2,105.75; 
> $2,604.50; Town & —6-cyl 
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4-4r, sed., $2,802.26; 8-cyl. conv., $3,184.50; 
sed., $2,175.75; lim., §$2,- released howe workiy, a5 cam- 
301.50; r—8-pass. sed., $2,227.75; | | pieted by B. L. alk representa- 


E | He i|i 


cil Ea 53321) 6986) 1506) 4862| 14181| 34375) 3936) 9416) 6569' 783 6786| 8271| 14165| 4104) 23509) 18819 10426) 544\ 245540 
14 91} 40022; 5929) 1011! 3954) #2467) 35813) 1449; 7202) 2617 1544; 7483| 7471| 11783) 2793! 22480; 13417) 6650) #95 35! 202983 


ltm., $2,354.26. 
OROSLEY—2-dr. sed., $927; conv., $959; 
stat. wag., $991; spt. utility, $852. 
DeSOTO—Deluxe—4-dr. sed., $1, + randy 
2-de. sed., $1,619.50; spt. epe., ‘$1,646; bus. 44 States Previously 


tives in state capitals. 




















ope., $1,851; Oustom—4-dr. sed., $1,709; | Reported for March _7202\__ 2617) t} 7483) 7471) a 
2-dr. sed., $1,688; spt. cpe., $1,698.50: | Florida a 971, 160) 69| 21) 337) 927. +7), +156) 129. 45)  2I1, 162) 193) 78) 5471 247) 173) 48) | 5033 
conv., $2,092.50; stat. wag., $2,427.75; __ “47 144 9 475| 66} _—-73|_—«47|_—«*49|—s4Bt| 2; | S34) 49, SHS B2|125) 27,288) S|) 4) 2519 
T-pass. sed., $2,111.75. 45 States Reported "47| 19182) 2736| 54292| 7146| 1575| 4983) 14518) 35302) 4007| 6772) 6698) 628, 6997| 6433| 14358, 4182) 24056, 19066, 10599, 2299) 544) 250573 

DO uxe—4-dr. sed., $1,555; 2-| to Date for March ‘47|_14921| 2950) 40497| 5995 1084) 4001| 12616] 36274/ 1470' 7283) 2651 1593 7579 7553| 11908! 2820, 22768) 13516) 6740| 1244, —_39| 205502 








DGE—Del ’ 
dr. sed., $1,512.75; bus. cpe., $1,439; 
-dr. sed., $1,607.50; town sed., 


acu Passenger Car Registrations, 7 States for April, °48-'47 


FORD — Deluxe ‘6’ — 4-dr. sed., $1,- 
260.78; 2-dr. sed., $1,211.89; bus. ope., 
$1,154; Super Deluxe “6’"—4-dr. sed., $1,- 
371.87; 2-dr. sed., $1,307.72; sed. cpe., 
$1,329. ‘77; bus. cpe., $1,250.83; stat. wag., 
$1,803.32: Deluxe ‘‘V-8’'—4-dr. sed., $1,- 
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.56; 2-dr. sed., $1,287.67; bus. epe., 
aes 78: Super Deluxe ‘‘V-8"—4-dr. - “ pleted by R. L. Polk representa- | = = | 
$1,440.28: 2-dr. sed., $1,382.39; sed. ope.,| | tives in state capitals. § 
$1,408.71; bus. cpe., $1,329.77; conv., $1,- : ae s | 
740.24; stat. wag., $1,972.26. | _ te o 
-dr. be . 46; = 28 ‘ ' rE ee s on. ae : : : "ands ae 7 
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HUDSON—Super ‘‘6’—4-dr. sed., $2,- | —————___— a - rs _ 1 — 
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nee. oot. $2,104.21; Oustom— ‘47! | 137) 10 2; 9} st} 2}, Ss} St} —sé83} oe. i As te 2} 79) —8! St 7 52! 
4-dr. , South Dakota ~ “4a ~—O)s*=‘(|)SC8S)SC)C(“‘iéaY:*S:*«i SSCS] HYCO) SYR) 9S) B,C 
pasa epe,, $2,523.23; “Conv. $8 048.88; —.—————_ ‘47|—37|_— 4 200. 28; ita} 4} Sta} S| St} SiC} St! 8} 42| 5} 1361 40; 24 ' 312 
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$3,117.42. West Virginia cn a > rr 7 4) 6; Ti] 26] 4] IS] 107) 84) 7,288 
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Truckin’ 


“Stude” Bows 
Spot Artist 
Well Work 


New that the truck equipment 
shows seem to have settled 
down into a pattern of success in 


each city, with dealers having 
found out that they must spend 
some money in advertising and 
publicity to put them over, I am 
trying to dodge having to make 
personal appearances—in fact, I am 
trying desperately to dodge doing 
any work at all from now until 
next October when the “tear your- 
self apart” circuit will start all 
over, with the ATA bonecrusher in 
the nation’s capital. 

I know that I won’t be successful, 
unless my employer fires me. The 
harder I try to dodge work, the 
more it seems to come my way. 
And the harder I try to make it 
easy for myself, the more I get 
involved—like last week when I 
flew down to Cleveland to get that 
White salesmen’s training story 
that appears in this issue. 

My good wife drove me over to 
the airport to catch an 8 a.m. ship. 
It normally takes about 50 minutes 
from Willow Run to Cleveland. I 
finally got off a ship in Cleveland 
at 3 p.m. the same day. In the 
meantime I had been over a large 
part of Ohio and several hundred 
square miles of Pennsylvania. 

We did hit Cleveland in about 
50 minutes from take-off, but while 
I and sundry others were sailing 
“around and around again, Willie” 
up above the “smog” that had set- 
tled in on that city, Nev Bauman 
of White, who had to fly to Birm- 
ingham, Ala., that evening, was 
wondering where in the devil I was. 
I had assured him I would be at 
his office bright and early. 

* ” 7 


EN B. ELLIOTT and Dick Hud- 
son did themselves—and Stude- 
baker—proud in the way they in- 
troduced the new 1949 line of 
Studebaker trucks to the press and 
sundry ATA officials in Detroit 
recently. They threw a nice buffet 
dinner and a look-see at the new 
line with an absolute minimum of 
speeches and puffs. 
They had Ed Buhner, president 
(See TRUCKIN’, Page 35, Col. 4) 


Top Trucks 


New truck registrations for 
two months, plus 45 states for 
March and five for April: 

1948 
Pos. 

1—66,058 
2—39,601 
3—30,801 
4— 25,765 
5—15,299 
6—14,599 
7—11,655 

2,994 
2,873 
2,577 
2,391 
1,364 
1,180 
883 
693 
544 


1947 

Pos. 
52,708— 1 
43,427— 2 
21,9438— 4 
27,276— 3 
1,175— 7 
10,994— 5 
8,367— 6 
3,128— 8 
2,795— 9 
1,823—11 
2,197—10 
941—15 
1,171—12 
1,040—14 
1,114—138 


Make 
Chev. 
Ford 
Intern’! 
Dodge 
Willys 
GMC 
Stude. 

Reo 
White 
Mack 
Diamond T 
Divco 
Federal . 
Brockway 
Autocar 
Crosley 
FWD 
W.L’France 
19— Sterling 
20— 70 Hudson 
Total All Makes 

220,537 188,060 

For further details see page 
822, todau’s issuer. 


310—17 
147—18 

898—19 
797—16 

















| 





Broad and Low 





STAKE ON STUDEBAKER—Portrayed here is a one-ton Studebaker '49er with an eight-foot 
stake body. The newly-designed blended fenders are wider and heavier. A safety door step, 


enclosed within the overall design of the cab, is concealed by the closed door. 





HEAVY HAULERS—The new ‘49er Studebaker trucks in the heavier duty category offer two 
capacity classifications, the |'%-ton having 14,000 pounds and the 2-ton with 16,000 pounds 


maximum gross rating. Available are four wheelbases, 131, 155, 171 and 195 inches. 





PICKUP TRUCK—Studebaker's ‘49er Y2-ton pickup truck. The comfortable box section cab 
is all-steel reinforced with an extra-strength metal floor. Doors have rotary safety latches, 
concealed hinges and check stop. Visibility from both front and rear is greatly increased. 





LONGER FRAME—Increased frame sizes constitute one of the many improved structural 


features of the ‘49er Studebaker trucks. The frame is extended to permit attachment of the 
new massive front bumper directly to the end and bottom flanges of the frame side rails, 
thereby giving added protection against impact. Other structural changes in the frame lower 
the cab to make for more ease in entering and leaving, the company states. 


More Models, New Features 
In *49 Studebaker Trucks 


Gours BEND.—Studebaker Corp. | with 122-inch wheelbase; a 1-ton, 


—— -— —<@ 





last week made public details of 
its new truck line—the Studebaker 
’49ers, and reported that near- 
capacity output of the vehicles was 
being achieved in its new assembly 
plant here. 

“Pace-setting achievements in 
styling and engineering” in the 
new models were claimed by R. G. 
Hudson, truck division manager. 
The complete line of ‘49ers in- 

cludes: a ‘%-ton model with a 


wheelbase of 112 inches, a %-ton' 


with 121 or 131-inch wheelbase; a 
1%-ton in wheelbases of 131, 155, 
171 and 195 inches, and a 2-ton in 
the same four wheelbases. 
Maximum gross vehicle weights 
range from 4,600 pounds for the %- 
ton to 16,000 pounds for the 2-ton 
model. 
« * * 
AMIOGETHER, covering a wider 
span of models and capacities, 
the trucks take in 12 different 
(Continued on Page 41, Col. 1) 


SSS oeecrnnncennc bene 


Great Potential Neglected by Many Dealers . . . 





Epriror’s Note: Hach truck dealer 
has a potential of 12,000 hours of 
truck service annually, the Auto- 


_ Sell Trucks by Selling Service 


make of vehicle at their base 
points. 
Truck service by dealers in the 


mobile Dealers Assn. of Indiana| past has been so poor that not only 


was told last week by Jack Weed, 
truck and service editor of Avuto- 
MoTIVE News. Following are ex- 
cerpts from Weed’s talk, given dur- 
ing the convention’s service sym- 
posium: 


INCE THE end of the war there 
has been a desire on the part of 
an ever increasing number of auto- 
motive dealers to get into the truck 
end of the business. While many 
have been actuated by the great de- 
mand for trucks and a fairly plenti- 
ful supply when compared to pas- 
senger cars, a large proportion have 
gone into the truck business for the 
long pull.... 

Trucks are the working tools of 
business; their worth is judged 
by their cost of operation and the 
service they give... . 

The truck business presents a tre- 
mendous market. Today there are 
more than 6,817,432 trucks and com- 
mercial vehicles registered in this 
country—6,512,323 at the end of 1947 
were in the hands of private own- 
ers and over 220,000 were added 
during the first quarter of this year. 

This great number of trucks in 
active service not only represents a 
tremendous vehicle replacement 
market, but also represents a serv- 
ice market potential of some 248 
trucks per dealer each year. 

* * * 


r THE OLD rule-of-thumb gauge 
used before the war still holds 
up—that the average car provides 
15 hours of service customer labor 
each year, while the average truck 
provides 45 hours—it means that 
there is a potential of approxi- 
mately 12,000 hours of truck service 
available for each of the 27,000 
truck dealers who have the ability, 
facilities and manpower to get it. 

This does not take into consid- 
eration the staggering total of over 
13,000,000 hours of customer labor 
it takes each year to keep the 
trucks owned by government, states, 
cities, counties and towns on the 
job. 

Many alert dealers have been 
able to sell their towns and cities 
on letting them service all of the 
municipally owned vehicles; many 
county jobs and school buses are 
also serviced by the dealer in the 


LEVELAND.—White Motor Co. 

reports that it now has more 
than 2,000 men going to salesman- 
ship schools in some 400 different 
cities throughout the country. They 
are taking a 
course of study 
with eight main 
subjects, which 
will take 21 weeks 
to finish. 

This course, 
which is so de- 
signed that it 
does not take a 
trained teacher to 
; lead, eventually, it 

a is hoped, will be 
J. N. Bauman taken by every 
salesman working for a White 
branch, distributor or dealer. At 
present the enrollees represent 
practically all branch sales person- 
nel of the distributors and approxi- 
mately half of the White dealers. 

It is expected that the balance 
of the dealer body, either directly 
in their own places of business or 
in conjunction with other nearby 
White dealers, will shortly estab- 
lish their own schools so that all 
White salesmen will be better 
prepared to meet the competitive 


White Trains Salesmen 


Schools in Operation in 400 Cities 
On 21-Week Course 





have many fleets been forced to 
service their own vehicles, but it 
has provided a big part of the labor 
sales for the largest number of in- 
dependent garages that we have 
ever had in this country. Today 
more than 55,000 independent serv- 
ice stations are making money on 
the service work that the fran- 
chised vehicle dealers have pro- 
vided but not taken care of. 
. * s 

UT THE TRUCK business is still 

in its infancy. Despite two 
record-breaking production years, 
there still is a great void of unfilled 
truck orders. ... 

Not only was the production of 
last March the highest month’s out- 
put in truck history — 138,346 ve- 
hicles, but the April output of 130,- 
881 has not been exceeded at least 
since the war. 

(Continued on Page 42, Col. 2) 


Equipment Shows 


Draw Crowds 
In Three Cities 


bye THREE major and two 
minor truck equipment shows, 
held since the big Chevrolet and 
Ford equipment exhibitions on 
Navy Pier, Chicago, late in March 
and early in April, have been very 
successful, it is reported. They 
have been ably managed, and the 
dealers have gotten behind the 
shows with advertising and pub- 
licity, as well as in inviting their 
customers and prospects. 

The big Chevrolet show, held 
last week at the Kingsbridge 
Armory, Bronx, New York, had 
29 distributors exhibiting the 
bodies and equipment of approx- 
imately 50 different manufactur- 
ers. The show committee was 
headed by J. P. Bertram, gen- 
eral manager of Transportation 
Equipment Co., Inc., Newark. 
The Twin City Ford truck and 

equipment show, held in Minne- 

apolis April 28-30, played to an 

audience of over 17,000 people for 
(Continued on Page 36, Col. 3) 









conditions which are fast ap- 
proaching. 

The curriculum, which has taken 
over four years to prepare and es- 
tablish, has had the aid of univer- 
sity professors and experienced 
trade training men in its formation. 
It is so set up that the student pro- 
gresses by easy stages through an 
indoctrination of the student in the 
formation and history of the White 
company, the history of the truck 
business, the basis of White’s com- 
plete service program and the basic 
fundamentals of each of the 20 in- 


dustries or vocations from which 
(Continued on Page 37, Col. 1) 
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SALESMAN'S SLIDE RULE—The White slide 
rule that enables a truck salesman to deter 
mine the proper horsepower in the engine for 
size of load, grades and type of road. Also 
determines gear ratios. 
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STILL IN THE HARNESS—One of the first commercial cars built by Dodge has been found 
in Glendale, Calif., being used daily for door-to-door delivery of fruits and vegetables. This 
31-year-old veteran was called the ‘Dodge Brothers Business Car" when if. was made in 1917. 
Allen T. Henry, a produce dealer, drove the vehicle into the truck service department 
Smith-Golden, Inc., at Glendale for a clutch overhaul. Officials wrote to the Dodge factory 
in Detroit and learned that the old canopy-top model was one of the first 3,000 commercial 
cars Dodge built. The four-cylinder vehicle has been used daily by Henry since he purchased 
it (used) in 1931. The speedometer has worn out, so the mileage it has traveled is unknown. 
The 35 by 5 tires on demountable rims carry 80 pounds of air. old vehicle and its owner 
were raphed beside a new model ge truck. 





Fire at Anniston 


Damage estimated at $20,000 was 
inflicted upon the Anniston Auto 
Parts Co., 126 W. 11th St., Anniston, 
Ala., by a fire resulting from explo- 
sion of volatile solvent. 


Contract Haulers 
Lose Wis. Plea 
For Rate Boost 


MADISON, Wis.—The Wiscon- 
sin public service commission has 
denied the plea of the Wisconsin 
Motor Carriers Assn. for a revi- 
sion of rate schedules that would 
have benefitted about 2,100 private 
contract carriers in the state. 


The association asked for a 20 
percent increase in minimum 
charges, and the substitution of 
airline distances for highway mile- 
ages in the computation of tariffs. 
The issue as presented by the 
trade group affected primarily the 
private contract carriers. 


Most of the public contract car- 
riers, including those hauling milk, 
farm products, livestock, highway 
and building construction materi- 
als, household goods, as well as 
local drayage firms, have not been 
subject to the present tariff order 
affecting the private contract car- 
riers. 

The commission ruled that the 
truckers had failed to show the 
need and justification for revision 
in tariffs. Shippers, including the 
Wisconsin Manufacturers Assn., 
had opposed the increases. 

Commenting on the proposal to 
adopt airline distances for rate- 
making, the commission said that 
“the evidence as to the desirabil- 
ity of such a change is conflicting. 


“The commission does not deem 
it in the public interest to adopt 
such a change when that change 
alone would require the filing of 
new tariffs by many hundreds of 
contract motor carriers and when 
there is no clear showing of a 
need for the change on the part 
of the great majority of the car- 
riers affected.” 

There are about 9,000 licensed 
contract motor carriers in Wis- 
consin. 


Fruehauf to Build 
At Charlotte, N.C. 


CHARLOTTE, N. C.— Fruehauf 
Trailer Co. will build a $175,000 
plan{ for its Charlotte branch on 
a six-acre tract along Dalton Ave. 
The present plant is at 310 W. 
Morehead St. 

According to C. N. Gillette, man- 
ager of the company’s business 
here, the plant will be a one-story 
structure of brick and concrete to 
provide facilities for sales and serv- 
ice. It is planned to have the build- 
ing ready by Oct. 1. 


New Montreal Quarters 
Occupied by Mack 


MONTREAL. — Mack Truck of 
Canada, Ltd., has commenced bus- 
tness in newly constructed prem- 
ises with an area of 15,000 square 
feet at 6645 Upper Lachine Rd. in 
the Notre Dame de Grace area of 
Montreal. 

Mack recently moved its sales 
and service branch office in its 
entirety from 1501 S. James St. W. 
to the present location. The new 
—— building is constructed so 
additional floors may be added as 
required and is faced with red 
brick and includes large display 
windows. 





































Witam Ullman, Washington corres: 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on politieal and economic trends 
in the nation’s capital every week. 





___ TRUCK SECTION 





Truckloadings Climb 


|12.2% During March 


WASHINGTON.—The volume of| Transportation of petroleum 


freight transported by motor car- 
riers in March increased 12.2 per- 
cent over February and 15.6 per- 
cent over March of last year, ac- 


'.|cording to statistics compiled by 
the American Trucking Assns. 


Comparable reports received by 
ATA from 284 carriers in 45 states 
showed these carriers transported 
2,709,473 tons in March, as against 


of | 2,415,743 tons in February and 2,- 


343,357 tons in March, 1947. 

The ATA index figure, com- 
puted on the basis of the aver- 
age monthly tonnage for the pe- 
riod of 1938-1940 as representing 
100, was 233. 

Approximately 84 percent of all 
tonnage transported in the month 
was hauled by carriers of general 
freight. The volume in this cate- 
gory increased 12.6 percent over 
February and 14.9 percent over 
March, 1947. 


products, accounting for about 8 
percent of the total tonnage re- 
ported, showed increases of 0.7 per- 
cent over February and i8.7 per- 
cent over March, 1947. 

Carriers of iron and steel hauled 
about 3 percent of the total ton 
nage. Their traffic volume was 13.5 
percent over February and 30 per- 
cent over March, 1947. 

About 5 percent of the tota! ton- 
nage reported consisted of miscel- 
laneous commodities, including 
machinery, household goods tex- 
tiles, groceries, 
products, tobacco, 
sives, coal, grain, paints and oils, 
motor vehicles and motor vehicle 
parts. Tonnage in this class in- 
creased 27.6 percent over February 
1 percent over March, 1947. 








12.1 percent over February and 

15.6 percent over March of 1947. 

Carriers in the Southern region 
reported increases of 15.1 percent 
over February and 28.2 percent 
over March, 1947. 

Tonnage reported from _ the 
Western district revealed increases 
of 11.4 percent over February and 
12.7 percent over March, 1947. 


Chevrolet Sells 
30,395 in April 
For New Record 


DETROIT.—A new record in do- 
mestic retail truck sales has been 
reported for April by T. H. Keat- 
ing, general sales manager of 
Chevrolet. 

Keating announced the month’s 
total at 30,395 units compared with 
the previous alltime high of 30,031. 
The former mark was set in De- 
cember, 1947. 

“The new record offers substan- 
tial proof that our 1948 advance- 
design truck models have retained 
the popularity of the line in which 
we pioneered major chassis and 
body improvements last June,” said 
Keating. 
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Streeter Likes 
New Attitude 
On Truck Sales 


LANSING. — A healthy attitude 
of “qualified optimism” is preval- 
ent among medium and heavy-duty 
truck salesmen in the East, ac- 
cording to D. C. Streeter, general 
sales manager of Reo Motors, Inc. 

Returning from a series of dis- 
tributor-dealer meetings in New 
York, Boston and Philadelphia, 
Streeter said he was impressed by 
the “new outlook” on the part of 
truck salesmen and others in al- 
lied fields, “now that the postwar 
honeymoon is over.” 

For the most part, order-taking 
is a thing of the past, he said, 
with more and more emphasis 
placed on economy of operation, 
service features, durability and 
specifications for a particular job. 
Salesmen in the East, he added, 
are ready and eager to take part 
in this return to prewar merchan- 


g. 

“Their attitude is one of confi- 

dence and qualified optimism,” 
Streeter declared. 


oe 4 — . ~ 
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(Continued frem Page 33) 


of the ATA, and Walter Buck- 
stader, president of the Michigan 
Trucking Assn., as well as Ted 
Rodgers, ex-president of ATA, as 
added guests. My old “Vulgar 
Boatman” singing friend, Dan 
Maronic, of Hollywood Cartage, 


»|was also milling around with us, 


but narry a deep-throated peep 
could I get out of him—he claims 


% the “Boatman” is very unpopular 


CHEVROLET TRUCK CHIEFS—Appointment of eight truck experts of Chevrolet as regional 


truck managers was announced by T. H. Keating, general sales mana 
evrolet zone truck managers from ever 
J. W. Burke, national manager, truck and commercial 


Detroit of 


" at a meeting in 
section of the U.S. Left to right with 
department, are: D. G. Bowlus, Pacific 


Coast region; J. J. Smith, Atlantic Coast region; R. L. Smith, Midwest region; T. T. Brown, 


Southeast region; Burke; G. M. 
J. D. Dietrich, Southwest 


GMC Continues 
Record Output 


PONTIAC. — Continuing its rec- 
ord-breaking production pace, Gen- 
eral Motors Truck & Coach deliv- 
ered 556 coaches in April. This 


Peters, Eastern region; D. 
region, and M. D. Madora, Flint region. 


. Fegert, Great Lakes region; 


brings total shipments for the year 
to 2,161, the largest four months in 
the company’s history. 

Shipments have been made this 
year to 175 operating companies in 
the U. S., Canada and overseas. 
Deliveries during April were made 
up of 394 city type coaches and 162 
intercity coaches. 


acre ian 


these days. I don’t believe anyone 
has ever told him that music is 
non-factional, especially the way he 
does it. 

In addition to Gaston Marque— 
who is in a dither these days trying 
to find out who he is really work- 
ing for—his old boss, Paul Hoff- 
man, having moved over to ERP, 
or Studebaker—there was that ex- 
devotee of the castor oil circuit, one 
Harry Hartz, whom I have vari- 
ously designated as the “world’s 
best truck driver” (without port- 
folio, which puts him in my class— 
the “without portfolio,” I mean) 
and the world’s worst truck driver, 
when any of his bosses are around. 


VTAW 


ALUMINUM CASTINGS 


Harts in a Cab 


Harry, they tell me, has sort of 
graduated lately—if you could call 
it graduating—to that of guest 
artist on radio “spot” shows. Dur- 
ing the past year or so he has 
appeared on some 284 programs 
over 215 different stations. Never 
fails to mention Studebaker trucks, 


I am told. 

I AM kinda guessing that Stude- 
baker has set a new style trend 
in light truck design with the mod- 
els they showed us, They are low 
(an ordinary man can easily look 
right over the top of the cab), yet 
they retain that look of power and 
stamina that truck designers en- 
deavor to get in the front goo 
ance of even the half and three- 
quarter tonners. They have done a 
very good job of emphasis with 
two-tone colors on front bumpers 
and grilles. The cabs are unusually 
easy to get into, as they have de- 
veloped a new parking brake lever 
that appeals to me as being very 
handy and sensible—the lever lays 
parallel to the edge, and just under 
the instrument panel. To set the 
brake, you just pull it out with the 
left hand and it doesn’t stick out 
any farther than the steering post 

—still out of the way, but handy. 
Two new models were “popped” — 
the three-quarter-tonner and a new 
two-ton job. The big job is equipped 
with that Timken axle that can be 
shifted from one to another of 
three different types of gear drive 
by only removing the gears through 
the front plate. 
7 


AN speaking of parties — the 
Los Angeles News threw a 
series of its customarily nice lunch- 
eons at the Book to tell’ us how big 
they are getting, but fast. Judging 
from the survey they took us 
through, about every one who can 
read English in that part of South- 
ern Californio called Los Angeles 
county, must read the News. 

I am happy to see them forge 
ahead like that—it gives friend 
Hicks Coney, who took over the 
automotive editor assignment last 
fall, just that many more people 
to write to, if they give him any 
space to write in. The Los Angeles 
papers give their auto editors about 
10 inches on Sunday and expect 
them to cover the water front. It’s 
surprising they aren’t in hot water 
with the boys on the “row” all of 
the time. Even automotive dealers 
like to see their names in the 
papers once in a while. 

Why the mention of Los Angeles 
should make me think of fishing, I 
don’t know—J. D. Ball of Ford and 
I didn’t even get a bite the only 
time I ever held a rod in those 
waters. But I “see by the papers” 
that Anton Moen, the International 
Harvester dealer in Coeur D’Alene, 
Idaho, and his partner, Wes Ham- 
let, took the world’s largest rain- 
bow trout recently. Hamlet took the 
fish but Moen made sure it got the 
deal a great batch of publicity. The 
fish—oh, it only weighed 37 pounds 
—was 40% inches long and had a 
girth of 28 inches. The story didn’t 
say where they caught it, but I’ve 
got that deal marked down in that 
little travel book I mean to use one 
of these days. I can promise them 
right now that if I ever get out in 
their state during the season, they 
are going to have a visitor. 

* - > 


MUR TOOL has brought out 
a device that should prove to 
(See TRUCKIN’, Page 48, Col. 4) 
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FORD TRUCK SELECTOR—Condensed and compactly arranged truck information in the 
Ford truck selector, a new development in truck merchandising, reduces the selection of 


the right truck for any hauling job to the simplest possible terms. 





Calif. Carriers 
Add Two Units 


SAN FRANCISCO. — Formation 
of two new area units of the Truck 
Owners Assn. of California is an- 
nounced by Willard S. Johnson, 
managing director. The units are 
at Contra Costa and Willits and 
are headed by Joseph A. Nevis 
and V. E. Specht, respectively. 

Pat L. Nolet, president of the 





pointment of Walter A. Junge and 
Herbert P. Moore to executive 
posts. 

Junge, owner of Walter A. Junge 
Inc., highway haul firm with head- 
quarters at Antioch, was chosen as 
third vice-president. Moore, part- 
ner in the Morris Draying Co., 
Oakland, was named to the execu- 
tive committee. 





Bob Finlay’s ‘‘Auto Advertising’’ column 
gives the latest developments in dealers’ 
and manufacturers’ plans for winning pros- 








Proper Promotion Does It. . . 
SI arsenite aseeeegeeentamemssenostemessemnmans 


Truck Shows Draw in 


(Continued from Page 33) 


the three days. Exhibitors claimed 
that actual sales ran high and that 
prospects for future sales were 
very satisfactory. 
+ oa * 
EALERS turned out all over 
the Twin City region to bring 
customers and prospects to the 
show. Sterling Motor Co., Duluth, 
chartered a Greyhound bus and 
took 40 customers to see the show. 
Other dealers from outstate points 
either brought in their customers 
or made up caravans. 

The committee in charge claims 
that over 90 percent of the Ford 
dealers in the Twin City region 
were not only in attendance at the 
show but very active in its pro- 
motion. 

The St. Louis Ford truck and 
equipment show, held in the 
Arena annex there, played to well 
over 10,000 persons for the three 
days. John Powers, McCabe Pow- 
ers Auto Body Co., chairman of 
the show committee, said that 
“the equipment men are ex- 


Not only did we have an excel- 
lent turnout, but we also had a 
‘quality’ group whose principal 
interest was equipment.” 

The show committee, with Ford 
Motor Co. officials, pulled a sur- 
prise package in getting publicity 
and interest for this show. Dealers 
were asked to drive to the kickoff 
breakfast (which had 579 people, 
including 88 equipment distribu- 
tors, in attendance) in Ford trucks. 
Of the 209 dealers in the St. Louis 
district, all but six attended the 
breakfast and 102 drove in their 
trucks. 


After the breakfast, all of the 
trucks formed into a parade led 
by a Ford truck on which was a 
seven-ton elephant hired from a 
circus. The elephant had a sign 
on its back reading, “My Only 
Competitor . . . Ford Bonus-Built 
Trucks.” The parade drove down 
through the business section of the 
city on its way to the arena. 

* * * 


ST. LOUIS Ford dealers followed 
the example set by the Chicago 
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3 Cities 
U 

tisements in all three local papers 
for the duration of the show, as 
well as $1,000 worth of spot an- 
nouncements, window cards, per- 
sonal invitations, free tickets. 
bumper signs and news stories of 
the show. 

The show had 162 units dis- 
played, all with special equip- 
ment or bodies on them. From 
sales data gathered from the va- 
rious exhibitors, it was estimated 
that actual orders taken during 
the show ran in excess of $519,- 


0. 

This did not include one order 
for 40 door-to-door delivery bodies 
that may be increased to 60 units 
later. 

* * « 

XHIBITORS at the Chevrolet 

truck equipment show held at 
Kingsbridge Armory, Bronx, N. Y., 
May 17-22, were Atlas Body & 
Equipment Co., Philadelphia, inde- 
pendence model delivery body on 
%-ton chassis, open delivery ex- 
press body on 1-ton chassis; Adam 
Black & Sons, Jersey City: Mid- 
West Rack body and Anthony un- 


association, 





TIMKEN BEARINGS AT 


also announces ap-! pects and influencing buyers. 


tremely happy with the show. 








Ad 8 Holo SHAFT RIGID 


How to put more life 
automatic transmission 


into your 


N easy, inexpensive way to in- 

sure long, trouble-free life in 

your new automatic transmission 

is to use Timken tapered roller 
bearings. 


Timken bearings hold the coun- 
tershaft in rigid alignment, eliminat- 
ing deflection and end-movement. 
And because Timken bearings have 
greater load carrying capacity, the 
shaft stays put too. Gear teeth are 
kept in closer mesh. You're sure of 
longer transmission life because 
there’s less wear on parts. 


With Timken bearings on the 
countershaft, designs can be sim- 
plified. No special thrust bearings 
or washers to bother about because 
Timken tapered roller bearings 
take both radial and thrust loads. 
Tapered design also permits precise 
adjustment during installation— 
machining tolerances of surround- 
ing parts don’t need to be as close. 


All-in-all, Timken bearings will 
help deliver years and years of 
smooth, quiet, trouble-free per- 
formance at minimum cost. 


} 
NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL ® AND THRUST -@)— LOADS OR ANY COMBINATION she 


OO 


‘ Ah . 
b MY : 
al SINS SSS 


LOOK AT DOUBLE REDUCTION AXLES FOR 
EXAMPLE...In scores of automotive 
applications such as this, Timken 


TIMKEN 


TRADE-MARK REG. U. &. PAT. OFF. 


TAPERED ROLLER BEARINGS 








tapered roller bearings have long 
since proved their ability to take 
the tough loads in any combi- 
nation. In differentials, pinions, 
steering parts — wherever wheels 
and shafts turn—Timken bearings 
insure long life and dependable 
performance. 


Feel freeto call upon our engineer- 
ing facilities when planning new 
bearing applications. In Detroit, 
phone TRinity 5-1380. The Timken 
Roller Bearing Company, Canton 
6, O. Cable address: “TIMROSCO”. 


NOTE TO P.A.'6 Because every step of the 
manufacture of Timken bearings is control- 
led within our company... because our vast 
manufacturing facilities are widely dis- 
persed... you will find the Timken Company 
a supply source of outstanding reliability. 
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dealers in using 1,000-line adver- der-body hoist on 2-ton long chas- 


sis, 14-foot transportation body 
with Anthony lift-gate on 5703 
chassis, 4-yard 10-foot dump body 
on 6403 (2-ton), refrigerator body 
with refrigerating unit on model 
6403 (2-ton), special panel body on 
3103 (%-ton), Hi-rack Mid-West 
Body on 6403 (2-ton); Boyertown 
Auto Body Works, Inc., Boyer- 
town, Pa.: M9 merchandise deliv- 
ery body on model 3622 (%-ton), 
SM-8 milk delivery body on model 
3802 (1-ton); J. T. Cantrell & Co., 
Huntington, L. IL, N. Y.: station 
wagon body on model 3112 (%- 
ton); Franklin Body & Equipment 
Co., Brooklyn, N. Y.: Dayco Hy- 
draulic tailgate leader on model 
4400 (1%-ton). 

Heil Products, Union, N. J.: 
| Stake body conversion hoist, Co- 


2-yard dump unit; 
Campbell Body Co., Tarrytown, 
N. ¥.: Campbell Highlander sta- 
tion wagon, Club station wagon, 
Hercules hydraulic dump, Her- 
cules low-boy hydraulic dump 
body, Armorlite aluminum ban 
body, Wayne bus body, Campbell 
Hi-lift coal body, “Panelette” 
body, Morrison steel utility body, 
Boyer fire apparatus, single unit 
panel; Ernest Holmes Co., Chat- 
tanooga, Tenn.: Holmes-Wrecker. 
Metro Hoist & Body Co., Long 
Island City: 3-yard St. Paul dump 
body, 12-foot stake body with 
dump-it hoist; Montpelier Mfg. 
Co., Montpelier, O.: side aisle de- 
livery body, urban low-step deliv- 
ery package panel, side aisle de- 
livery unit; Gar Wood Industries, 
Long Island City: dump body; 
New York Motor Equipment Co., 
New York: “Super Cargo”: trailer, 
“Cresci” dump body, “Cresci” hi- 
lift coal body, 12-foot “Tramco” 
aluminum body, 8-foot “Tramco” 
aluminum step-in body; J. B. E. 
Olson Corp., Brooklyn, N. Y.: Olson 
Kurbside, Kurbside, Kargo-King 
| Van panel; Oltman-O’Neill Co., De- 
troit: “Packette,” 12-foot van, 12- 
foot van with wheelhouse, 14-foot 
van with wheelhouse, 12-foot trans- 
portation body. 
* 7 * 
(THER exhibitors included: 
Schnable Co., Pittsburgh: ice- 
| cream body, retail milk delivery 
| body; Stewart Truck Bodies, Inc., 
Brooklyn: van body, step-in body; 
System Brake & Equipment Co., 


Newark: 8-yard 10-foot Anthon 
(See SHOWS, Page 38, Col. 5) 











TRUCK SHOW PROMOTION—A 


motorized 

Chase hotel to the St. Lowis 
in that city to publicize 
the opening of a three-day Ferd truck and 
equipment show. The 102 trucks of various 
body styles were led by a circus elephant 
riding in an F-7 tractor and trailer. The 
elephant's sign reads: "My Only Competitor 
— us Oe Fe gba “ h, Pow- 
e Seem ior Any . Elephants Every- 
where Salute Ford Trucks!" : 


parade, from the 
arena, was sta 
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Schools in 400 Cities .. . 





White Spurs Training 
Of Truck Salesmen 


(Continued from Page 33) 


White gets approximately 90 per- 
cent of its business. 
* * * 


‘(HE COURSE is the brain child 
_ of J. N. Bauman, vice-president 
in charge of sales tor White, who, 
early in the war, visualized the need 
for some type of training program 
that would be both a refresher 
course for the old-time White sales- 
men who stayed with the company 
during the war and the new sales- 
men that would be needed just as 
soon as the great truck void in 
business began to be filled up. 


_ Bauman foresaw the very condi- 
tion into which the industry is now 
entering, where the days of pros- 
pects clamoring for any truck just 
as long as it would run would be 
replaced by truck companies and 
dealers having to go out and fight 
for the business on a keen competi- 
tive basis. 


He recognized that the sales- 
man of a higher-priced quality 
product would have to have more 
than a catalog and a gift of gab 
in order to optain the business, 
without having to resort to buy- 
ing it in the shape of disastrous 
long trades on the customers’ 
iron, 

Bauman felt that the type of 
course which would fit White best 
would be one in which the course 
could be taken to the field. There 

sufticient time could be given to 
each phase of the training program 
to the end that the salesmen would 
be able to absorb the eight major 
lessons in easy stages. 


The White sales chief felt that a 
school set up at the home oftice, 
where groups could be brought in 
for but a week or so at a time, | 
would not be sufticiently basic to | 
fill White needs. 

* > > 

T,ROM EXPERIENCE he knew 
* that the course would have to be | 
interspersed with interest-getting 
material, as well as places tor dis- 
cussion. It is agreed by all adult 
teachers that points brought out 
during discussion periods are often 
the most lasting impressions gained 
by such a course. 


A lesson is given one night each 
week, with the instructor being 
either the dealer, branch manager 
or some other capable person con- 
ducting the class. Complete instruc- 
tions tor running the classes are 
furnished. 


The course is introduced with a 
movie film, “The Road Ahead,” 
which portrays a panel discussion 
on transportation with a _ his- 
torian, trucking company execu- 
tive, economist, building contrac- 
tor, and motor truck manufactur- 
ing executive as the panel. 

In this film is traced transporta- 
tion from the time when man could 
only transport himself and his 
worldly position on his own legs up 
through the use of animals, the in- 
vention of the wheel, the steamboat, 
railroads, and the motor truck and 


| 
bus. The film sets the stage for th 





complete course. 

Each major phase of the course 
is also introduced by a slide film 
with script and pictures pointing 
out the lesson to be learned. 

. * 
'('HESE MAJOR divisions and the 
films are: 

1. The company and the industry 

film, “We'll Take the High Road.” 

2. Correct application of motor 
trucks—film, “A Matter of Applica- 
tion”—in which cheap glasses are 
shown inadequate to correct faulty 
sight. 

3. How to sell in various indus- 
tries—film, “Iceboxes for Eskimos” 





PROPER SELECTION TOOLS — The book, 
"Correct Apencetion of Motor Trucks," to- 


gether with the slide rule in the case that 
enable White salesmen to select the proper 
size and power of trucks for each type of haul. 


—in which a famous salesman sells 
iceboxes to Eskimos after studying 
their mode of life. 

4. A study of values in motor 
trucks—film, “Factory -Facts and 
Bedroom Fancies.” 


5. The White sales approach— 
film, “The Truth, the Whole Truth 
and Nothing But”—in which the 
salesman is warned to deal in facts 
only and not make claims for his 
product that cannot be substan- 
tiated. 

6. Selling complete transportation 
—film, “Service—We Don’t Sell 
Trucks.” 

7. The fundamentals of selling— 
film, “How to Burn Daylight.” 

8. Summary, the salesman’s work 
—film, “Let’s Get Out of Here.” 


* * * 
NSTRUCTION BOOKLETS are 


provided for each student on 
each unit in the course. The in- 








of hours. 
ations are needed to build a body 
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SPECIAL BODY DESIGN—A young third-generation trucker is designer of a special body 
which, as a tailor-made answer to a special trucking problem, is drawing considerable atten- 


tion in New York transportation circles. 


He is Andrew N. Obes, MIT 


raduate and son of 


the head of Andrew Obes’ Son. The company does contract hauling for International Business 


Machines Corp. Mounted on a standard Mack model EFU chassis, the bod 
N. J., which built it to plans drawn 
‘eet overall by 8 feet wide and 10 feet 2 inches high. 


Cliffside soar Corp., Cliffside Park, 
The body is 23 f 


struction booklet on Unit 7—‘“The 


is the work of 
y young Obes. 


fidence,” and fifth, “Sell White 


Fundamentals of Selling”—has five | Benefits.” 


chapters, with the first devoted to a 
preview of the fundamentals of 
selling; second, “Put Your Prospect 
on a Pedestal”; third, “Get Him In- 
terested”; fourth, “Win His Con- 


RUEHAUEF all-steel Truck Bodies 
are ready for the road in a matter 


Only 10 assembly oper- 


with floor, roof, curb and roadside panels and 
rear-end designs to fit your customers’ operations. 


Each body unit is precision-built to make body 


styling flexible — and 
be speedily and easily 


Fruehauf Branches 


these bodies for immediate delivery. They'll do the 


economical. Any unit can 
replaced if damaged. 


and Body Builders stock 


FRUEHAUF-CARTER 


Die-Formed Corrugated Truck Bodies 
WHEELHOUSING OR STRAIGHT FRAME, MODELS 


Available in wide variety of combinations, these Bodies feature maximum 


capacity with no waste space. 


welded—provides long, service-free life. Built in 10-12-14 and 16 ft. lengths 


The corrugated construction — all 


Teo iT i bg 


Each student is also provided 
with a separate booklet on each 
of the 20 major vocations from 
which they get 93 percent of their 
business. 

The booklet on the baking indus- 
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try, for example, first takes up the 
size of the industry and the number 
of trucks used in transporting its 
products. It takes up the problems 
of both the biscuit manufacturer 
and the bread and bakery products 
makers. 

It takes up in turn the delivery 
problems from the manufacturer to 
branches and wholesalers, from 
them to distributors and retailers, 
and finally from the retailer to the 
home by door-to-door delivery. 

The course also teaches the stu- 
dent how to use the calculation 
form and slide rule for selecting 
the proper size of truck with proper 
engine, gear reduction and tires for 
each type of haul. 

—Jack WEED 


Paulk Heads L-M Firm 
In Clearwater, Fla. 


Clearwater Lincoln-Mercury Co., 
Inc., Clearwater, Fla., a newly-ap- 
pointed dealer, recently opened at 
1145 Cleveland St. with the show- 
ing of the 1949 cars. 

The dealership is operated by C. 
M. Paulk, who has been active in 
the automobile field for the past 
15 years. 


assembly work for you or you can do it. Fruehauf’s 
large manufacturing facilities, Trailer-building ex- 
perience and national distribution combine to bring 
you deluxe-quality bodies at production-line prices. 


Send for free Truck Body Booklet and 
Truck Body Selector Guide. 














FRUEHAUF TRAILER CO. * BODY DIV. 
DETROIT 32 
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GMC Hails Driver Comfort 











On Its New Models 


PONTIAC.—New driver comfort 


and convenience features are being | redesigned 3-speed Syncro-Mesh 


foot-operated parking brake and a 


offered on certain models of the transmission as standard equip- 


1948 GMC light and medium-duty 
lines, the GMC Truck & Coach di- 
vision of General Motors has an- 
nounced. 

For 1948, all models of the FC- 
100 and FC-150 series, comprising 
urfits of 4,600 to 5,800 pounds gross 
vehicle weight, have a new steering 
column gearshift, a newly-designed 





ane g 


@ NO MORE WIND ROAR 
@ EASY INSTALLATION 


@ FOLDS AGAINST BACK OF SEAT WHEN 


NOT IN USE 


*@ ELIMINATES BACK-OF-THE-NECK DRAFTS 


@ STURDY, SAFE, SHATTERPROOF 


@ ADDS BEAUTY, RICHNESS, REFINEMENT 


@ BACK SEAT (Top Down) DRIVING COMFORT 


ment. 

Models of the FC-250 and FC- 
800 designation and those of the 
FO, FF-350 series—in gross ve- 
hicle weight ranges of 8,800 to 
16,000 pounds—now have a com- 
pletely new 4-speed Syncro-Mesh 
transmission which is also op- 


tionally available for the FC-100, 
150 lines. 

When installed in these latter 
units, however, gearshift and park- 
ing brake levers are conventionally 
placed. 

GMC pointed out that the 
changed location of the gearshift 
lever and inclusion of the foot- 
actuated parking brake in the 
lighter units clear the floor of all 
obstruction, thereby providing 
more leg room for driver and pas- 
sengers in cab models and more 
space for packages in panel de- 
livery types. 

In addition, it was claimed, these 
two improvements make for easier, 


CLOSED CAR COMFORT 


Every convertible owner will want the added beauty and 






comfort afforded by WIN-SHIELD! Crystal-clear plastic. 
Easy to install. A real profit item! 


203 W. WASHINGTON 


Write Us for Information 


LIST 


price’ o4°° 


ARMSTRONG-FELGER CO. 


ST. MILWAUKEE 4, WIS. 
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quicker parking and starting on 
level or on hills and step up driver 
efficiency in stop-and-go delivery 
by allowing exit and entrance from 
either side. 

The steering column gearshift of- 
fers sure, positive control through 
use of an interlock system which 
enables the driver to feel at the 
lever that the gears are properly 
engaged, GMC said. 

It also has stops to prevent 
overshifting and _ strategically 
mounted springs on the gearshift 
swivel designed to insure rattle- 
free operation under all condi- 
tions. — 

The foot pedal parking brake, 
the producer stated, likewise pro- 
vides highly effective and efficient 
operation through employment of 
a self-energizing lock, instead of 
the usual pawl and ratchet mecha- 
nism, that assures positive grip- 
ping of the brakes in any degree 
of tightness until released by the 
hand-pull mounted on the instru- 
ment panel. 

The three-speed Syncro-Mesh 
transmission has a longer case and 
improved lubrication features. The 
four-speed Syncro-Mesh transmis- 
sion, wholly new, was said to pro- 
vide better lubrication than previ- 
ous spur gear transmissions, more 
effective sealing, greater durability 
and easier shifting through syn- 
chronizing action. 

Shifting into reverse is simpler 
due to the replacement of the 
former latch mechanism with a 
coil spring operated by the 
shifter interlock plate. 

Shifter yokes are also more sub- 
stantial, especially for reverse, with 
redesign eliminating the previous 
tendency to bend under a canti- 
lever load, thereby reducing servic- 
ing and maintenance costs. 

Other new features of the four- 
speed transmission include provi- 
sion of a sediment chamber at the 
bottom of the transmission case to 
prevent chips being washed by the 
oil into the bearings and other 
highly finished parts, and the 
mounting of the countershaft on 
ball and roller bearings. 
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prompt and experienced ser- 
through Galion’s 99 depend- 
distributors located from coast 
Maximum profits are guar- 
to Dealers through expert 
ig and efficient emergency 
Get acquainted with the 
listributor in your territory 
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TRUCK SECTION 


Shipping Parley 
Due May 27-28 
At ATA Offices 


WASHINGTON. — Special com- 
mittees established by rate bureaus 
throughout the East and Midwest 
to discuss proposed changes in mo- 
tor carrier methods of handling 
small shipments will hold a com- 
bined meeting May 27-28 at the 
American Trucking Assns.’ head- 
quarters here. 


C. F. Jackson, director of ATA’s 
traffic department, announced the 
meeting will be held in order to 
consolidate the views of the com- 
mittees on proposals made by In- 
terstate Commerce Commissioner J. 
Hayden Alidredge. 

Small shipments committees have 
been established so far by the New 
England Motor Rate Bureau, Bos- 
ton; the Maine Motor Rate Bureau, 
Portland; the Middle Atlantic 
States Motor Carrier Conference, 
Washington; the Southern Motor 
Carriers Rate Conference, Atlanta; 
Central States Motor Freight Bu- 
reau, Chicago, and the Indiana 
Motor Rate and Tariff Bureau, In- 
dianapolis. 

A meeting of ATA’s special com- 
mittee on ICC general investiga- 
tions also has been scheduled for 
the same dates. It will hear a re- 
port on the other committees’ con- 
clusions and develop plans for fur- 
ther handling of any additional 
studies to be made by the trucking 
industry. 


Shows 


(Continued from Page 36) 
dump trucktor third axle BW air 
over hydraulic, 3-yard 8-foot An- 
thony dump, Tru-Stop brake-super 
Hydrovac, stake body with An- 
thony tailgate lift, Grico third axle 
Ransome cement mixer, 1-ton open 
express; Trans Equipment Co., 
Newark: tractor setup, 4-ton coal 
body, Truxmore third axle unit, 
12-foot platform body with Day- 
brook power gate, 14-foot lumber 
body, Thornton unit. 

Truck Equipment Co., Nor- 
walk, Conn.: 4 cubic yard 10 by 6 
foot dump body with 7-inch 
LWH hoist, 3 cubic yard 8 by 6 
foot DL hoist; Truck & Trailer 
Industries, New York: 9-foot 
utility body, 12-foot stake body; 
Watkins Truck Industries, Tarry- 
town, N. Y.: vestibule panel 
body, beverage bottle unit, 9-foot 
insulated provision body, 12-foot 
van panel; Weld-Built Boat 
Corp., Brooklyn: delux tow body. 
E. A. Wudermuth, Inc., Brook- 

lyn: TWO tractors; Walter Wil- 
liams, Inc.: express body; Wheels, 
Inc., New York: tractor unit, %- 
ton chassis and cab with dual 








| wheels; Fruehauf Trailer Co., New 


York: 12-foot van panel, 12-foot 


| “Carter” van panel, tractor; Five 


Boro Equipment Co., Flushing, L. 
L, N. Y.: 3-yard dump body, hi-lift 


| coal body, rubbish body; Guy Bar- 
j)nette & Co., Memphis: ambulance 


body on sedan delivery conversion. 

By Chevrolet Motor Division: 
sedan delivery, pickup, deluxe pan- 
el, carry-all, %-ton stake, %-ton 
pickup, 1-ton pickup, 1-ton panel, 
1%-ton stake, 2-ton high-rack, 2- 
ton cab chassis, 2-ton COE, 2-ton 
COE stake express, 2-ton COE cab 
chassis, canopy express. 


| Wagner Electric 
\Buys Warehouse 


ST. LOUIS. — Wagner Electric 
manufacturer of electrical 


and automotive products, an- 


imnounces the purchase of a brick 


warehouse in St. Louis containing 


) 215,000 square feet of floor space. 


The building covers one entire 


| city block and has four floors, a 
/ mezzanine and a high-ceiling base- 
ment. This new addition to Wag- 


ner’s extensive main plant proper- 
ties is expected to further facilitate 
the handling of the various Wagner 
products. 


Ray Fetes Ford Dealers 


| In Huntsville, Ala. 


Ray Auto Co., Huntsville, Ala., 


| was host to about 100 North Ala- 


bama Ford dealers, service and 
parts managers at a meeting. 
meeting .was attended by 


rep tatives of the Ford Mem- 
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TRUCK SECTION 





ETROIT. — Trucking industry 
executives from the Central 
states heard warnings that the 
greatest potential danger to their 
industry stems from restrictive 
regulation that might be imposed as 
a result of adverse public opinion. 
Frank Purse, ICC District Super- 
visor at Chicago, told a regional 
meeting sponsored here by the 
American Trucking Assns., Inc., 
that the prejudices of the public 
this year “will be reflected in the 
laws of the next or some future 
years.” These prejudices will be en- 
dangered, he added, if the public 
believes “your operations are not 
conducted with a proper respect for 
the safety of the general public 
using the highways.” 

“You should pay increased at- 
tention to safe operation,” he said, 
“to counterbalance the feeling of 
the average motorist and voter 
that your trucks look dangerous, 
that they take more than their 
share of the highway, and that 
they slow him down going uphill 


Watch Public Opinion! 


Truckers Warned Big Danger Lies 
in Restrictive Regulations 
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majority, who “have followed the 
routes designated by the highway 
department as safe for the type of 
vehicles you are operating.” 
“However,” he said, “there has 
been some abuse of these restric- 
tions by a few trucking companies. 
We are asking your cooperation 









and run away from him going 
down.” 

The session was opened by Ed J. 
Buhner, president of the associa- 
tion, who told the gathering the 
trucking industry must face the 
facts concerning its standing with 
federal and state regulatory agen- 
cies. 

He said a series of meetings had 
been arranged on a regional basis 
so that truck line executives could 
hear exactly how their industry is 
rated by the agencies that regulate 








BODIES BY FRUEHAUF—On its wa 
Trailer's truck body division at Kansas 
cially-built trailers each week to Fruehauf branches throughout the country. 
of the knocked-down truck bodies lowers shipping costs. 










y -_ a trailer load of truck bodies from Fruehauf 
Between 15 and 20 such loads go out on spe- 
railer delivery 






with these necessary regulations. It 
is dangerous to take ‘short cuts’; it 
is also expensive, because damage 
done by travel on other than desig- 
nated highways must be repaired 
with funds which otherwise might 
be used in improving Class A and 
B highways.” 
. . ” 

“TZ ENTUCKY,” Reeves said, “has 

been fair to you by enacting a 
reciprocity statute to relieve you of 
multiple motor carrier taxation and 
by passing a law which will remove 









commercial vehicles which com- 
prise only 14 percent of the regis- 
trations. The accident proportion, 
he stressed, “must be reduced,” 
by devising “now methods of 
safety application” and by put- 
ting new emphasis on “old but 





accident problem will increase in 
much higher ratio. 

The grim record of highway acci- 
dents and deaths, he said, results 
from carelessness and brings a pen- 
alty imposed by inefficiency. At the 
same time, he declared safety pro- 
grams inaugurated by the trucking| sound applications.” 
industry “have proved exceptionally| 1 Clyde Reeves, Kentucky’s com- 
sound” even though there remains | missioner of revenue, had only one 
room for improvement. major complaint to register against 

He said that in Illinois, 17 per- | trucking operations in his state and 
cent of the accidents involved | that, he said, did not apply to the 





height, length and weight restric- 
tions as far as is feasible in view of 
the condition of Kentucky’s roads 
and bridges. Now Kentucky asks 
you to be fair to it by conforming 
to its law which requires that only 
30 gallons of gasoline may be 
brought into the state tax free. 
“This statute is not new, and 
Kentucky feels that in the past you 
have been buying a fair share of 
gasoline in this state. However, 
(Continued on Page 50, Col. 3) 


their operations. Corrective meas- 
ures, if necessary, can be taken 
only if the operators know the true 
story and know what situations 
must be corrected, he said. 

> * * 


T P. SULLIVAN, public safety 
* director for Illinois, warned 
that safety efforts “must be doubled 
and redoubled” because even great- 
er traffic records than those already 
experienced are in prospect, and as 















the climax in traffic develops the 








PrAavexsreLs 


SPECIALIZED EQUIPMENT FOR PLUS PERFORMANCE 


THORNTON 
4-Rear 

Wheel Drive 

CONVERSION 






Doubles payload. 
Doubles tractive effort. 


WATSON 
Auxiliary 
TRANSMISSION 





Provides the right gear for every 
road and load condition. 


THORNTON 
NoSPIN 
DIFFERENTIAL 


Stops wheel spin. Assures positive 
traction under all conditions. 





TRUXMORE 
3rd AXLE 





CLARK 
5-Speed 
TRANSMISSION 





For better performance on and 
off the highway. 


SUN 
Electric 
TACHOMETERS 


Shows engine speed as guide to 
economical driving range. 
CLARK 
Quick Change 
TIRE CARRIER 
Makes tire changing 
fast, easy, safe. 


AUSTIN 
1 5th WHEELS 
Many exclusive 
advantages. 





CHAMPION 
GRILL GUARD |; 


SASGEN 
SERVICE 
TRUCK 
DERRICKS 





Fast action. 
Heavy duty construction. 


TRUCKSTELL 
SAFETY 
GAS TANKS 
Types for every purpose. 






















































CONVERSION 


Doubles payload and profits. 






The Only Nation-wide Organization 
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of TRUCK EQUIPMENT Séeccalcezs 


* * * Operating exclusively through cooperating truck dealers, 
TRUCKSTELL distributes approved special equipment through 
certified distributors strategically located throughout the country. 


These distributors, chosen because of their thorough knowledge 
of trucks, maintain staffs for assembly of units to engineered speci- 
fications — ample stocks of parts and skilled mechanics to assure 
competent adjustment and maintenance service. 


Available also to truck dealers, for salesmen training in special 
truck selling and actual assistance in closing business are dis- 
tributor salesmen who are thoroughly familiar with truck prob- 
lems in general and the TRUCKSTELL Line in particular. 


To enlist the aid of the TRUCKSTELL Distributor near you will 
mean to quit selling bare chassis and “get the top dollar” through 
selling trucks completely equipped to do the best possible job in 
every type of hauling. 


THE TRUCKSTELL COMPANY - TRUCKSTELL MANUFACTURING CO. 


UNION COMMERCE BUILLOING, CLEVELANO 14, OHIO 


ThA eKeSe 


ON EVERY TRUCK SALE 


THE KEY TO MAXIMUM . PROFIT 








TRAMUGKSTEeakL 


OISTRIBUTORS IM ALL PRINCIPAL CITIES 


CALIFORNIA 
ws eee Pees, CO. OF CALIFORNIA 
PHONE: Prospect 6273 — Los Angeles 15 
RUCKSTELL 


CALIFORNIA SALES CO. 
PHONE: Kellogg 3-254) — Ockland 1 
COLORADO 
THE WINTER WEISS CO. 
PHONE: Moin 6233 — Denver 2 
FLORIDA 
ROWLAND TRUCK EQUIPMENT, INC. 
PHONE: 5-550! — Jacksonville 6 
GEORGIA 
WILLIAM AND HARVEY ROWLAND, os OF GEORGIA 
Cypress 2326 — Atlanta 


MAWAN 
L EQUIPMENT CO., LTD. 
Honolulu 8, Howaii 


AXLE AND EQUIPMENT SALES C 
3333 — Chicoge 1% 


SOUTH SIDE EQUIPMENT CO., INC. 
PHONE: Franklin 2368 — Indionopolis 2 


ow: 
rows BODY & EQUIPMENT CO. 
PHONE: 4-7137 — Des Moines 9 
KANSAS 
PERFECTION EQUIPMENT CO. 
PHONE: 5-296) — Wichite 2 
KENTUCKY 
TRI-STATE TRUCKSTELL + afar we Ay cO., Inc. 
PHONE: Clay 2062 — 


LOUISIANA 
—- TRUCKSTELL SALES, INC. 
PHONE: Golver 5166 — New Orleans 19 
MARYLAND 
FALLSWAY SPRING & EQUIPMENT CO. 
PHONE: Lexington 0560 — Baltimore 2 


MASSACHUSETTS 
PERFECTION SPRING & EQUIPMENT CO. 
PHONE: Longwood 5912 — Boston 34 


YNARD, INC 
cane Cany BORO — Detroit 2 


CHAS. OLSON & SONS INC. 
Pleasant 6846 — Minneapolis 8 


—— 
SPRING & EQUIPMENT CO. 
PHONE: Harrison 6211 — Kanses City 8 
TRUCK EQUIPMENT COMPANY, 
PHONE: Jefferson 0933 — St. Lovis 3 
MONTANA 
H-C-L EQUIPMENT INCORPORATED 
PHONE: 6513 — Billings 
NEBRASKA 
PALM BROS. & KUNCL, LTD. 
PHONE: Web. 4000-1-2 — Omaha 2 
NEW JERSEY 
TRANSPORTATION EQUIPMENT CO., INC. 
PHONE: Market 3-5545-6-7 — Newark S 
NEW MEXICO 
THE WINTER WEISS OO. OF NEW MEXICO 
PHONE: 2-5223 — Albuquerque 
NEW YORK 
TRUCK EQUIPMENT & SERVICE Soreenon 
PHONE: 2-3368 — Albony 5 
TRUCKSTELL- WILCOX, INC. 
PHONE: Eimwood 7890 — Buffalo 9 
NORTH CAROLINA 
TWIN-STATES EQUIPMENT CO. 
PHONE: 4-6637 — Charlotte I 
NORTH DAKOTA 


PHONE: 4411 — Fargo 
OHIO 
THE BODE-FINN CO. 
PHONE: Mulberry 2200 — Cincinnati 14 
PERFECTION SPRING & EQUIPMENT CO. 
PHONE: Henderson 6280 — Cleveland 3 


OKLAHOMA 
PERFECTION EQUIPMENT CO. 
PHONE: 7-0179 — Oklahoma City 4 


OREGON 
NORTHWEST TRUCKSTELL SALES, INC. 
PHONE: East 1114-5-6 — Portland 14 
PENNSYLVANIA 
WILLIAM AND HARVEY ROWLAND, INC 
PHONE: Poplar 5-4440 (Keystone —Race 7814) 
Philadelphia 30 
WILCOX BROTHERS 
PHONE: Schenley 6747 — Pittsburgh 24 
TENNESSEE 
DEALERS TRUCKSTELL SALES, INC 
PHONE: 5-7764 — Memphis 1 
TEXAS 
TRUCK EQUIPMENT CO. 
PHONE: 8-9416-7 — Daltas ! 
TRUCK EQUIPMENT CO. 
PHONE; 6-8758 — Ft. Worth 
TRANSPORTATION EQUIPMENT CO. 
PHONE: Preston 5156 — Houston 3 
UTAH 
THE LANG COMPANY, INCORPORATED 
ee 3-5831 — Salt Lake City 9 
virowe 
saath MOORE BODY COMPANY, INC 
PHONE, 5-6648 — Richmond 20 
WASHINGTON 
WASHINGTON TRUCKSTELL SALES, wx 
PHONE: Deater 3880 — Seattle 
WASHINGTON TRUCKSTELL SALES, +d 
PHONE: Main 7132 — Spokane 8 
WEST VIRGINIA 
MOUNTAIN STATE INDUSTRIES, INC 
PHONE: Charieston 4-154 — South Charteston 
WISCONSIN 
KEARNS EQUIPMENT, INC. 
PHONE: West 6787 — Mawavkes & 
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Rural Road Assn. | 


Safety Check Drive 
Starts for Dealers 


AINTENANCE of cars in safe 
J operating condition by having 
them serviced for safety at regular 
intervals is stressed in the nation- 
wide safety proj- 
ect released last 
week by the 
Inter - Industry 
Highway Safety 

committee. Os 

4 The Safe r 

tis Conditioning 

program for 
state and local Inter-Industry 
committees is designed to appeal 
to motorists prior to Memorial 
Day weekend and during the 
summer vacation months ahead 
when highway accidents normally 
increase. 

In announcing the new Inter- 
Industry Safety project, J. J. New- 
man, chairman of the national com- 
mittee and vice-president of B. F. 
Goodrich, said, “Accident reports 


show vehicle defects as contribut- 
ing causes in fatal accidents have 
increased from 8 percent in 1941 to 
a present high of 18 percent. In 
addition, the average age of all cars 
on the highway today is approxi- 
mately 8% years compared to 4% 
years in 1941, the last prewar year.” 

Newman stressed, “Safe car con- 
dition has become increasingly im- 
portant with motor vehicle registra- 
tions and travel at an all-time peak. 
The further need to have cars serv- 
iced for safety at regular intervals 
is demonstrated by the results of a 
nation-wide program conducted by 
the International Assn. of Chiefs of 
Police. This program, during which 
nearly 3 million vehicles were 
checked, showed one out of three 
needed mechanical attention to 
parts affecting their safe opera- 


tion.” 
* + 


* 
HE “Safe Car Conditioning” pro- 
gram, designed for active par- 


ticipation by state and local Inter- 
Industry committees, features a 
Safety Check List. Included in the 
check list are the following items: 
Brakes, lights (front, rear and 
stop), tires, steering, wheel align- 
ment, muffler and exhaust pipe, de- 
fective glass, rear-view mirror, 
windshield wipers and horn. Indus- 
try dealers through this program 
will cooperate with public officials, 
safety, business and civic groups by 
urging their customers to have 
their cars “serviced for safety” at 
regular intervals and to drive care- 
fully. 

Included with the Safe Car 
Conditioning program is the first 
Cooperative Community Project. 
Inter-Industry Committees are 
encouraged to cooperate with the 
National Safety Council’s current 
program also stressing safe car 
condition. 

Newman stated these new safety 
projects supplement the initial In- 
ter-Industry program in support of 
High School Driver Training. They 
are intended to offer a balanced 
and continuous program of safety 
activities with an opportunity for 
active participation by all automo- 
tive and allied industry dealers. 


Want ads in AUTOMOTIVE NEWS cost 
little—get results. 


Formed in Tex. 


Texas Rural Roads Assn. was | 
formed in Austin recently when 
state organizations banded together 


TRUCK SECTION 


in a co-operative effort to obtain | ~ 


all-weather country roads. 


| 
Offcers are James E. Cantrell, Mc- | 
Kinney banker and former county | 
judge, president; Ben Railey of Val- | 
ley Mills, representative of the Na- | 
tional Rural Letter Carriers Assn., | 
first vice-president; J. Walter Ham- | 
mond of Tye, president of the Farm 
Bureau Federation, second vice- 
president, and County Judge Fred | 
B. Glass of Marlin, temporary sec- | 
retary and permanent treasurer. 


Texas Dealers 


tery a” 


“If I miss three or four pay- 
ments, promise you will remind 


me!’ 


to Go All-Out 


In Backing Safety Drives 


DALLAS.— The Texas Automo- 
bile Dealers Assn. was pledged to 
all-out support of the driver train- 
ing program in Texas high schools 
by the board of directors of the as- 
sociation in special meeting here 
recently, 

Aftei visiting the classrooms and 


The Slower Movement of Gears 
in Eaton Planetary Design Means 
Quiet Operation, Minimum Wear 
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2 ie 


A MILLION 


In the Eaton exclusive planetary construction the "planet gears,”’ 


when transmitting power in the low speed range 


turn over at 


very slow speed. They are locked out completely when the axle is 


operating in the high speed range. This means quiet operation 


minimum wear 


records are proof of Eaton quality and design 


and longer axle life. Outstanding performance 


See your truck 


dealer for complete information about Eaton 2-Speed Truck Axles 
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TRUCKS 


TODAY 


driving range at Crozier technical 
high school, which pioneered driv- 
ing and safety courses in this 
section of the nation, the board 
empowered the TADA’s traffic com- 
mittee to pursue the cooperative 
program in conjunction with the 
state board of education, the Texas 
safety commission and others fos- 
tering it. 


The enthusiastic approval given 
the driver training program 
brings the state’s automobile 
dealers, through their association, 
into close working cooperation 
with the state board of education 

| and all other traffic safety agen- 
| cies directly interested. 


The dealers, John Holt of Abi- 
lene, president of TADA, explained, 
| will maintain their own individual 
program as an organization but so 
merge their efforts with the others 
involved that they hope to go even 
| beyond merely supplying the needed 
| driver-training cars. 

| The plan of providing the cars, 
| however, meets one of the chief 
bottlenecks encountered in this ex- 
panding program, he _ explained 
Holt made it clear that the dealers 
would supply training cars as rap- 
idly as they are required for use 
under direction of properly trained 
instructors. 

All the TADA officers and practi- 
cally all members of the board of 
directors came to Dallas especially 
to view the training course setup 

|at the request of Holt, who had in- 
| spected the classes two weeks be- 
fore. 

They discovered, 
| in hearing the classroom work 
| and in trying out the driver’s seat 

paraphernalia simulating an ac- 
| tual seat at the steering wheel, 
| that the students knew more 
about the theoretical principles of 
| good driving than they did. The 
illuminated chart showed the di- 
j 


incidentally, 


rectors were doing everything 
from riding the clutch to running 
red lights. After a few trials they 
got it down pat. 

The standing committee on traf- 
fic named to take over the respon- 
sibilities of the dealers’ part in the 

|program is composed of Larry 
|Cain, Dallas, chairman; W. A 
(Cap) Williamson, San Antonio, 
| executive secretary of TADA, vice- 
chairman; L. R. Carpenter, Mc 
| Allen; H. B. Ransom, Fort Worth 
|John Holt, Abilene, and Julian 
| Herst, Longview. 
| George Clark, Austin, executive 
| director of the Texas Safety Assn 
icomposed wholly of business 
| groups, told the automobile men 
|that driver training in schools 
should be spread as rapidly as pos 
sible. He emphasized the need of 
| dual-control in the training 
| setup. 


cars 


* * > 
Traffic Institute Opens 


July 5 at Northwestern 


| EVANSTON, Ill.--The_ Tentl 
| National Institute for Traffi 
| Training will be conducted her: 
| July 5-23 at Northwestern univer 
| sity by the National Committee fo 
| Traffic Training, composed of lead 
| ing organizations in the traffi 
| safety field. 

| Six courses and a seminar hav 

| been scheduled for those engaged 
|in specialized traffic contro] and 
accident prevention occupation: 
| The courses will be: Traffic polic 

training; accident records an 

their uses; driver education an: 
training; fleet supervisor trainin: 
for motor vehicle accident preven 
tion; traffic engineering, and chem 
ical tests for intoxication 
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TRUCK SECTION 


New Commercial Look Hailed .. . 
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Studebaker Broadens Truck Line 


(Continued from Page 33) 


wheelbases. To the heavy-duty 
series, Studebaker has added a 2- 
ton vehicle. 


In the lighter field, a new inter- 
mediate model has been added, a 
%-ton truck. New to the 1%-ton 
list is the 17l-inch wheelbase 
model, designed to take either a 
14 or 15-foot body. 


As previously reported by K. B. 
Elliott, vice-president in charge of 
sales, list prices on the new models 
show no increase on the average 
over corresponding models in Stude- 
baker’s previous line. 


However, Elliott explained, list 
prices on 1%-ton models average 
$34 lower than on the predecessor 
line, while on lighter models they 
average $33 higher. 


* * . 


N DESCRIBING details of the 
49ers, Hudson pointed out that 
Studebaker engineers devoted spe- 
cial attention to improved mechani- 
cal accessibility and driver comfort. 


He said engine accessories had 
been placed for ease and con- 
venience in servicing and replace- 
ment. All electrical wiring and 
instrument gauges, he explained, 
are accessible from beneath the 
hood. 


A large hood opening was cred- 
ited with providing ample room to 
reach the motor and care for the 
battery. 


Hudson hailed cab comfort as one 
of the most impressive features of 
the new vehicles. 


“Air scoops,” he said, “located at 
the grille pick up fresh air and pass 
it under the hood through insulated 
metal tunnels built into the fender | 


aprons.” 
* * * 


HE FLOW of this air into the 
cab is controlled by foot-operated 
sliding panels in the firewall. 


To heat this fresh air in winter 
weather, Hudson said, Studebaker | 
offers a new truck heater and de- 
froster unit—the “Truck Clima- | 
tizer.” This is an extra cost item. | 

Hudson said the new trucks pro- 
vide a “softer” ride through the use 
of longer and more flexible springs. | 


Besides increased headroom, four 
more inches of hiproom make it 
possible for three persons to ride in 
the cab in comfort, he said. 

+ * * 


DDITIONAL driver-comfort fea- 
+% tures claimed included a back 
support which is automatically ad- 
justable; generous elbow room; a 
chair-height seat; and a steering 
wheel “which eliminates wheel-fight | 
and kickback.” 

A new radiator grille on the 
trucks appears heavily construct- 
ed for greater strength, and 
blended fenders are heavier as 
well as wider. Sealed beam head- 
lights and parking lights are set 
into the fenders. 

Structural frame changes have 
brought the cab lower. There are 
no outside running boards. A ledge 
above the instrument panel can be 
used to hold notebooks. 

Doors are wider and have a check 
stop to hold them in open position. 
Latches are of the rotary type, 
which automatically adjust for 





stress and wear. Hardware through- 
out is heavier. Standard equipment 
includes hood ornament, dual wind- 
shield wipers and sun visors, arm 
rests, ash tray and a reading and | 


f preg 
} Nene 








FRESH AIR INTAKE—Contributing to cab | 
comfort of the ‘4%er Studebaker trucks is the | 
new ventilating system. Fresh air is drawn 
into two air scoops directly behind the grille | 
and flows along insulated meta! tunnels on | 
the fender aprons to the firewall ventilators | 
shown at the extreme left and right. Doors | 
inside the screened ventilators slide open or | 
closed as desired in requlation of the air 
flow. The ‘Ye-ton and *-ton models are | 
equipped with a new-type parking brake as 
shown just below the dash at left 


entrance light which operates auto- 
matically as the door is opened. 
> * > 

HOCK ABSORBERS on the front 

and rear are standard on the %- 
ton, %-ton and 1-ton chassis. All 
models are equipped with oil-bath 
air cleaners. Hill holder is avail- 





ACCESSIBILITY — Instruments, gauges and 
electrical wiring are accessible from beneath 
the hood in the '49er Studebaker trucks. Con- 
venient placing of engine accessories and 
other elements make for ease in servicing and 
replacement. The big hood opening provides 
plenty of room to reach the engine from all 


able as optional equipment at extra 
cost on all models. 
The %-ton model is powered by 

a six-cylinder “Econ-o-Miser” en- 

gine and carries 6.00 by 16 four- 

ply tires. Three-speed transmis- 
sion is supplied with steering post 
gear shift. Four-speed transmis- 
sion and overdrive transmission 
are optional equipment at extra 
cost. The rear axle is the semi- 
floating type with hypoid drive. 

Front and rear springs are 

longer. New-type brakes are self- 

adjusting and self-centering. The 
pick-up and stake bodies measure 
6% feet long. 

The %-ton truck has a maximum 
gross rating of 6,100 pounds, and 
carries 8-foot pick-up and stake 
bodies. The extra-heavy truck-type 
full-floating rear axle has a spiral 
bevel drive. 

Rear springs are said to be wider 
than those on the %-ton and have 
one extra leaf which increases the 
normal load capacity by 250 pounds 
over the %-ton. Total length of the 

(See STUDEBAKER, Page 51, Col. 3) 
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CAB COMFORT SYSTEM—The all-weather heating, defrosting and ventilating system in the 


‘49er Studebaker trucks is designed to maintain ideal temperatures within the ca 
sses along one of the air scoop tunnels behind the grille 


of climate. In winter fresh air 


regardless 


and is directed through Studebaker's exclusive Truck Climatizer, a featured new truck acces- 


sory at extra cost, where it is heated and forced into the cab. 


In warm weather the two air 


scoop tunnels carry fresh air into the cab through foot-operated ventilator slides. 





Land Heads Club 


Bruce Land, service manager of 
Hedges Pontiac, Inc., 3215 E. 
Washington St., Indianapolis, was 
elected president of the new In- 


dianapolis Pontiac Dealers’ Service | Pontiac factory service department. 


club. The club membership con- 


sists of service representatives 
from 35 Pontiac dealers in central 
Indiana. Land has been with 


Hodges as service manager for two 
years. He was formerly with the 





Wm. A. Pozzo Rounds Out 26th Year 


Selling Macks In Gary, Indiana. 


@ Twenty-six years selling Mack trucks — that’s the solid 
record of Wm. A. Pozzo, Mack dealer in Gary, Indiana. 

Today, in addition to his sales activities, Mr. Pozzo 
services over 300 trucks in his well-equipped building on 


one of Gary’s busiest intersections. 


The experience of this Mack dealer underscores the 


long-range stability and continuing satisfaction of all 
Mack dealer relations. 


Like Mr. Pozzo, Mack dealers in all parts of the country 
find that the Mack franchise gives more . . . in bigger busi- 


ness; in more profitable sales. 


Mack dealers sell a prestige product — trucks, buses and 
fire apparatus that are acknowledged leaders in their field. 
They make more fleet sales; get profitable repeat business 
on both sales and service. Their sales are well diversified, 
too, because they sell a comprehensive line that meets the 


needs of practically every type of business. 


For more detailed information on what the Mack fran- 
chise means . . . in bigger, more profitable business, write 
to Wholesale Dept., Mack Trucks, Inc., Empire State 


Building, New York, N. Y. 


~—S\ Mack 


TRUCKS FOR EVERY PURPOSE 


67490 


Wholesale Department, Mack Trucks, Inc. 


Empire State Building, New York, N, Y, 








Diversified Sales: Mack trucks re- 
cently delivered by Wm. A. Pozzo 
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FOR PICKUPS—New, fully automatic, 7 
draulically operated, cab-controlied twin 
hoists and dump bodies for pick-up trucks 

been announced by E. O. Dale, presi- 
vipment Co., ‘au- 

The “y A st unit _ — 
and a ed rated lifting capacity of three 
tons, with & wide safety factor for overloads, 
the company states. Installation, in most 
cases, does not set the truck box up any 
higher than before installation and, in many 
cases, the truck body sets conveniently lower 
after installation, it 


21 States Reply 
To Ky. Request 


For Reciprocity 


FRANKFORT, Ky. — H. Clyde 
Reeves, Kentucky’s commissioner 
of revenue, declared last week: 

“The stigma long attached to 
Kentucky as a bottleneck to high- 
way transportation between the 
Northern and Southern states is 
well on the way to being removed.” 

He said 21 states had already 
replied to a proposal to grant reci- 
procity on motor-vehicle taxes un- 
der a law enacted this year which 
became effective June 17. 

Under the law Kentucky will not 
charge fees for motor vehicles of 
other states except for nominal 
permit fees, if the other state re-| 
ciprocates. 

Reeves said contracts have al- 
ready been concluded with Dela- 
ware, Montana, Nebraska and Wy- 
oming. Twelve other states have 
noted willingness to make such 
contracts, he added. 


Sales Hit Highs 
At Minneapolis 


MINNEAPOLIS. — New automo- 
bile deliveries in Hennepin county, 
which includes Minneapolis, hit a 
postwar high for the second con- 
secutive month. Truck deliveries, 
meanwhile, shot up to an all-time 


compiled by Finance and 
Commerce, daily business paper 
here, showed that 2,082 cars and 
441 trucks were delivered during 
April, compared with 2,041 cars 
and 365 trucks during the previous 
month. 


Help Out a Kid! 


Charity Provides Vacations 


For Underprivileged 

PARIS, France.—Les Amities 
Franco-Belges (The Friends of 
France - Belgium), an association 
comprised of French and Belgian 
citizens who provide summer vaca- 
tions for underprivileged children 
in the working class districts of 
Europe’s major cities, is directing 
an appeal to American citizens to 
join in support of their program. 


Benefits of the association are 
spread among children of lower- 
class districts who have endured 
privation and severe hardships 
during and since the war. 


It is suggested that those inter- | 
ested in sponsoring a summer va- 
cation for such children, either | 
through provisions, clothes or)! 
money, address their aid to Amities | 
Franco-Belges, 160 Rue du Mare- | 
chal Foch, Taverny, France. 


adds. 


Spot Check of Drivers 
Begun by Stibbs Cruiser 


BUFFALO. — Stibbs Transpor- 
tation Lines, Buffalo motor 
freight carrier, is doing some 
highway patroling of its own to 
see that its drivers observe both 
traffic laws and the rules of 
highway courtesy. 

A new panel truck recently 
made its first trip, cruising be- 
tween Buffalo and Boston with 
company representatives who 
check on employe driving habits. 
Roy 8S. Aldrich, Stibbs general 
manager, says the system will 
“protect shippers, protect pleas- 
ure drivers and protect us.” 


Great Potential Neglected ~~ 


Sell Trucks by Selling Service 


(Continued from Page 33) 


If steel and facilities were 
available, and the industry could 
keep up its record pace all during 
this year, it is doubtful if even 
this year’s output would begin to 
fill the need of truck transporta- 
tion for those absolutely new 
truck users that have come into 
being in the Atlantic seaboard 
states, south of the southern 
Pennsylvania line, and the tier of 
states along the Southern border 
extending as far west as Arizona. 


Here we have an outcropping of 
new industry and a new wealth to 
agriculture that these states have 
never known before. And this new 
transportation need must be filled 
by truck transportation. 

For every truck, however, that is 
sold to those in need of transporta- 
tion in this area, there must be 
some shop that is ready and eager 
to service that vehicle and keep it 
in efficient running order. 

That should be the duty and obli- 
gation of every truck dealer. For 
the dealer not only makes friends 


but builds steady customers by ren- 
dering good service to the people 
who need service in time of need. 
+ * cm 

N THE TRUCK business, the fur- 

nishing of efficient service is not 
a side issue or a necessary evil of 
the business, but is a great profit 
opportunity as well as being vital 
to the continued existence of the 
dealer. 


Efficient economical service is the 
first objective of the owner of a 
commercial vehicle — his vehicle 
must be kept in efficient operating 
condition and constantly operating. 
Every day the truck is out of serv- 
ice costs the average truck owner 
money.... 


So that truck owner not only 
has reason to be friendly to, but 
places great confidence in the 
truck dealer who not only pro- 
vides the type of service facilities 
that keeps his vehicle on the road 
but provides that service at the 
place and time when it is most 
convenient. 

The importance of the place is 
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becoming more and more recog- 
nized by dealers who are making a 
serious effort to become known as 
top truck dealers. Many are open- 
ing separate truck service shops in 
the areas of their city where it is 
most convenient for the truck own- 
ers to patronize them. 


These dealers not only appreciate 
the profit in customer labor and 
parts sales that such a shop brings 
them, but the added untold value of 
such a service shop as a sales tool 
and as a means for obtaining a 
much higher ratio of truck body 
and equipment sales, because they 
have the room and facilities for 
mounting and servicing these items. 

* * * 


MuUce OF the reason why the 
average truck dealer today gets 
but $175 in body and equipment 
plus sale per vehicle sold, is because 
so few dealers have the facilities to 
equip the chassis with the neces- 
sary products or to carry and 
mount the bodies that they should 
be selling. 
Truck dealers in 


“plus” sales 


TRUCK SECTION 


equipment and bodies, tire change- 
overs, painting and other extras 
should equal the amount of money 
taken in from the sale of the ve- 
hicles themselves. Theirs should be 
a normal “double profit” all of the 
time—not only during the period of 
great vehicle shortage. 


All dealers should be able to 
provide some truck service re- 
gardiess of their truck potentials. 
Dealers in a large truck market, 
however, should provide complete 
truck service, either in a separate 
building or in a separate part of 
their main service building, pro- 
viding that they have the neces- 


It is absolutely necessary that 
they have ingress and exit doors 
high and wide enough to permit 
easy entrance. The ceilings under 
the beams, trusses or pipes should 
be high enough to permit a van type 
body to be moved about without 
danger. Stalls exclusively for truck 
work should be provided and pref- 
erably these should have their own 
entrance and exit in a combination 
service shop. 

Adequate parking space for trucks 
awaiting service, for trailers while 
the power is being serviced, and for 
trucks that have already been serv- 

(Continued on Page 54, Col. 1) 


‘More of everything from 


Final inspection for brand- 
new Reo trucks as they roll 
off the assembly line. From 
the Reo Model 19 to the 
giant Model 31, there’s a 
Reo truck to fit the job you 
want done. See your nearest 
Reo dealer, now! 


eck with your REO dealer before 
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Pa. Assn. Secks 
Bigger Loads 
For Tandems 


HARRISBURG, Pa.—Passage of 
legislation to permit the practical 
loading of one type of vehicle, the 
tandem axle semi-trailer, is the 
only change in Pennsylvania 
weight laws being sought by the 
trucking industry, it was explained 
by Edward Gogolin, general man- 
ager of Pennsylvania Motor Truck 
Assn., at a meeting here recently 
of the Philadelphia Automotive 
Booster Club. 

The change will be proposed at 
the 1949 session of the Pennsyl- 
vania legislature. 

“No increase in the maximum 
size or weight of trucks now al- 
lowed in Pennsylvania is being 
asked,” said Gogolin. “For the past 
generation, truckloads of 62,000 
pounds gross weight have been le- 
gal in this state. 

“However, only the antiquated, 
cumbersome three-axle truck and 
full trailer combination is permit- 
ted to carry these loads. On the 
other hand, the more modern and 
maneuverable tandem axle semi- 
trailer which is engineered by the 








FOR FARMER'S FAVOR—Use of tight-side truck bodies for transportation of loose com- 
modities is finding increasing favor among farmers, Mid-West Body & Mfg., Paris, Ill., truck 
body builders, reports. Farmers hau! grain to the market in the bodies and bring bac feed 
and other farm supplies. To meet demand for this model, Mid-West is expanding produc- 
tion for the third time in a year. 





manufacturers to carry these loads | the trailer, which spreads the load 
with ease, is limited to 45,000) over a wider surface, with less 
pounds. stress on the highway. 

“That is the same restriction “Pennsylvania’s trade barrier to 
that is placed on the conventional | interstate commerce would be re- 
tractor and single axle semi-trailer,| moved if the practical loading of 
despite the fact that the tandem | tandem axle semi-trailers was per- 
has an extra axle at the rear of | mitted. 
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Truckin’ 





By Jack Weed 





(Continued from Page 35) 


be a boon to mechanics who have 
to work “down in the well” on big 
trucks. It’s a step that fits over 
any size tire and enables the me- 
chanic to stand up where he can 
reach down around the engine 
easily. 

Ellis Wright, of Miller, claims that 
it is strong enough to support the 
heaviest man—even me—when he 
lifts a large cylinder head out or 
puts it in place. It’s got a non-skid 
floor on the platform so that, even 
when greasy, they claim the me- 
chanic’s feet can’t slip. Ellis even 
reaches away out for the statement 
that even truck sales managers find 
this step a practical means of get- 
ting their truck prospects to in- 
spect an engine and other under- 
hood features. 

* * * 
(= ought to be a high fine 
for farmers who let their fences 
along main traveled highways get 
so badly in repair that their cows 
and pigs can get on the highways, 
and an equally heavy fine for the 


this great REO line!" 






take this challenge: 


— 


order any truck!” 


—_ 


“If that’s not enough evidence of Reo superiority 


“See your nearest Reo dealer and check Reo 
feature for feature, unit for unit, before you 


“Want more driving maneuverability? Better service 
accessibility? More power? A more compact unit 
that handles full payload? 


“Then take a look at the new 1948 Reo trucks rolling 
off the assembly line at Lansing, Michigan! 


“T’m an operator who knows the score, because I’m 
using new Reo trucks in all sorts of jobs. Cross- 
country, interstate and local hauling—whatever the 
work, there’s a Reo truck to do it . . . better, faster, 
cheaper. See for yourself! 


“Check these newest Reos before you order any 
truck—it’ll be the wisest move you ever made.” 


“Ask any driver who entered 
the A.T.A. National Truck 
Roadeo—those who drove 
‘, Reo trucks rolled over all 
opposition to win all first and 
second place awards. 


“Put the Reo Roadeo record 
alongside everyday Reo truck 
driving and you too will find the answer in Reo ease 
of maneuverability! 


- 
- 





- 
- 
ecccccee”” 
- 
- 
eeeeee-*” 


“Need more proof of all-round Reo ability? Then, 
look at Reo More-Load design that gives you shorter 
wheelbase for handling ease; see Reo full-view front 
vision and a big, power-plus power plant. 


you order any truck 





“Do we ever get those new Reo trucks serviced and 
out in a hurry! No other truck I’ve worked on has 
Reo’s cowl-hinged hood that gives us so much wide- 
open space to work in. 


“The way we get those new Reo trucks out and 
back on the road makes a profit story your Reo 
dealer will gladly tell you all about. 


“If you want a truck in your fleet that’s a sweetheart 
to maintain, check the new Reo before you order 
any truck!” 


Years of finer truck building in close cooperation 
with truck users has taught Reo engineers that almost 
every operator has a different trucking problem. 


That’s why Reo truck specialists offer you a wide 

choice of ready-to-roll truck and tractor chassis 
. with a variety of engines, transmissions, axles, 

wheelbases and cab-to-axle dimensions. 

Stop in at your nearest Reo Factory Branch, dis- 


tributor or dealer; or, write the factory for complete 
specifications on the new line of Reo trucks. It’s our 


invitation for you to check Reo before you order 
any truck. Reo Motors, Inc., Lansing 20, Michigan. 





















TRUCKS AND BUSES 








farmer who owns any cows or pigs 
found loose on the highway. 


A couple of weeks ago, Edson 
Smith, whom I saw take the world’s 
best truck driver award in both 
the 1938 and 1939 truck roadeos, hit 
a cow late at night while wheeling 
one of Alger & Co.’s freighters back 
from Chicago on M-60. The cow 
had jumped from the side of the 
road directly in front of his truck, 
and he didn’t have a chance. 


Neither did Ken Gutman, driver 
for Bridgeway Co., who was wheel- 
ing a freighter Chicago-bound and 
just going to pass him. Smith’s 
truck swerved in from the impact 
and hit Gutman’s job head-on. Gut- 
man burned in the wreck and 
Smith died on the way to the hos- 
pital. 

And Edson Smith, in order to 
enter the ATA Roadeo, had to drive 
a full year without an accident 
each time he entered. He was a 
careful driver with a million or 
more miles of safe driving to his 
credit. 

If I didn’t like steaks so well, and 
if babies didn’t need milk, I would 
be interested in leading a campaign 
to eliminate the stupid beasts. 
There is nothing more stupid in 
the animal kingdom than a cow, 
unless it is a 300-pound porker— 
and nothing more dangerous on the 
road. I mixed up with six cows 
one twilight on a dusty dirt road. 
I did better than Edson, though; I 
got three out of the six and the 
only damage to me was a ripped 
cuff on my left leg and the loss of 
a little shin skin. The insurance 
company didn’t thank me for what 
those cows did to my car, however. 

* * ® i 


RUEHAUF TRAILER CoO. is do- 

ing a bit of what I consider 
good sales promotion and public re- 
lations. It is sending all of the 
inquiries it gets from national ad- 
vertising on its truck bodies to the 
sales managers of the various truck 
manufacturers, so that they in turn 
can send them out to you dealers 
to cash in on the sale of the body, 
if you are alert enough. At least 
this is a step in the right direction. 


Well, my hearties, by the time 
you read this, our own John Munn 
and your columnist will have 
waded through the ordeal of being 
just one-half of the service panel 
of an Indiana dealers’ association 
convention session. We are going 
to be in good company, however. 
Ed Harrig, service manager of 
Chevrolet, is a fourth of the panel 
—and no doubt will be so good and 
so informative that John and I will 
get out without being tarred and 
feathered for imposing on the boys. 
The event should have taken place 
last Friday at French Lick, Ind. I 
say “should have,” for the boys may 
get wise and on second thought 
cancel the whole thing to save 
themselves embarrassment. 


Car, Truck Sales 
In Canada Are 
Up in March 


OTTAWA, Ont.— Sales of new 
motor vehicles in’ Canada during 
March totaled 20,887 units with a 
retail value of $39,667,506, accord- 
ing to a report by the Canadian 
government. Volume was well in 
excess of sales in January and 
February this year or the 18,237 
new vehicles sold in March last 
year. 

Passenger car sales numbered 
13,492 in March this year, compared 
with 12,329 in the same month of 
1947. The margin over last year 
was even greater for trucks and 
buses, with sales numbering 7,395 
in March, 1948, and 5,907 in March, 
1947. 

The cumulative total of new ve- 
hicle sales in the first three months 
of this year fell slightly short of 
that for the same period of 1947. 
A greater volume was reported this 
year for commercial units but pas- 
senger car sales were a little lower 
than in the same period a year ago. 

Vehicle sales for the first three 
months of 1948 were as follows: 
passenger cars, 30,920; trucks and 
buses, 16,873; total, 47,793. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week, 
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| Louisville newspapers recently to| 
D | D s feature the opening = = — 
used-car lot, at 8th an roadway. 
ea er oings A feature of the ads was the 
showing of cuts of 13 used, _ = 
bout 20 types of cars, including /|tually new cars, accompan 
Morris, Wolsley and Riley, as well | salesmen. At the front of the new 
as about 29 types of trucks. It is ved is an 2 — ae 
a 1 ._| understood that most of the motor /|tabie on which a car is constantly 
a pm ery Myre sange dg meet vehicles will be of the small-car | revolving. 
Holly Motors (Lincoln-Mercury),|type and the trucks will eae ear? @ 
at 1330 N. First St., Abilene, Tex. | from er pr 2 to the 
Holly Motors’ new building fea-| #ve-ton commercial y In New Homes 
Baltimore GM Dealerships 


tures @ 16-by-93-foot neon sign On| nos. Holds L-M Show 
Branching Out 






er showroom in Hackensack, N. J., 
at 175 Essex St. 

The showroom will be Rein Mo- 
tor Co., with 281 feet of frontage 
on Essex St. and a depth of 563 
feet on 2% acres. The building 
contains 16,500 square feet with 
parking for 500 cars. Lighting will 
be by a network of cold cathode 
rays with an arrangement for dis- 
playing 10 cars simultaneously. The 
firm will employ 20 persons. 

* > > 
Hudson Jamestown Firm 
Opens New Building 

Jones Motors Inc. (Hudson) 
has formally opened its new 
showroom and garage at 1209 E. 
Second St., Jamestown, N. Y. 
John S. Tordoff, secretary-treas- 
urer, reports the new building is 
completely equipped with separ- 












Holly Moves L-M Firm 
To New Building 
















the roof. Horace Holly, owner of 
the dealership, — = — is = At Armory in Elmira 
: largest of its kind in Texas be- 1949 Lincoln, Lincoin Cos- 
tween Fort Worth and El Paso. aman ond Mercury 
2. iL shown at the state armory in El- 


mira, N. Y., by. Dalsis Motors 
ne. Palco fan for five days and nights. 





WORKING PLATFORM — Steel step plate 
desisgned to hang - = front wheel a of 
make or size of truck is now in produc- 

Baltimore Motors Corp. (Oldsmo- | #2), ‘by Miller Mfg. Co., 5919 Tireman Ave.. 


bile) and Kelly Pontiac, Inc., are | Detroit 4. No adjustments or clamps are nec- 
nearing final completion of com- ner to fit securely on all sizes of truck tires, 
ir 













| th m states. It is adjustable for either tall 
pletely equipped plants. oo short mechanics and provides a strong 


Kelly Pontiac, said to be the old- | working platform. 












TRUCK SECTION 


With we models each 
katche-| car and a ercury cut-away 
For the first time a Saskatche Sects on Chiat, tie tow oes 
a success. E. Dalsis states that 
over 10,000 people viewed these 
models during the show. 
* 


* * 


wan co-operative will handle the 
distribution of British-made cars 
and trucks in that region of Can- 
ada. Saskatchewan Federated Co- 
operatives, Ltd., will undertake to 
act as sub-distributors in the 
province, with the expectation that 
it will handle about 1,000 such 
units in 1948 alone. 

The British firm involved is Nut- 


Riggs (DeSoto) Operating 
2 Lots in Louisville 


est Pontiac dealership in the Bal- 


timore area, moved recently from | pas 


5603 Belair Rd. to a larger and 
completely modern plant at 5801 
Belair Rd. It has 22,000 square feet 
of floor space with a macadam sur- 


25,000 


space. 
* * * 


Rein Motor (K-F ) Opens 


faced parking area of 10,000 square | 77,6 in Hackensack 


feet. Kelly Pontiac is headed by 
Charles B. Kelly sr., in business 


H. T. Riggs, Riggs Motor Co. in Baltimore for 40 years. 


(DeSoto-Plymouth), 710 W. Broad- 


The Baltimore Motors 


Irving Reingold, who 


square feet of floor 


1? years 
ago was one of the youngest new- 
plant, | car dealers in the country, recent- 


ate paint, body repair and lubri- 
cating departments. 

The garage is fitted out with 
an elaborate exhaust system 
built beneath a specially treated 
concrete floor. Lubricating ma- 
chinery also is built into the 
floor, permitting greater speed in 
the servicing of cars. 











Aids Training 
Woolwine & Hull Cive 


Car to Schools 


Woolwine & Hull (Ford), Yazoo 
City, Miss., is supporting a driver 
training program in cooperation 
with the public schools. 

Fred W. Young, superintendent 
of schools, is high in his praise of 
the value of this program and has 
expressed his appreciation to the 
dealership for furnishing a dual- 
controlled unit for the initial 
course and making ft possible to 
add this course as an extra-cur- 
ricular activity. 

Since the inception of the train- 
ing, there has been a fine response 
from the students. 


* * * 

Hannifin, Brinig Open Firm 
For Tucker in Butte 

J. J. Hannifin and Joe Brinig 
of Butte’s newest dealership, 
Butte Tucker Motors, are ready 
to operate in their S. Montana 

St. quarters. 
Jim Hannifin recently 
the Tucker plant. 
* * 











field Export Ltd., which handles! way, Louisville, used page ads in| Monument St. at Highland Ave., ly opened his $125,000 Kaiser-F'raz- 
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Center Heads Up Chamber 


In Springfield, Mass. 


Arthur E. Center, president of 
Arthur E. Center, Inc. (Ford), 
Springfield, Mass., and for 28 years 
engaged in the automotive field, 
has been elected president of the 
Springfield chamber of commerce. 

+ 7 


From School to Sun 


Charles R. Frogge, from the Stu- 
debaker School of Technology. 
Philadelphia, is new service man- 
ager at Sun Motor Co. (Studebak- 
er), St. Petersburg, Fla. A. E. 
(Friday) Pellerin, president, an- 
nounced. Frogge replaces John 
Wrenn, who is now production 
manager. 











STANDARD TRUCK CUSHIONS — Poor h 
take-up of shock followed by rough | 
rebounds. Drivers take up to 50,000 
shocks like this a day. 



















+ * * 


BOSTROM HYDRAULIC SEAT—Soaks up 
the initial shock and levels out—like 
a passenger car ride. 







Tinney Joins Llano 
Dor A. Tinney has been appoint 
ed manager of Llano’ Motors Co., 
Llano, Tex. Tinney was formerly 
a mechanic with Tinney & Gab 


bart Co. in the same city. 
+ + * 


Gateway Motors Sold 


The building and business of 
Gateway Motors, Inc., Albany, N 
Y., has been sold to the Spitzer 
interests of New York City. Jack 
Spitzer is secretary-treasurer of 
Spitzer Motor Sales Inc. (Ford). 

7 * * 


New K-F Kansas Dealer 


Hoover Motor & Implement Co. 
has been appointed a Kaiser-Fraz- 
er dealer in Minneapolis, Kans. 




















HESE ENGINEERING RIDE-GRAPHS 










tell you better than words why . . . Safety slips! Schedules lag! 







Equipment and cargoes take abuse! 














Yes . . . Bostrom hydraulic seats more than pay for 






themselves by reducing driver fatigue. You get IMMEDIATE 


DELIVERY 


New 1947 Dodge Trucks 


3 Model K6és — 8 Ton 
1 Model Ké9 — 8 Ton 
| Model WH-49 — 2 Ton 













additional savings by cutting seat repair bills. Ask your 


dealer for a demonstration. For free folder, 


Tove ts Mo Subtitle BOSTROM 
fora Bostrom Ki ef Bostrom Hydraulic Seats 


now standard or optional equipment on the following 
trucks: GMC, Diamond T, Federal, Hendrickson, Peterbuilt 
Walter, Ward la France, FWD, Dart, Oshkosh, and Cole- 
man, Specify Bosirom Model 47 Seats on your new trucks. 






“12 Eye Openers Concerning Truck Seats” write: 












Bridge Motors, Ine. 
Authorized Dodge Truck Dealer 
1331 Jerome Avenue 
JErome 17-6600 Bronx, N. Y. 


BOSTROM MFG. COMPANY 


133 West Oregon Street © Milwaukee 4, Wisconsin 










< 









Kul 
Sou 


in C 
Fred 
Pack 
ters 
Wal: 
ager 
K 


Pacl 
as Ci 
been 
12 yt 


Spo 
Fori 


Er 
kane 
elect 
Nort 
ing 


Ford 
gon 
act 3 
in tl 
and 


Le 


grow 
autor 
able 

along 
room 


(Nas! 
rentl; 
chase 


Gilm 
Atv 
Gi 


its 1 
mod 
insta 


give 
ing. 
man: 


Burn 


To f 


Cc, ‘ 
mana; 
Billin; 
natior 
branc 
tors A 

Billi 
the V 
also c 
neapo 
Co., S 


Wash 


To H 


AF 
the Hi 
by Jd. 
ton WN 
The ci 
with : 


Allen 
2 Dri 

Don 
Buffal 
driver. 
the la 
two lo 
the in: 
by the 


Park ¢ 





ION 


i. J, 


Mo- 
tage 


ling 
with 
will 
10de 
dis- 
The 


pm) 
ew 


AS - 
is 
ar 
ri- 


ith 


‘ed 
1A - 
he 


ZOO 
ver 
ion 


ent 

of 
has 
the 
lal- 
tial 

to 
ur- 


nse 


nm 


ig 
Pp, 
ly 
nm 


“<l 


u- 
By. 
n- 
.k- 
E. 
n- 
hn 


on 





« 


TRUCK SECTION 


ring . | Fred Schermerhorn, genera! sales 
. : manager of Don Allen's, made the 
presentations. 


| The Right Cross 
Dealer’s Charity Effort 
Aided by Boxer 


Gus Lesnevich, light heavy- 
weight boxing champ, put his po- 
: tent punch behind the Red Cross 

COVERS 22,000 FEET—The newest International motor truck branch is at | Broadway (at drive in Union City, N. J. Model 
Sullivan Square), Somerville, Mass., and operates under the Boston sales district. This Motor Sales, Inc. (Pontiac), ar- 
location is in the heart of the heavy-duty trucking industry of greater Boston and is| ranged for the fighter to appear 
adjacent to U. S. Route | which is the main coastal highway along the Atlantic seaboard at the dealershi i -onnectio 
The opening was attended by approximately 1,000 motor truck owners, dealers and friends. : wolep 8 6 curon 
The branch is under the management of A. J. McGovern, who has been affiliated with| With the drive. 

Gus donated the gloves which 


Harvester for the past 14 a W. R. MacKenzie is faves Gentes w H. 7 oe 
ies approximate ‘ + : . 

parts foreman. The new branch occupies approxi y square feet o loor space were auctioned off to aid the cam- 

paign. 


consisting of offices, showroom, well-stocked parts department and shop which is equipped 
with the latest tools and machinery to handle al! types of truck repair work. This equip- 
ment inciudes a hydraulic hoist, new undercoating body equipment, high-pressure cleaning | * * . 
equipment, frame- straightening equipment and many other special tools. A modern waiting | Hs 
room has been provided for the convenience of drivers and truck owners | South Side Chevrolet Begins 

! 

Building in St. Louis 

Ground has been broken and con- 

struction soon will start on Grand 
Blvd., between Gravois and Winne- 
bago avenues, St. Louis, for a sales 
and service building for South Side 


Chevrolet Co. J. Ruch James is | 
president. The building, expected | 








Dealer Doings 





tral to replace two units previous- 
ly made available to the schools 
by the auto concern, which pro- 


Kuhrt, Walsh Purchase 
South Shore Packard 


AUTOMOTIVE NEWS, MAY 24, 1948 





will have a central pylon of cut 
stone at the front to carry the 
weight of an illuminated identify- 
ing sign. 

The building area will be 22,000 
square feet and the service depart- 
ment will have a continuous row 
of seven vehicular doors opening 
onto the service drive and parking 
area. James’ sons, J. R. James jr. 
and W. F. James, are associated in 


the business. 
* * + 


Dodge-Plymouth Firm Sold 


To Norris in Greenville 


O. Z. Hall has sold his Dodge- 
Plymouth dealership in Greenville, 
Miss., to Frank Norris. Norris was 
formerly with Ford Motor Co. in 


| Texas. 


Under the new organization, B. 
L. Machen, formerly with Ford 
Motor Co. in Memphis, will be 
sales manager; Dean Lioyd, a 


|graduate of the Plymouth-Dodge 


master technician service school, 
service manager, and R. B. Naron, 
office manager. 

* 


+ * 
Abbotsford to Enlarge 
James Webster, proprietor of 





The South Shore Packard branch] vides regular service and inspec- 


in Chicago has been purchased by 
Fred E. Kuhrt, former controller at 
Packard Motor Car Co. headquar- 
ters in that city, and Arthur L. 
Walsh, former Packard zone man- 
ager in Milwaukee. 

Kuhrt has been associated with 
Packard for 29 years and served 
as controller since 1926. Walsh has 
been with the company for the past 
12 years. 


" to cost more than $250,000, will be 
tion for the machines. Richard J. | of brick and Indiana limestone with 
Frazier, general manager, and 


large expanses of plate glass and 


* * 


Spokane Dealer Heads Up 


Ford Advertising Group 

Ernie Majer, Ford dealer in Spo- 
kane, Wash., for 26 years, was 
elected president of the Pacific 
Northwest Ford Dealers Advertis- 
ing Assn. 

The association is composed of 
Ford dealers in Washington, Ore- 
gon and northwestern Idaho who sa 
act as regional coordinating body 
in the formulation of advertising 
and promotional plans. 


New 


= Ld 
Pmt | 4 


Ps 


& Old 


Leslie (Nash) Displaying 
22-Year-Old Model 


Many Nash dealers, recognizing 
growing public interest in antique 
automobiles, are displaying vener- 
able Ramblers and Nash cars 
along with 1948 models on show- 
room floors. 

W. N. Leslie of Leslie Motor Co. 
(Nash), Greenville, S. C., is cur- 
rently exhibiting a 1926 Nash pur- 
chased from the original owner 

+ * + 


Gilmartin in New Home 


At Wamego, Kans. 

Gilmartin Motor Co. (Dodge- 
Plymouth), Wamego, Kans., held 
its formal opening recently. A 
modern shop equipment has been 
installed. 

Refreshments and favors were 
given out throughout the open- 
ing. John Gilmartin is owner and 
manager. 













ne 


Burns Resigns GMAC Post 


To Head Billings Motor 


C. W. Burns has been appointed 
manager of Billings Motor Co., 
Billings, Mont., following his resig- 
nation as Great Falls (Mont.) 
branch manager for General Mo- 
tors Acceptance Corp. 

Billings Motor Co. is owned by 
the Whitaker-Stevens Co., which 
also operates Stevens Co. of Min- 
neapolis and the St. Paul Buick 
Co., St. Paul, Minn. 


Washington Gives Ford 
To Hulbert, Okla. 


A Ford sedan has been presented 
the Hulbert schools, Hulbert, Okla., 
by J. W. Washington of Washing- 
ton Motor Co., Tahlequah, Okla. 
The car will be used in connection 
with a driver training program. 

* + * 


Allen’s in Buffalo Replaces 
2 Driver-Training Cars 
Don Allen’s City Chevrolet. Inc., 
Buffalo, announced delivery of new 
driver-training cars, equipped with 
the latest dual-control devices, to 
two local high schools for use in 
the instruction program sponsored 
by the American Automobile Assn. 
One car went to Fosdick-Masten 
Park and another to Amherst-Cen- 


Standard Van Bodies in 9, 14’ and 


if 
16’ lengths. Solidly built of high tensile steel, 
welded from sills to roof, 





Wheelhouse Van Models, 9’ to 16’ lengths, 
have 9 lower loading height—a wide range 
of rear end enclosures and door combinations. 





23500 Sherwood Ave. 


(suburban ey tia hd 


ey 





OLTMAN-O’NEILL io o B 


ret ti aa Michigan 











Abbotsford Motors, Abbotsford, B. 
C., announces the company is 
planning in the near future to en- 


“thanks a Million 


TN Pine 


at 





The Packette, America’ 


cowl chassis. Dust and 





erected. 


45 


large its premises at Essendene 
Ave. and Montrose St. The present 
building is 50 by 60 feet, and it will 
be expanded on the west and north 
to 80 and 90 feet. Space for new 
car and truck displays will be pro- 
vided in the new building, as well 
as facilities for an enlarged repair 
and parts department. 

wren g 


Aspol Buys Body Shop 


| Aspol Motors Ltd., Dawson 
Creek, B. C., recently purchased 
the stock, equipment and tools of 
Hiway Body and Radiator Shop, 
Dawson Creek. The equipment has 
been moved to the Aspol Motors 
warehouse, where William Gilbert- 
son will have charge of the de- 
partment. With the addition of this 
body and radiator repair service, 
Aspol Motors is now fully equipped 
to handle all types of car and truck 
repair service work. 

o * « 


Roth Buys Building Site 


R. H. Roth, president of Roth 
Motor Sales, Toledo Pontiac dealer, 
|reports the company has _pur- 
chased property located at Cherry 
and E. Bancroft from the Toledo 
sports arena upon which a modern 
sales and service building is to be 


“a 


A typical “mob” scene at every truck and equipment show. 
In the center foreground, Jack Reynolds, V.P. of Safety 
Motors, is signing another body order for Les Oltman (presi- 
dent of Oltman-O’Neill). 


At truck and equipment shows all over the country, Dealers 
and their customers express their preference for Oltman- 
O'Neill all-steel, all-welded truck bodies and they say it 
with orders. At the shows in Chicago, Buffalo, Minneapolis, 
St. Louis and right across the country, the consistently high 
sales volume of Oltman-O’Neill van bodies and Packettes 
is solid evidence that men who know truck bodies best buy 
Oltman-O'’Neill equipment again and again. Exceptional 
quality, quick deliveries and low prices are responsible for 
the nationwide popularity of Oltman-O’Neill truck bodies. 


‘e sold through Dealers only 









s most popular all. 


steel, all-welded, all-purpose package 
delivery body, for mounting on flattace 


weatherproof. 
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JACKSON, TENN. 


(Roy Simmons Automobile Auction. Sale 
every Thursday. Prices are for May 13.) 

(Market is active with clean late 
’ 
Clean 
Rough cars didn’t 
Moved 58 cars out of 


i 
. 
i 
ii 


‘47—BSuper sedan, 1, $2,360. 
*41—Sedan, 1, $950. 


'48—Pickup, 1, $1,850; 1, $1,800. 

'48—FM sedan, 1, $2,200; 1, $2,175. 

'47—FL aerosedan, 1, $2,113; 1, $2,112; 
1, $2,100. 

'47—B8M' sedan, 1, $1,775. 

'47—Pickup, 1, $1,560. 

'42—Sedan, 1, $1,110; 1, $1,015. 

'41—Sedan, 1, $1,010: 1, $925; 1, $920; 


1, $660. 
'41—Club coupe, 1, $1,180; 1, $910. 
'40—Sedan, 1, $620. 

'39—Sedan, 1, $550. 
'37—Sedan, 1, $150. 
'37—Pickup, 1, $355. 
'35—Sedan, 1, $85. 
CHRYSLER 
'48—Windsor sedan, 1, $2,900. 
DE SOTO 


*41—Sedan, 1, $775. 
DODGE 

*48—Pickup, 1, $1,775. 

'46—Pickup, 1, $1,125. 
FORD 

*48—(8) pickup, 1, $1,850. 

'48—(6) pickup, 2, $1,800; 4, $1,775. 

'47—Sedan, 1, $1,775. 

'46—Sedan, 1, $1,525; 1, $1,310. 

"42—Sedan, 1, $900. 


ES 





Clie Oe. Le] 
Ad Site ae chile 
Be td 


Trailer Air Brake Kit 














'41—Sedan, 1, $880; 1, $755. 
'39—Sedan, 1, $665; 1, $550. 
*38—Sedan, 1, $450; 1, $330; 1, $145. 
*37—Convertible, 1, $440. 
'37—Pickup, 1, $410. 

*36—Sedan . 


'34—Sedan, 1, $90. 

HUDSON 
*46—Commodore (8) sedan, 1, $1,380 
'33—Sedan, 1, $35. 

LINCOLN 
'39—Sedan, 1, $305. 

OLDSMOBILE 
*41—Sedan, 1, $1,210. 

PLYMOUTH 
'48—Sedan, 


'40—Sedan, 1, $800. 
STUDEBAKER 
'46—Sedan, 1, $1,330. 


TOLEDO, 0. 


Doc Greiner Sale. Auction every Thurs- 
day. Prices for May 13.) 
(Sold 78 cars out of 143.) 


BUICK 
'48—Special sedan, 1, $2,775. 
'47—Super convertible, 1, $2,750 
'46—Super sedan, 1, $2,075. 
'46—Special sedan, 1, $2,010. 
CADILLAC 
'47—Sedan, 1, $3,160. 
'42—(62) sedan, 1, $2,355. 
CHEVROLET 
'48—SM sedan, 1, $2,260. 
'48—SM club coupe, 1, $2,250. 
*47—Club coupe, 1, $1,900; 1, $1,930; 
, $1,925. 
'47—FL sedan, 1, $2,150; 1, $2,010; 
1, $2,095; 1, $2,200. 
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'46—F'L sedan, 1, $1,860; 1, $1,845. 
*42—Club coupe, 1, $1,060; 1, $850. 
'41—Sedan, 1, $1,200; 1, $905; 1, $1,080. 

CHRYSLER 
*40—Windsor sedan, 1, $900. 
'39—Royal sedan, 1, $465. 

DODGE 

'48—Sedan, 1, $2,460; 1, $2,465. 
*46—Sedan, 1, $1,780. 
'41—Sedan, 1, $650; 1, $755; 1, $750. 


FORD 

'48—SD sedan, 1, $2,125; 1, $2,095. 
'48--SD club coupe, 1, $2,100; 1, $2,020 
'47—BD sedan, 1, $1,900; 1, $1,860; 

1, $1,910. 
'48—Convertible, 1, $2,285. 
'46—SD club coupe, 1, $1,675; 1, $1,640. 
'41—Sedan, 1, $945; 1, $810. 
'41—Convertible, 1, $1,060. 
'39—Sedan, 1, $500. 


HUDSON 
'48—(8) sedan, 1, $2,650. 
KAISER 
'48—Sedan, 1, $4,970. 
'47—Sedan, 1, $1,500. 
MERCURY 
'47—Convertible, 1, $2,295. 
'46—Club coupe, 1, $1,820. 
OLDSMOBILE 
'47—(76) sedan, 1, $2,150. 
'47—(68) sedan, 1, $2,200. 
'41—Sedan, 1, $990. 
'46—(98) sedan, 1, $2,090. 
'46—(78) sedan, 1, $2,000. 
'42—-(68) sedan, 1, $975. 
PLYMOUTH 
'47—Sedan, 1, $1,800. 
'46—Sedan, 1, $1,500. 
'42—-Sedan, 1, $830; 1, $870. 
'40—Sedan, 1, $860. 
PONTIAC 
'48—Streamliner sedan, 1, $2,940 
'47—(8) convertible, 1, $2,515. 
'46—Sedan, 1, $1,945; 1, $1,937: 1, $1.900 
'42—Sedan, 1, $1,145. 
*41—Club coupe, 1, $705. 
STUDEBAKER 
'42—-Champion sedan, 1, $890. 


for the BEST BRAKES 


TRUCK SECTION 





Average Used Car Prices 
(Compiled by Automotive News) 


$1,488 $1,422 $1,360 


March 


May (to date) April 





VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale. Auc- 

tion every Friday. Prices for May 14.) 
(Sold 132 cars out of 255 offerings. 
Prices, demand good.) 


BUICK 
'48—RM convertible, 1, $3,510. 
’*47—Super convertible, 1, $2,700 
'47—RM sedan, 1, $2,450. 
'46—Super sedan, 1, $2,175. 
‘41—Special sedan, 1, $905. 
'40—Special sedanette, 1, $810. 
| CHEVROLET 
‘48—Half-ton pickup, 1, $1,855; 1, $1,790. 
‘47—FL aerosedan, 1, $1,950. 
'47—FM sedan, 1, $1,910; 1, $1,875. 
'46—-SM sedan, 1, $1,640. 
'42—Club coupe, 1, $980. 
| '41—Club coupe, 1, $700. 





for YOUR JOB 


rd 


eer oes i) tee 


Never needs lubrication. 
AIR BRAKE KITS — With the most efficient compressor. 
. . - Governor an integral part of compressor. ... Tremen- 
dous reserve power. 
VACUUM BRAKE KITS — With exclusive compensating 
control valve—permitting any degree of brake application, 
with corresponding ‘brake feel.”" . . . Power to stop the 
heaviest loads easily and safely. 


All Midland Power Brakes are backed by Midland’s 
famous "Factory Rebuilt Exchange Plan.” 


HY-POWER — Powerful, efficient, economical! . . . Self 
contained—sealed against all atmospheric conditions... . 


See your Midland distributor, or write to us for complete 





Complete Air Brake Kit—Truck or Tractor 


information. 





Trailer Vacuum Brake Kit 


THE MIDLAND STEEL PRODUCTS COMPANY 


6660 MT. ELLIOTT AVENUE 


e DETROIT 11, MICH. 


Export Department: 38 Pearl Street, New York, N. Y. 








May 1948 
(to date) 


April 
1948 


$2,352 
1,945 
1,618 
949 
912 
756 


$1,422 


(The above figures are averages of used car auction prices carried 
regularly in Automotive News). 


| 





CHRYSLER 
‘46—Windsor sedan, 1, $2,150. 
'40—Convertible, 1, $1,100. 
DE SOTO 
'48—Sedan, 1, $2,760. 
DODGE 
'42—Club coupe, 1, $940. 
*41—Club sedan, 1, $650. 
*39—Sedan, 1, $400. 
FORD 
'48—1%-ton truck, 1, $1,750. 
‘48—SD sedan coupe, 1, $2,100; 1, $2,195 
"47—SD sedan, 1, $1,915; 1, $1,800; 
1, $1,795; 2, $1,550. 
'47—SD convertible, 1, $2,130; 1, $2,085 
'46—SD sedan, 1, $1,430; 1, $1,560. 
KAISER 
'47—Sedan, 1, $1,565. 
LINCOLN 
‘48—Club coupe, 1, $2,450. 
MERCURY 
'48—Sedan coupe, 1, $2,150. 
'47—Sedan coupe, 1, $1,975; 1, $1,950 
NASH 


'47—Sedan, 1, $1,750. 
OLDSMOBILE 
‘41—Sedan, 1, $660. 
PACKARD 


'47—Super Clipper sedan, 1, $2,200 


PLYMOUTH 
‘48—SD sedan, 1, $2,275; 1, $2,250 


| '48—-SD club coupe, 1, $2,300. 


*46—SD sedan, 1, $1,625; 1, $1,250 
'42—Sedan, 1, $750. 

PONTIAC 
‘48—Streamliner sedan, 1, $2,900; 
; 1, $2,910; 1, $2,800; 1, $2,929 
47—Streamliner sedan, 1, $2,260 


| '41—Sedan coupe, 1, $890. 


: STUDEBAKER 
'48—Land Cruiser sedan, 1, $2,600. 
48—Champion club coupe, 1, $2,175. 
‘47—Commander sedan, 1, $2,100. 


| '47—Champion sedan, 1, $1,975. 
WILLYS 


'48—Jeep, 1, $1,445. 


RICHMOND, VA. 


(Automobile Auction of Virginia. Sale 
every Friday. Listings for sale of May 7.) 
(Buyers from 11 states hot after °46, 
*47 and ’48 models. More ’48s being 
offered than before. Could have used 
75 additional '48 models, all lines.) 
BUICK 
‘41—Convertible, 1, $1,070. 
'38—Sedan, 1, $700. 
CADILLAC 
"41—(61) sedan, 1, $800. 
CHEVROLET 
'48—FL aerosedan, 1, $2,425. 
'48—SM sedan, 2, $2,150. 
‘48—FM sedan, 1, $2,210. 
‘47—FL aerosedan, 1, $2,025. 
'47—SM sedan, 1, $1,850; 1, $1,775. 
*46—SM sedan, 1, $1,500; 1, $1,600; 
1, $1,640. 
CHRYSLER 
’41—Royal sedan, 1, $750; 1, $880. 
DODGE 


'46—Half-ton pickup, 1, $970. 
'42—Panel, 1, $330. 
FORD 
'48—SD sedan, 2, $2,100; 1, $2,025. 
'47—SD sedan, 1, $1,475; 1, $1,975; 
1, $1,980. 
'46—Sedan, 1, $1,570; 1, $1,500. 
'46—Station wagon, 1, $1,600. 
*46—Deluxe sedan, 1, $1,570; 1, $1,500; 
1, $1,400; 1, $1,475. 
'40—Station wagon, 1, $750. 
LDSMOBILE 
'42—Sedan, 1, $850. 
PLYMOUTH 
'47—Station wagon, 1, $2,000. 
'47—SD sedan, 1, $1,740. 
*46—SD sedan, 1, $1,620; 1, $1,725. 
PONTIAC 


*48—Station wagon, 1, $2,560. 
'40—Sedan, 1, $770. 

WILLYS 
*46—Jeep, 1, $600. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Listings for May 7.) 
BUICK 
'47—Sedan, 1, $2,480, 
'42—Sedan, 1, . 
'41—Sedan, 1, $1,020. 
'40—Sedan, 1, $920; 1, $1,000. 
'40—Club coupe, 1, $775. 
'39—Sedan, 1, $705. 
CHEVROLET 
'48—Sedan, 1, $2,310; 1, $2,440. 
*48—Convertible, 1, $1,960. 
'47—Sedan, 1, $1,875; 1, $1,890; 1, $1,985; 
1, $2,050. 
'47—FL aerosedan, 1, $2,055. 
'47—Pickup, 1, $1,600. 
'46—Sedan, 1, $1,340; 1, $1,500; 1, $1,650. 
'41—-Sedan, 1, $880; 1, $900. 
'41—-%-ton pickup, 1, $550. 
'37—Convertible, 1, $260. 
'36—Coupe, 1, $205. 
'36—Pickup, 1, $1,200. 
CHRYSLER 
'46—Sedan, 1, $2,110. 
'42—-Sedan, 1, $1,090. 
'41—-Sedan, 1, $940. 
'36—Sedan, 1, $250. 
DODGE 
'46—Pickup, 1, $1,020. 
'42—Sedan, 1, $880. 
*41—Coupe, 1, $1,050. 
FORD 
'48—Sedan, 2, $2,120. 
'48—Convertible, 1, $2,380. 
'47—Sedan, 1, $1,670; 1, $1,800; 1, $1,810. 
'46—Sedan, 1, $1,550; 1, $1,580; 1, $1,590; 
1, $1,845. 
*40—Convertible, 1, $990. 
'40—Sedan, 1, $825. 
HUDSON 
'41—Sedan, 1, $670. 
KA 


'48—Sedan, 1, $1,765. 
LIN’ 


'41—Sedan, 1, $950. 
(Continued on Page 47, Col. 1) 
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Used Car Auction Prices 


(Continued from Page 46) 


MERCURY 
'47—Sedan, 1, 


'46—Sedan, 1, $1,350 
OLDSMOBILE 
'46—Sedan, 1, $1,905. 
PACKARD 
'48—Sedan, 1, $3,030. 
PLYMOUTH 
'47—Convertible, 1, $1,990. 
*47—Sedan, 1, $1,760; 1, $2,000. 
'46—Sedan, 1, $1,280; 1, $1,300; 
*41—Sedan, 1, $850; 1, $1,090. 
*40—Convertible, 1, $610. 
PONTIAC 
'48—Sedan, 1, $2,955. 
'47—Convertible, 1, $2,360; 1, $2,475. 
*41—Club coupe, 1, $850. 
*38—Sedan, 1, $400 
STUDEBAKER 
'47—1%-ton truck, 1, $1,075. 
*46—Sedan, 1, $1,360. 
Ys 


1, $1,645 


'47—Jeep, 1, $850. 


LOS ANGELES 


(California Automotive Dealers Whole- 
sale Auctions. Sale twice weekly. Prices 
are for week of May 3.) 

(Rrices firm, with late models moving 

fast when available. Few station wag- 

ons and convertibles being offered but 
are bringing strong prices. Seventy 

cars sold out of 178.) 


BUICK 

'47—RM sedan, 1, $2,615. 
'46—Super station wagon, 1, $2,195. 
*46—Super sedan, 1, $2,325; 1, $2,075. 
‘he sedan, 1, $1,340. 

41—Special sedan, 1, $1,185; 1, $1,175. 
'40—Super sedan, - $885. 

'39—Special convertible, 1, $440. 


CHEVROLET 
‘47—SM sedan, 1, $1,950. 
'47—FL sedanette, 1, $2,130 
'46—SM sedan, 1, $1,690; 1, ‘$1, 635; 
1, $1,740. 
'42—SD ‘sedan, 1, $1. 000; 1, $1,315. 
'41—Sedan, 1, $1,090 
*40—Sedan, 1, $770; :, $965; 1, $860; 
1, $855. 
*39— Sedan, 1, $635; 1, $700; 1, $465. 
38—Master sedan, 1, $525. 
DE soTO 


*41—Deluxe sedan, 1, $1,050. 
DODGE 


*40—Sedan, 1, $540. 
*37—-Sedan, 1, $270. 
FORD 
'47—SD sedan, 1, $1,850; 1, $1,700 
'47—SD convertible, 1, $2,090. 
'46—SD club coupe, 1, $1,705; 1, $1,525; 
1, $1,540; 1, $1,585; 1, $1,525. 
'41—Convertible, 1, $1,200. 
'41—Sedan, 1, $1,475. 
*40—Sedan, 1, $910. 
*38—Sedan, 1, $350. 
HUDSON 
'46—(8) club coupe, 1, $1,560. 
*41—(6) club coupe, 1, $520. 
'38—(6) sedan, 1, $265. 
MERCURY 
*47—Sedan, 1, $1,900. 
*46—Sedan, 1, $1,700. 
*41—Club coupe, 1, $1,035. 
NASH 
sedan, 1, $875. 
OLDSMOBILE 
*42—(76) sedan, 1, $1,235. 
*41—(66) club coupe, 1, $1,100 
'38—(6) business coupe, $395. 
PLYMOUTH 
'47—-SD sedan, 1, $1,845. 
'42—SD business coupe, 1, $925 
*41—SD coupe, 1, $1,035. 
*41—SD sedan, 1, $845. 
'37—Business coupe, 1, $360 
PONTIAC 
'47-——-(8) sedanette, 1, $2,300. 
*41—(8) sedan, 1, $1,010. 
*38—(8) sedan, 1, $225. 
'36—(8) sedan, 1, $145. 
STUDEBAKER 
*‘47—Commander club coupe, 1, $2,385. 
*39—Champion sedan, 1, $440. 
*35—Dictator sedan, 1, $110. j 
WILLYS | 
'40-—Deluxe sedan, 1, $345. 
MISCELLANEOUS 
'39-—LaSalle convertible, 1, $700 


BUFFALO 


'42—"*800"" 


(Simple Simon Buffalo Auto Auction. | 
Sale every Tuesday Prices for sale of 
May 11.) 


(Prices up across the board on all 
clean merchandise.) 


BUICK 

'48—Super convertible, 1, $3,375 
'47—Sedan, 1, $2,440. 
'47—Convertible, 1, $2,870. 
'40—RM sedan, 1, $1,090. 

CADILLAC 
'47—(62) sedan, 1, $3,260. 
'41—(61) sedan, 1, $1,230. 

CHEVROLET 
'47—FM convertible, 1, $1,900; 1, 
'47—One-ton pickup, 1, $1,100. 
'46—SM sedan, 1, $1,525. 
‘42—FL aerosedan, 1, $1,130 | 
'41—Club coupe, 1, $670 | 


$2,310. 


'39-—Sedan, 1, $575. 

DODGE 
'42—Custom sedan, 1, $1,100. 

FORD 


'48—Half-ton panel, 1, $1,675. | 
8—SD sedan, 1, $2,075 
‘47—Sedan, 1, $1,810. 
'47—Convertible, 1, $1,775. | 
'46—Station wagon, 1, $1,630. } 
'42—Sedan, 1, $800. | 
HUDSON 
1, $2,575; 1, $2,545 
LINCOLN 


'48—-Sedan, 
47—-Sedan, 1, 


19—Sedan, 1 
48—Sedan, 1, 


i7-Ambassador sedan, 1, $1,800 

OLDSMOBILE 
1, $400. 

PLYMOUTH 
18—-SD club coupe, 1, $2,260 
412—Sedan, 1, $1,010. 
40—Sedan, 1, $930. 
39—Sedan, 1, $500. 

PONTIAC 

—Sedan, 1, $830. 

'39—Glub coupe, 1, $555. 
STUDEBAKER 
'47—Champion sedan, 1, $1,640 | 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
day. Prices are for sale of May 7.) 
BUICK 
'47—Super sedan, 1, $2,375 
'46—Super sedan, 1, $1,855 


s{9—-Sedan, 


Fri- 





— ~ — 


| °42—Century sedan, 1, $930. 
'38—Sedan, 1, ‘aan 


DILLAC 
'47—(62) sedan, ? $3,300. 


CHEVROLET 

'47—FL aerosedan, 1, $2,040. 
‘47—FM convertible, 1, $2,250. 
'41—SD sedan, 1, $975. 
‘41—Convertible, 1, $1,150. 
*40—Sedan, 1, $625; 1, $975; 1, $800 

DE SOTO 
'40—Sedan, 1, $785. 

DODGE 
'47—1%-ton beer body, 1, $1,250. 
'41—(WK-60) 3-ton tractor, 1, $450. 

FORD 


*48—SD club coupe, 1, $2,020. 
’47—Cab-over-engine dump, 1, $1,000 
'46—SD sedan, 1, $1,650; 1, $1,550. 
*46—Panel, 1, $1,010. 
*42—Sedan, 1, $600. 
*39—Coupe, 1, $450. 

MERCURY 
1, $1,605. 

OLDSMOBILE 
*42—(66) sedan, 1, $810; 1, $735. 
*41—(76) sedan, 1, $350. 

PLYMOUTH 
'48—SD sedan, 1, $2,130. 
'47—SD sedan, 1, $1,500; 1, $1,470. 
'46—Deiuxe sedan, 1, $1,450. 
'40—Sedan, 1, $600; 1, $560. 
PONTIAC 
*41—Streamliner sedan, 1, $910. 


CORRY, PA. 


'46—Sedan, 


(Corry Auto Auction. Aikens Motor Sales. | 
auctioneer 


Inc., operator. Ray Austin, 





S 
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Sale every Saturday. Listings are for May cars out of 100 offerings; 24 48s, 
8.) 32 °478, 21 °46s, 23 older models.) 
BUICK B 


‘47—RM sedan, 1, $2,380. 
'46—Super sedan, 1, $2,100. 
'46—RM sedan, 1, $2,200. 
'39—Special sedan, 1, $750. 


UICK 
'47—RM convertible, 1, $2,875. 
*46—RM sedan, 1, $2, 150. 
*42—Special s an, 1, $1,100. 
*40—Super con ertible, 1, $1,050. 
CHE *37—Century convertible, 1, $650. 
'48—F™M convertible, 1, $2,600. 


CADILLAC 
‘47—FL aerosedan, 1, ‘$2,000; - $2,125. 41— 
'46—FL ae an, 2° 41—(62) convertible, 1, $1,775. 


$1, 
'46—FM sedan, 1, $1,620; 1, $1,720; CHEVROLET 
1, $1, 675. $ ‘$ '48—FL sedan, 1, $2,450; 1, $2,500. 
*41—Sedan, 1, $650. '48—SM sedan, 1, $2,350. 
ae“) Sa ae. A = — 750; 1, $1,700. 
'39—Pickup, 1, $450. aif-ton pickup, 
D. 2, Gees '47—FL sedan, 1, $2,200; i, $2,170. 


DE SOTO 47—F™M club cou 
, ae pe, 1, $2,050. 
41—Business coupe, 1, $475. '47—FM convertible, 1, $2,250. 
| DODGE ‘47—SM business coupe, 1, $1,660 


‘48—Custom sedan, 1, $2,310 
| '47—Sedan, 1, $2,150; 1, $1,860 
| '46—Sedan, 1, $1,775. 

FORD 

‘48—Half-ton pickup, 1, $1,775. 
'48—SD sedan, 1, $2,100. 
| *47—Club coupe, 1, $1,860. 


'47—Half-ton pickup, 1, $1,700; 1, $1,650. 
‘46—SM sedan, 1, $1,560. 

‘46—F™M sedan, 1, $1, 2a 

‘42—SD sedan, 1, $1,050. 

*39—SD sedan delivery, 3 $685. 


CHRYSLER 
'47—Town & Country sedan, 1, $2,675. 


'41—Pickup, 1, $620. '47—Town & Country convertible, 1, $2,700. 
*36—Coupe, 1, a *47—Windsor convertible, 1, $2,650. 

Bs DE soTo 

| '46—(6) sedan, 1, ae | '47—Custom sedan, 1, $2,300. 

| '46—Ambassador sedan, 1, $1,650 DODGE 


'48—Business coupe, 1, $2,020; 1, $2,170. 
*47—Convertible, 1, $2,230. 
*46—Sedan, 1, $1,640; 1, $1,630. 


'46—SD sedan, 2, $1,570; 1, $1,610. 
*46—Deluxe sedan, 1, $1,470. 
'41—Deluxe sedan, 1, $980. 
*40—Deluxe club coupe, 1, $750. 


| '46—''600"’ sedan, 1, $1,530. '47—Deluxe sedan, 1, $1,850. 

| OLDSMOBILE *46—Custom sedan, 1, $1,750. 

| '47—(98) sedan, 1, $2,500. | FORD 

| PACKARD ‘48—SD sedan, 1, $1,925. 

| '48—Convertible, 1, $3,100. '48—Half-ton pickup, 1, $1,625. 

| YMOUTH '47—SD sedan, 1, $1,740; 1, $1,690. 
| 


RAZER 
ALBANY, N. Y. 47—Bedan, 1, $1410 
(Tim Anspach's Dealer Auto Auction. HUDSON 


Sale every Monday. 
May 10.) 
(Sale of May 10 dest ever. 


Prices are for sale 6f 


'48—(8) sedan, 1, $2,725. 
'48—-(6) club ceupe, 1, $2,770. 
Sold 71 "46 


4 £108 





(6) sedan, 1, $1,430; 1, $1,425 


ver one million installations now make it easier 
than ever to sell Trico’s “Two Little Squirts”. . . to 
car owners . . . to taxicab and truck owners by the fleet. 
And Trico is helping further by colorful and consistent 
advertising in the Saturday Evening Post, Life, 
Collier’s, Time, Country Gentleman and other publications 
reaching tens of millions. 
Now easier than ever to install, too, with a large 
volume of new car production being piped at the oatiare, 


The big season is just ahead. Ovdvk your stock NOW. 


Trico Products Corporation, Buffalo 3, N.Y. 








47 


KAISER 

'47—Sedan, 1, $1,490. 
LINCOLN 

'49—(91) sedan, 1, $3,750. 
MERCURY 


*48—Convertible, 1, $2,375. 
’48—Club coupe, 1, $2,160. 
'47—Sedan, 1, $1,925. 
NASH 

'46—Ambassador sedan, 2, $1,525. 
'41—Ambassador sedan, 1, $1,010. 

OLDSMOBILE 
'47—(98) convertible, 1, $2,750. 
'47—(98) sedanette, 1, $2,850. 

PACKARD 


'47—Clipper sedan, 1, $2,360. 
PLYMOUTH 
'48—SD sedan, 1, $2,290; 1, $2,300; 
1, $2,275. 
'47—SD sedan, 1, $1,720. 
*46—Deluxe sedan, 1, $970. 
'41—SD sedan, 1, $830; 1, $910. 
PONTIAC 
'48—Torpedo (6) sedan, 1, $2,800. 
'47—(8) convertible, 1, $2,600. 
'47—(8) sedan, 1, $2,450; 1, $2,375. 
'41—(6) sedanette, 1, $1,070. 
STUDEBAKER 
'48—-Commander convertible, 1, $2,960; 


'46—Linn van body truck, 1, $1,070. 


Freeman Occupies New Home 


In Chattanooga, Tenn. 


Freeman Pontiac Co., Chatta- 
nooga, Tenn., has occupied its new 
$175,000 building at Third and 
Chestnut Sts. 

The building is a two-story struc- 
ture, 60 by 224 feet, with a one- 
story 30 by 30 foot section at the 
front for the showroom, according 
to C. E, Freeman. 





H.. THE DIRT WITH EVERY SQUIRT 
... fully automatic; nothing to pump 
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How Coyle Looks at the Tradein .. . 
Dealer-Customer Sore Spot 


der-allowing on used cars, demand- 
ing used cars be traded in to secure 
new-car delivery, or in price pack- 
ing, they will find they are not 
wanted by the factories when con- 
tract renewal time comes.” 
. * * 
OYLE listed current new-car 
merchandising problems as the 
following: 

“1. The demand for new cars is 
greater today than when the war 
ended. 

“2. It would require more than 
two years to fill the orders now on 
















(Continued from Page 1) 


These personal contacts will have 
an important influence as to fu- 
ture relations with these people. 
The question should be settled 


profit by the present high market 
wd his used ~. . It oe 
ends, build confidence an a 
Sees that is fair to both fine investment in the future of the 
f hise. 
The dealer should realize that his Pee a a 
present new-car discount was estab- | wN REVIEWING the postwar dis- 
lished on a sufficiently high per- I tribution problems facing the in- 
centage in relation to list price to| qustry, Coyle asserted: 
compensate him for the used-car} {nan industry involving 46,000 
losses he normally sustained in pre-| new-car dealers, there are sure 
war markets. Under present cir-| to be some who are unethical, 


Sleek Models 


Cars and Girls to Parade 
On Phila.’s July 4 

PHILADELPHIA. — Automo- 
biles—and beautiful girls—on pa- 
rade will be one of the top fea- 
tures of the Philadelphia Bulletin’s 
July 4 free celebration in Fair- 
mount park. The “cavalcade of 
cars” will be presented by the 
Philadelphia Automobile Trade 
Assn. 

Scores of new cars are slated to 
take part in the parade, which 
will start on N. Broad St. before 
noon. The cars with their comely 
passengers will then roll slowly to 
the Parkway, with the radio in 
each vehicle tuned to a special 


__ TRUCK SECTION 


decorated floats, will then parade 
out the Parkway to the Girard 
Ave. bridge, from where it will go 
to Smith Memorial where a re- 
viewing stand, crowded with celeb 
rities, will be set up. 

Each car will then take up 
predetermined position, forming a 
gigantic, glittering rectangle on 
both the north and south con 
courses for viewing by the throng 
that always attends the Bulletin’: 
July 4 celebration. The outdoor 
automobile show will cover an ares 
of over one square mile. 

The make and model of each 
automobile will be indicated by a 
flower-decked placard attached to 
the side panel of the car. 
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cumstances he will have no used- 
car loss. Furthermore, he is receiv- 
ing the same high new-car discount 
percentage on a price that is at 
least 60 percent above prewar. 


F HE is assured the new car will 

not pass into the black market, 
he should permit the customer to 
sell his own used car if he wishes 
to do so. 

There is a generous profit to 
the dealer on the new-car tran- 
saction. A large part of this is 
due to demand, a high discount 
percentage allowed by the fac- 


‘GM 
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BINS 


Made of HEAVY GAUGE— 


although most:are operating on 
sound principles. Let there be no 


want dealers who indulge in them 
representing their products.” 
Coyle declared that “within legal 
limitations, where it can be proven 
a dealer has been engaged in black- 
market activities, his contract will 
either be canceled or not renewed.” 
“Furthermore,” he continued, 
“where dealers are guilty of load- 
ing cars with unwanted accessories 
on a ‘take-it-or-leave-it’ basis, un- 


ALUMINUM 
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DELIVERY 
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FINISH 
ALUMINUM 
MAKES FOR 
BRIGHT, 
CLEAN 
COMPART- 
MENTS 


Model AA-1 


36" w.x12"d.x85!/2"h. 


$38 


F.0.B. Wellston,O. 


Other Typical 
Units Priced 
Attractively 


Engineered to Provide Proper Strength 
SHIPPED ASSEMBLED—Ready to Use 
ADJUSTABLE COMPARTMENTS 





THE FRICK-GALLAGHER MFG. CO. 
FACTORY: WELLSTON, OHIO 

SALES OFFICE: 250 S. BROAD ST.—PHILADELPSIA 2, PA. 

Telephone Kingsley 5-0687 





























been proven the quickest, least expensive 
method of reaching the men who want wha' 
you have or have what you want! See the 
back pages of this issue. 


program broadcast by the Bulle- 
tin’s radio station, WCAU. 
The cavalcade, accompanied by 


the dealers’ books. 

“3. Cars on the highway are 
now 2% years older than they 
were when the war ended. 

“4. Inflation has necessitated 
raising new-car prices a minimum 
of 60 percent over the prices pre- 
vailing in 1941. 

“5. The public is bidding from 
$800 in the low-priced field to more 
than $3,000 in the high-priced field 
above the prices recommended by 
the factories. 

“6. Used cars of the 1940-1-2 
vintage are selling at 75 percent 
of the recommended 1948 new-car 
prices. 

“7, Used cars in the low-priced 
field of the 1946-7-8 vintage are 
selling at from $200 to $800 above 
the recommended 1948 new-car 
prices.” 


































Silent Beauty... 





a + * 


(RaenVine that the industry’s 
ability to meet the tremendous 
new-car demand has been retarded 
by materials shortages, Coyle said 
no major expansions of steel pro- 
duction above last year’s produc- 
tion rate were in prospect. 
Further high-priority inroads into 
steel production, such as the Euro- 
pean Recovery program, appear 
likely to limit yearly car and truck 
production “to the area of 5,000,000 


Two Models Available 


Pecket Airform, painted aluminum shade with stain- 
less steel center strip, List Price, $22.50 — Dealer's 
Cost, $13.50.... Peckeat Airform Chrome, with .. + De 





vehicles a year,” he said. chrome brackets, end caps and center piece (illustrated), of se 
“If we are restricted to an List Price, $26.00— Dealer's Cost, $15.60. (Prices f.0.b. 
annual production of 5,000,000 Maywood, Illinois — slightly higher west of Rockies). scient 
units,” Coyle pointed out, “then Be sure to order shades by name as listed above. ‘ 
we will have the black market provic 
on new cars and a high price on tent 
used cars with us for some time ; 
to come. sures 
“The potential new-car buyer is | more c 
convinced both the factory and the Mor We 
dealer are participating in the ft. oe best p 
black market by selling cars out wantin 
Digtaet Wadden Wt io certain this te Strikingly beautiful . . . silent as the stars—that’s the Peckat ee 
not true of any factory and we Airform, America’s leading auto shade! It has the exclusive 
are convinced the vast majority of patented “clamp-on” brackets, 2-way adjustability—one model And 
dealers are equally blameless. : Mnpat 8 has th 
“The factories have traced by fits most cars, curved aluminum surfaces for greater rigidity as 
motor and serial number thousands and beauty! For styling and service, Peckat Airform is truly it’s 
of these cars that were offered in : 
the black market and have deter- @ shade Letter then the rest! 
mined that they were sold by the FRE 
allah g Ro ory- Al orcomao CHARLES PECKAT MANUFACTURING CO., MAYWOOD, ILL juin 
accepted the opportunity for resale trainin 
at a price substantially above the 
amount he paid. The public still ———— tising 
believes the factory could control : 
co | AERO-TONE 32a¥ | | =- 
oe eee ° SPEAKER ative | 
GM Pays Nearly $350,000 tor to 
To Booster Inventor one full ste 
ST. LOUIS.—Dr. Elmer G. Kes- | 
ling, dentist-inventor of Dexter, 3-WAY 
Mo., has received two checks total- - 
$344,894 from General Motors 
CONTROL 


for royalties on a patented vacuum 
booster mechanism for shifting 
gears which has been used on 
Chevrolets since 1938. The royalties 
were paid by Bendix Aviation Corp., 
which supplies the shift equipment 





to General Motors. Fe FED 
One of the checks was for $310,- Both Together 4 UL F) 
486.08, while the other, for $34,- wW, af 


@ Rear Alone 


407.97, represented interest. Dr. Kes- 
ling, who was unable to deposit 
the checks in the bank at Dexter 
because the president said they 
amounted to too much, will receive 
additional royalties for use of the 
mechanism. 


DOUBLES Auto Radio Pleasure! 
ELIMINATES Front Seat Blast! 


Offer your customers complete auto radio reception 
with the most modern, acoustically engineered, beau- 
tiful chrome design rear-seat speaker on the market. 
Fits ALL cars—each unit is complete — easily and 
quickly installed—fully guaranteed. Order direct, or 
write for further details. 


cone $ 8 5 o Dealers 
List 


Donley Opens Second Firm 

Frank Donley, head of Donley 
Chevrolet Co., Martinez, Calif., has 
opened a second dealership in Ro- 
deo, Calif. Ben Hampton has been |} 
appointed manager of the new 
headquarters, which will serve the 
— of Pinole, Rodeo and Crock- 





Discounts: |! to I! units—33',% 
12 or more—40% 


2% on cash with order 





Terms: 


<<trtapseenrneniiseeneesnteaenniidines C.O.D. Shipments F.0.B8. Detroit THE DAVIS 
Bloomfield K-F Outlet 
The Bloomfield Garage at 689 JOHNNY MOTOR SALES, Inc. 
Park Ave., Bleomfield, Conn., has Rats tag 


12040 Jos. Campau 


Detroit 12, Mich. 


taken on the Kaiser-Frazer line. 
Charles B. Politis is proprietor. 
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less weight, but comfort, with a 
greater economy and, due to the 
tremendous traffic congestion and 
limitations of parking space, with 
greater maneuvering ability. Davis 
has all of that, but there are still 
a good number of questions left 
to be asked about. 

Let’s examine the units of his 
car: 

The chassis is up to the front 
wheel, of standard design, a heavy 
U frame, with Hercules 4 cylinder 
engine of about 60 hp. The power 
train consists of proven units— 
clutch, transmission, propeller 
shaft, differential, rear axle and 
rear axle suspension by coil 


Letterbox | 


(Continued from Page 4) 


tion job, but this does not seem 
to be far off. One must also con- 
sider this car is being designed 
and built in California and one 
will have to watch its performance 
in other sections as to climate 
and road conditions. 


The idea to assemble it in zone 
plants seems sound... 

All in all, I was favorably im- 
pressed by the humming activities, 
the moderate claims, the carefully 
advanced design and the obviously 
American solution of a lighter car 
problem. If Davis has any of Hen- 
ry Ford’s abilities to stick to his 
idea and model, he is bound to 
make a heck of a lot of money 





TRUCK FOR ALASKA—Truck dealers even in Alaska are seeing the profit potential in sell- 
ing @ complete truck job rather than just a cab and chassis. Wade W. Witmer, assistant 
sales manager of Oltman-O'Neill, is all set to start from the Ford Rotunda to Seattle in a 


Ford truck mounted with a Packette body. This combination represents the last word in 


springs, shock absorbers, etc. The 
brakes for the three wheels are 
different, but they are of tried de- 
sign: disc brakes, which will come 
more and more anyway, just as 
they are used in airplanes. 


| 

Putting the front wheel ahead 
of the engine compartment takes 
| away a lot of conglomerstions of 
| Parts and need for front wheel 
| alignment, etc. Admitted, Davis 
| will have an uphill fight on his 
| hands to put the idea of the one 
front wheel over, but the solid 
and sound design of the front 
| wheel suspension will aid him con- 
| Siderably. The wheel is mounted 
on a half-fork carrier, which turns 
in roller bearings. .. . 


The one-front wheel design pro- 
vides the additional flexibility of 
steering which will make the car 
different from any other on the 
road so far. Effortless steering, 
parking in spaces others can’t en- 
ter and shorter turns are the ad- 
vantages. ... 


The weight supposedly will be 
kept below 1,500 pounds with a 
wheelbase of 108 inches—and that 
is the second revolutionary step 
forward by Davis. The body design 
comes from the airplane industry 
and the material used will be 
aluminum throughout, but the Da- 
vis men are smart enough to 
think of serviceability and also of 
flexibility for future changes in 
body design and arrangement of 
seating. Not everybody will want 
a car with one bench for four in 
one row. 

So far, all the details and sup- 
plied units do not seem to have 
been frozen into the final produc- 


Firm F arm Sales 
Seen by Dealers 


For Dearborn 


DEARBORN.—Ford tractor and 
Dearborn farm equipment dealers 
in the Midwest, New England and 
Southeastern sections of the coun- 
try expect the farm tractor and 
implement market to hold firm “for 
some months to come.” 


That’s the reaction top manage- 
ment officials of Dearborn Motors 
received last week at four regional 
dealer meetings in Detroit, Phila- 
delphia, Atlanta and Memphis. 


Frank R. Pierce, president of 
Dearborn, said distributors and ap- 
proximately 1,700 dealers attended 
the meetings, the first in a series 
of 10 being held in principal cities 
throughout the nation. 


Attending the meetings with 
Pierce are Thomas A. Farrell, vice- 
president, and Merritt D. Hill, gen- 
eral sales manager. Other regional 
meetings will be held May 17 at 
Des Moines; May 18, Minneapolis; 
June 3, Denver; June 5, Sun Valley, 
Ida., and June 7, Oakland, Calif. 

Dealers reported, Pierce said, that 
the unfilled wartime demands for 
farm equipment, the increasing 
mechanization of both large and 
small farms, plus the strong finan- 
cial position of the farmers, all | 
point to a strong market for some | 
time ahead. 

Dealers told Dearborn officials 
that the new Ford 8N tractor, in- 
troduced 10 months ago, is contin- 
uing to receive widespread cus- 
tomer approval. 

“Virtually every dealer could de- 
liver many more tractors if he 
could get them,” Pierce said. 





.. . because Fendix is a blend 
of service-proved materials, 
scientifically formulated to 
provide a higher solids con- 
tent. Greater uniformity as- 
sures you easier spraying— 
more coverage per drum-—and 
best performance in rust pre- 
vention and sound deadening 
from only a 4” undercoating. 
And remember, only Fendix 
has the special safety solvent 

it’s safer to store and use. 


FREE A complete and 


continuing program of free 
training, service, and adver- 
tising material. Write for a 
Davison Factory Represent- 
ative or authorized distribu- 
tor to call and give you the 
full story of why there is 


—— = 


MORE FOR YOU 


FROM FENDIX 





3 Fendix is listed under Reex- 
i UL +) amination Service of Under- 
writers’ Laboratories, Inc. 


Christensen Builds 


Christensen Motors, Corry, Pa., 
has been granted a building per- 
mit to construct an addition to its 
garage building at an estimated 
cost of $4,000. The job will be com.- | 
pleted this summer. 


ITHE DAVISON “Wy CORPORATION 
BairimMore 3. wo 


Fine tanh (lot 





and provide a good number of ee and was ordered by Baranof Motor Service (Ford) in Sitka. C. J. Soder- 
people with a second car or with a — at and fleet sales manager in the Dearborn district, is shown giving Witmer a 
ast ""g uck."" 


Cn, Wata. Tay can Gre. mee, | ee. s saan _ ai 


instead of a big used one, which _—- . 
keeps them paying a rent to repair} Building Davis Showroom | viding ® display area of 25 by 45 
F. L. Lawery and John Cobb feet. Estimated construction cost 


shops. . . 
I, f , think D : 
tae Grader’ Cones Te Chien mass | have been tasued ‘a building per-|'* $6700 
Sunset Place, Los Angeles. mit for @ salesroom in which to AUTOMOTIVE NEWS, the New aper of 
Eprror’s Nota: George L. Glaser | exhibit the Davis car in Richmond, |...’ i austry, read by everyone whe sounte 
covers U. 8. automotive develop- | Calif. The plans call for construc- | in america's No. 1 Industry an esti- 


ments for a German publication. ‘tion of a one-story building pro-| mated 90,000 readers weekly! 
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ae Bad SH a Ae oe 


THE MODERN home of Shade Equipment Co., Inc., 
in Caruthersville, Mo., has efficient sales and service 
facilities, complete paint and body shop and repair 
equipment, Curtis Sawyer, left, is general manager 
and L. S. Shade, right, is president of the firm. 


Another | 
Truck Headquarters... cROWS 


because we know we have a great 
future with White Super Power,” 
Mr. Shade reports. 

“We operate in a busy agricultural 
area that is alert to the efficiency 
and economy of White Super Power. 
Our customers are sold, too, on the 
importance of the White Preventive 
Maintenance and the Personalized 
Service programs,” he says. 

It’s the same story from coast to 
coast. Because White Super Power 
is first choice of the leaders in 
every truck-using industry who 
know that an investment in White 
extra quality pays extra dividends, 
White Distributors and Dealers are 
geared to expanding sales. 


ANOTHER WHITE DISTRIBUTOR, 
Shade Equipment Company, Inc., of 
Caruthersville, Missouri, has greatly 
expanded its Truck Headquarters 
to meet the enlarged demand for 
White Super Power Trucks and 
White Preventive Maintenance. 

L. S. Shade, president of Shade 
Equipment, has been in the automo- 
tive industry since the pioneering 
days. He points to his firm’s steady 
growth as the best indication of the 
constantly growing value of the 
White franchise. 

“We have built the finest truck 
headquarters in Southeast Missouri 
—our new building is almost four 
times larger than our old home— 


THE WHITE MOTOR COMPANY « Cleveland 
Builders of the complete line of White Super Power Trucks, city and 
intercity coaches, Safety Schoo! Busses and the famous White Horse 


For more than 45 years the greatest name in trucks 
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TAA to Nominate 
New Directors 


those whose terms expire at the 
time of the association’s annual 
convention. Under TAA by-laws, 
directors are elected for a two-year 


NASHVILLE, Tenn.—A nominat- | *°™™ but one-half of the directorate 


ing committee, composed of two is nominated each year. 
TAA ae from each of the armen ae 
group’s regions, will meet here mod 
June 21 to select nominees for Morgan Re eling 
election to the board of directors 
of the Tennessee Automotive Assn. | has begun extensive remodeling of 
The new directors will replace! its building on N. Washington St. 











BUT A PRACTICAL ANSWER i rae, i iil iin tithe 
ee TO A SERIOUS NEED-« way commissioner of Michigan, 


said he had “utmost confidence in 
the ability of the trucking indus- 
try” to do its part in the difficult 
situation that has arisen due to 
the greatly increased motor traf- 
fic and the inadequacy of high- 
ways. 

“Good as the safety record of the 
trucking companies is in this state,” 
Ziegler declared, “there is no reason 
for laying back and resting on past 


SLE tA a a 


Te LAY ae USED a Ps tainly no time to permit satisfac- 


E5/A L VY SLD hs . tion with the record to blind us to 








the difficulties of the task ahead.” 


* * * 


L. MARCUS, commissioner of 
® the Wisconsin motor vehicle 
department, also warned that re- 
strictions “which may imperil the 
very foundations of your business” 
will be imposed unless the industry 
takes every possible precaution to 
eliminate any causes of complaint 
or criticism by the general public. 

“From the standpoint of public 
opinion,” he said, “and in the inter- 
est of safety and the preservation 
of your own valuable equipment, 
you ought to be policing your own 
operations.” 

Col. Robert Rossow, superintend- 
ent of state police for Indiana, said 
the commercial motor transporta- 
tion industry, which has developed 
“by leaps and bounds into an in- 
tegral part of the transportation 
system of the U. S., has outdis- 
tanced certain functions of govern- 
ment at all levels, thereby multiply- 
ing the decisions all of us face.” 

U. C. Felty, executive officer of 
the Ohio state highway patrol, 
called on the truck operators to 
place greater emphasis on their 
selection of drivers, pointing out 
that truck driving today is a pro- 
fession, rather than a job to be 
performed by any unskilled em- 
ploye. 

The day will come, he said, when 
truck drivers will have to be 
schooled thoroughly in their profes- 
sion. He added the Ohio patrol will 
be glad to furnish law instructors 
if such a school can be started in 
that state. 


The 
STUR-DEE 


































is an engineered 
grill guard with an 
exclusive method 
of mounting that provides maximum protec- 
tion of costly front-end parts .. . No vibration 
-.. no rattling . . . no excess weight to 

affect front-end balance . . . and no frills to 
“compete” with the carefully planned lines 


of the truck. Write for prices and details. 


2520 South Indiana Ave 
CHICAGO 16, ILLINOIS 


Pa the 


* + * 


T THE GENERAL luncheon 

that followed the morning’s ses- 
sion, Walter W. Belson, director of 
public relations for ATA, reported 
to the motor carrier gathering on 
the trucking industry’s public rela- 
tions activities. 


Quantity 
PRODUCTION 


ej 


IRON CASTINGS 


this industry—if it wants to live— 
but to wipe out any conflict that 
might occur with the general public 
on the highways; to correct any sit- 
uation that might tend to dilute the 
goodwill that has been earned by 
the industry through its own ac- 
tions and through its public rela- 
tions program,” Belson said. 

At the afternoon session, the dele- 
gates heard two trucking company 
executives outline steps necessary 
to build a good safety program for 
any company, regardless of its size. 

A. C. Scott, president of Geo. F. 
Alger Co., Detroit, said the first 
requirement in any safety pro- 
gram is the active participation 
of top management. 

“It isn’t a job for the safety di- 

rector alone when he takes on a 
new driver,” he said. “It’s a job for 
everybody on the company’s staff. 
We must convince every new man 
that our company and every em- 
ploye of our company has an active, 
personal interest in safety.” 
D. H. Gilhousen, director of safety 
and personnel, Norwalk Truck 
Lines, Norwalk, O., said too many 
carriers are not applying their full 
knowledge of safety methods. 

“To make a safety program pay,” 
he said, “you've got to use it. Take 
home the ideas and safety pro- 
grams you have heard about here 
and put them into operation. You 
can listen to speeches all afternoon, 
but they’ll do you no good at all un- 


GREY 


ONE OF THE NATION'S 
ARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1366 
THE WHELAND COMPANY 
FOUNDRY DIVISION 


CHATTANOOGA 2, TENNESS 


Watch Public Opinion! 


Truckers Warned Big Danger Lies 
in Restrictive Legislation 
(Continued from Page 39) 
since the recent increase in gasoline 
Morgan Motor Co., Iola, Kans.,| tax, there might be a tendency to 

avoid buying gasoline in Kentucky. 
The department of revenue wants 
each company to make arrange- 
ments, and advise it of these ar- 


rangements, whereby the state will 
have assurance that you will buy a 
pro-rata part of your gasoline in 


























“There is absolutely no choice for | 
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less you actually use the informa- 
tion.” 
* * > 
I. HARDGROVE, vice-presi- 

* dent in charge of purchases 
for Liberty Highway Co., Toledo, 
said the first consideration in se- 
lecting equipment for a truck fleet 
is standardization. He recom- 
mended use of as few different 
makes and models of trucks as pos- 
sible. 

Hardgrove described the “safety 
lane” at his company’s Toledo head- 
quarters where an average of 100 
vehicles are checked daily to make 
sure they are roadworthy. The 
maintenance supervisor, he said, 
has authority to tie up any vehicle 
for repairs the minute he finds it 
necessary to do so and, as a result, 
road failures have been cut to a 
minimum. 

The delegates also heard Maj. 
R. C. St. John of the office of the 
chief of transportation, Army de- 
partment, urge cooperation with 
the Army’s affiliation plan under 
which motor carriers and the 
Transportation corps are working 
together to set up reserve units. 


GM to Dispose 
Of Holdings in 


North American 


WASHINGTON. — General Mo- 
tors next month will offer for pub- 
lic sale the entire block of 1,000,061 
shares of stock which it holds in 
North American Aviation, Inc. 

SEC was officially informed of 
the proposed sale by the aviation 
company last week. The GM hold- 
ings constitute 29.1 percent of 
North American’s outstanding 
stock. 

A GM spokesman said the move 
is in line with the corporation’s 
policy calling for elimination of in- 
vestments in lines with which GM 
does not have a direct business 
relationship. 

Last January, GM realized about 
$10,400,000 from the sale of 399,990 
shares of the common stock of 
Bendix Aviation Corp. 

SEC was told that the offering 
price and underwriting terms of 
the North American offering will 
be filed later. Morgan, Stanley & 
= has agreed to underwrite the 
sale. 











Star Names Moyer 
Star Motor Co., Inc. (Ferd), Lo- 
gansport, Ind. has named Ralph 
Moyer manager of its commercial 
car department. 












Obituaries 


Dealer Oden Dies 


Of Heart Attack 
ALBUQUERQUE, N. M. — Clyd« 





| E. Oden, 57, president of Oden Mo 
|tor Co. (Buick-Chevrolet), died o 


a heart attack at his home her 
May 11. 

Besides his automotive interests 
Mr. Oden was also one of five part- 
ners owning the Albuquerque City 
Bus Co. and owned interests in an 
oil company, auto court and sav- 
ings company. 

* * * 
Reginald H. Wisbach 

BARRINGTON, R. I.—Reginald H. Wis 
bach, general manager and treasurer of 
Gale Motors, Inc. (Dodge-Plymouth), at 
Fall River, Mass., died May 10 at his 
home here. 

. . * 
Jerry Lynch Sr. 

DETROIT.—Jerry Lynch sr., prominent 
local and Los Angeles auto dealer, died in 
a hospital here May 15, 20 hours after 
being admitted for a heart condition. Mr 
Lynch was the founder of Jerry Lynch 
Motor Sales in Detroit, in which his son 
Jerry Lynch jr., is a partner. 

7. > 7. 


Claude R. Carver 
NORFOLK, Va.—Claude R. Carver, 77, 
secretary-treasurer of the automobile firm 
of F. A. Roethke, Inc., died here May 10 
after a long illness. He was a native of 
North Carolina, and had been in business 
in Norfolk for 45 years. 
> . . 
Rowland C. Pennington 
ARKADELPHIA, Ark.—Rowland C. Pen- 
nington, 52, Chrysler-Plymouth dealer, died 
here. Funeral services were conducted 
May 10. 
> . . 
Cassie B. Wingate 
DAYTONA BEACH, Fla. — Cassie B 
Wingate, 64, former city commissioner of 
Daytona Beach, Fla., died recently in that 
resort. A native of Ormond, Fila., he 
moved to Daytona and established one of 
the city’s first automobile businesses. For 
29 years he was a partner with the late 
W. B. Shaw in San Juan Motor Co. 
. . + 


Bowden Duff 
COLUMBIA, La.—(UTPS)—The body of 
Bowden Duff, 44, Columbia automobile 
dealer, was found on Apr. 24 in his sub- 
merged car in a pit on the river side of 
a levee about a mile from Columbia, It 
is believed that he ran off the road into 
the pit and was drowned when he was 

unable to get out of the car. 

. 


J. Roland Hunt 
BALTIMORE.—J. Roland Hunt, presi- 
dent of an auto jobbing company, died 
recently at Mercy hospital. For 34 years 
he was president of the company that bore 


his name. 
* * 


* 
Charles B. Lewis 
WORCESTER, Mass.—Charles B, Lewis 
48, general manager of Worcester Buick 
Co., died last week at his home here. He 
joined the dealership 23 years ago as a 
salesman. 


Two Hydraulic Fluids 


Offered by Flare Firm 


Completely conforming to SAE 
standards, two hydraulic brake 
fluids are offered by Bell Co., Inc., 
Chicago, maker of Flare automo- 
tive chemicals. 

The new products are Flare 
moderate duty hydraulic brake 
fluid, for average driving condi- 
tions, and Flare heavy duty hy- 
draulic brake fluid, for severe driv- 
ing conditions. 


A NEW FAST-SELLING CAR NECESSITY 


C 
SAV- 


R 
-MAT 


- - + Fits All Cars - - - 


® Keeps New Cars New Looking 
® Improves Old Car Appearance 
® Keeps Car Floors Clean 


® Covers Worn Mats 
©@ Improves Interior Appearance 
® Protects Carpets 


® Protects Showroom Cars 


STOCK IT... DISPLAY IT... IT SELLS ITSELF! 
LIST, $1.50 — DEALER PRICE, $11.28 PER DOZ. 


STELLO PRODUCTS CO. 


704 S. Main Box 349 





Hutchinson, Kansas 
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TRUCK SECTION — 


Pontiac Pioneers 


|son for it—is the finest recom- 
| mendation any company ever could 


Old Timers’ Fete Represents | hope to obtain.” 


3,959 Work Years 


PONTIAC. — One hundred forty- 
four employes of Pontiac Motor, 
averaging 27 years’ service with the 
division or with General Motors, 
were honored with gifts and a ban- 
quet in the plant dining rooms here 
last week. 

Presenting watches to the veter- 
ans, who have an aggregate of 3,959 
years of service, General Manager 
Harry J. Klingler, who himself has 
a 29-year record, said: 

“It is high praise for Pontiac and 
General Motors that you have found 
this a good place to work for at 
least a quarter of a century. We 
have tried to keep it so. And it is 
pleasing to know that, in some 
measure, we have succeeded. Your 


Wyo. Truek Permits 
Up 3,000 Over °47 


CHEYENNE, Wyo. — Wyoming 
truck registrations have risen to a 
total of 23,669 thus far this year, 
an increase of 3,000 over the same 
period last year, it was reported 
last week by the state highway 
department. The jump was attrib- 
uted by the department largely to 
the booming tempo of oil activity 
in the state this year and accom- 
panying increase in trucking oper- 
ations. 

Compensatory fees (ton-mile tax) 
and one-trip and special permit 
fees showed an increase of $33,821 
over last year, to more than $200,- 
000 for the first three months of 
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PICK-UP 
provements on the new ' Studebaker trucks 
is the double-walled pick-up box. The tail 
gate swings on double-strength side hinges as 
well as a middie hinge. Greater door window 
area ge a higher and wider rear window and 
windshield provide increased visibility. 


Studebaker 


(Continued from Page 41) 


ne the numerous im- 
er 











presence here tonight—and the rea-| the year. 





For SPRING SEASON PROFIT 
Sell Your Customer COMFORT 


with a “WEATHER PROOF” ALUMINUM 





os. 


ALL METAL © Won’t Tear @ DISTINCTIVE 


List Price . . . $24.95 


*Except 1948 Hudsons—Dealers Price $13.95 each 
SIMPLE INSTALLATION—NO HOLES TO DRILL 


Please Specify Car Models 
Sold in Carton Lots Only—6 to a Carton—Wt. 48 Lbs. 
Terms—C.0.D. Immediate Delivery 
F.0O.B. Milwaukee 


Distributors 


CHARLES DISTRIBUTING CORPORATION 
2733 W. Wisconsin Ave. Milwaukee 8, Wis. 








Builds Better 
Good Will Between 
DEALERS 


and 


CUSTOMERS 


Bustin Grille Guards are in- 
dividually designed, easily 
and properly mounted to 
give maximum protection 
to vital front end parts. 


Large and complete stock of 
Grille Guards for many 
makes and models, 


* 
Available for immediate de- 
livery. 


Ask your dealer or write. 


WORKS, INC. 


BUSTIN IRON 


Designers and Manufacturers of Metal Products Since 1928 
110 EAST 130th STREET, NEW YORK 35, N. Y. 
Telephone: ATwater 9-2200 








‘Dealers $11.95 each 


frame side rail is 200% inches. 
Transmission is the same as on the 
%-ton. 

The i-ton is available in two 
wheelbases. The 121-inch wheelbase 
has a maximum gross rating of 
7,800 pounds and carries 8-foot pick- 
up and stake bodies. The 131-inch 
wheelbase has a maximum gross 
rating of 10,000 pounds and carries 
a 9-foot stake body. It has a four- 
speed transmission. 

Front axle capacity is larger than 
before. Lockheed hydraulic front 
brakes are used. The rear brakes 
are Wagner Hi-Tork hydraulic. 

+ * * 


HE 1%-TON VEHICLE has a 

maximum gross rating of 14,000 
pounds. In this heavy-duty model 
the Studebaker six-cylinder “Hy- 
Mileage” engine is used. Cooling 
system capacity is increased 2% 
quarts to 15% quarts. The front 
axle is heavier than in the previous 
model. Turning radius is reduced. 

Maximum gross rating of the new 
2-ton is listed at 16,000 pounds. The 
power plant is also the “Hy-Mile- 
age” engine. The extra-heavy full- 
floating rear axle has hypoid drive. 
Heavy-duty frames are reinforced 
by fishplates. 

Both the 2-ton and 1%-ton mod- 
| ets are available with power-shift 
2-speed axle at extra cost. Both are 
available with 9, 12 and 14-foot 
| stake bodies. 





Pa. Truckers 
‘Turn Spotlight 
On Safety Plans 


| 


| HARRISBURG, Pa. — (UTPS) — 


| program of the Pennsylvania Mo- 
tor Truck Assn. will be given a 
major spot on the 15th annual 
meeting program in Harrisburg 
June 11-12, and fully 50 percent of 
the time of the fall meeting pro- 
ram Sept. 17-18 at Bedford 
Sorinas. 

Outlines of topics to be covered 
|on safety and accident prevention 
in the trucking industry were de- 
|cided at a committee meeting in 


| Edward Gogolin, general manager, 
reported. 

W. Robert Smith, of Scott Bros., 
Philadelphia, chairman of the ac- 
cident prevention division program 
committee, said that a large por- 
tion of the opening session in June 
will be devoted to planning a series 


lof driver participation meetings | 


throughout the year, sponsored by 
county chapters of the organiza- 
tion. 

Meeting with him to develop de- 
tails of the session were Robert 





| controls, has been presented to the 


Corp., Altoona, and Walter W. 
Matthews, managing director of 
the safety council of the Philadel- 
phia chamber of commerce. 

For the Bedford Springs meet- | 
ing a series of short addresses will | 


be presented by nationally known | 


leaders in the safety and accident 
prevention field and numerous ex- 
hibits will be on display. Features | 
of the ATA safety program were 
discussed and some of these will 
be incorporated in the two pro- 
grams. 


Woodard Donates Car 
A Chevrolet, equipped with dual 





Greenville (Tex.) high school by 


Expansion of the highway safety | 


| state headquarters in Harrisburg, | 


T. Elliott, Philadelphia Coke Co.; | 
William W. Ward, Ward Trucking | 





















































| kKema pulled an upset in the recent 
| municipal election by defeating A. 
B. Mattely. 


Rypkema Elected Mayor 
Of Deadwood, S. D. 


DEADWOOD, 8S. D.—An automo- Sa area eanemetn 
bile dealer was elected mayor of | users a weekly audience of an watimated 
Deadwood, S. D., when Eddie Ryp- | 90.000 cover-to-cover readers! ; 





WILL MEAN ADDED PROFITS 


An accessory that every car owner will want installed in his new auto or 
as an addition to an old model. Ideal for salesmen, roadside snacks, 
map reading or writing table. Hand polished top of mahogany with 
gleaming aluminum edge. One wrench needed for installation. 


Retail Price $7.95 ROEMER WOOD PRODUCTS 


Deolers 40% Discount Hasbrouck Heights, N. J. 





SMART-LOOKING, LONG-LASTING 
LUGGAGE FOR THE LADY*... ADDED 
ee a 



















These matched pieces 
gre Top- Alligator. 
Grain COWHIDE 


14” Train 
Case... Re- 
movable tray, 
water - proof 
lined, full 
sized mirror 
in lid. 







26” Pullman Case. 
21” Overnight Case. 
*Note: Contempo offers a full line of quality luggage for the lady and gentieman. 


CONTEMPO Luggage is fashioned from 
the finest quality Leathers. All materials 


The VASSAR . . . Beautiful Matched set 
of Luggage. Available in Brown Alli- 
gator Grain Cowhide . . . Smooth 
Suntan Cowhide ... Antique White 
Rawhide . . . Each fine-fashioned case 
has rich Rayon lining, spacious shirred 
pockets, solid brass hardware. Two Men's 
pieces have Tan Twill Linings. 


and workmanship ore fully guaranteed. 
Leading automobile dealers everywhere 
have found this luxurious, long-lasting 
luggage means extra added profit in 
every car sale. 


List Price 
Style No. Item Dealer's Cost Incl. Fed. Tax 

750 14” Train Case $26.50 $49.50 

751 18” Overnight 25.00 47.40 

752 21” Weekend 27.50 51.00 

753 26” Pullman 37.50 69.00 

| 754-18” Hat & Shoe 38.50 75.00 
755 21” Wardrobe 39.50 75.00 

756 Men's 24” 2-Suiter 44.50 85.00 

757 Men's 29” Fortnighter 59.50 105.00 


YALE Locks Available ot $3.00 Extra Per Case 
seem nnannna aan ==-Send Order Form Today-----------~... 


CONTEMPO Luggage Co., 170 Fifth Ave., New York, N. Y. 
Gentlemen: Please ship the following numbers. 


[-] (lam enclosing check) 
[-] (Ship Open Account. Bank and credit references attached) 





Color 


Style 


Quantity Dealer's Cost 





FIRM NAME. 


rr ree 5 


Address. City State... 





Signature Title 








B. J. Woodard of Woodard Motor 
Co. The automobile will be used in 
the school’s driver-training pro- 
gram. 





CONTEMPO Uuccace co 


170 FIFTH AVE., NEW YORK, N.Y. 
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whatever information he wants to 

appear on his registration papers.” 
Some crooks are so bold, Reese 

said, that they operate on a mass- 





Dump for Auto Thieves 


Police Told That Lack of Title Law Opens Arkansas 
Door to the Crooks 


; LITTLE ROCK.—Arkansas is be-; lice force at their annual training 
ing used as a dumping ground for| school last week. 

automobiles stolen by organized The state’s “toothless” motor 
gangs in other states, Newman/ vehicle title law was blamed by 
Reese, of Benton, Ark., state repre-| the speaker for the fact that 
sentative for the Automobile Un-| more than 500 stolen cars, some 
derwriters Detective Bureau, south- belonging to owners as distant as 
ern division of a national agency the ledwotrial northeast or the 
devoted to tracking down stolen West Coast, are brought here for 
cars for insurance companies, told sale . 


members of the Ark - 
Se ee (Fifteen other states lack effec- 







their theft, then applying for five 
or six Arkansas license plates in 
advance, and giving fictitious mo- 
tor numbers. When the theft is 
accomplished, the old motor num- 
bers are filed off, replaced with 
new numbers from “ ” Ar- 
kansas licenses, and the “hot” 
cars are ready for sale to an un- 
suspecting customer. 


kansas state police for their record 


The speaker commended the Ar- | 


Used-Car Dealers Fight tive title laws. This has brought 


pressure from used-car dealers for 
N. Y. Use Tax Proposal 


a model uniform title law in all 
NEW YORK.—The New York | States.) 
Used Car Dealers Assn. has made “Arkansas means to present-day 
known to the mayor and various|car thieves what ‘over the border’ 
city officials its opposition to a pro- | Used to symbolize for old-time cat- 
posed $5 and $10 use-tax on pas- tle rustlers,” Reese declared. In 
addition, nearly 50 cars are reported 
senger cars and trucks. by the state police as stolen within 
Calling the proposal another in- 
stance whereby the motorist is be- 


of recovery of an average 35 stolen 
cars monthly, despite the lack of a 
rigid title registration law. There 
has been a title law on the statute 
books since 1939, but it is ineffec- 
tive because the state legislature 
has not appropriated sufficient 
money for enforcement. 

The state revenue department 
several weeks ago submitted its 
budget requests for the 1949-1951 
biennium, which will be considered 
by the legislature next January. In- 











the state each month. All the crimi- 
ing singled out for additional tax 


nal must do to dispose of a stolen 
penalties, the association described 


car in Arkansas is to pay a license 
fee, exhibit a driver’s license, and 

the plan as “unfair, discriminatory, 

unsound and impractical.” 


give the motor vehicle division of 
the Arkansas revenue department 


cluded among these was an appro- 
priation to set up and maintain a 
motor vehicle title division. Cost is | 
estimated at $81,500 during the or- 
ganizational year and about $41,000 | 
yearly thereafter. 


The unit would be self-sustaining, 
however, drawing its revenues from 
registration and title tracing fees. 
Used-car dealers have urged organ- 
ization of such a division because | 
they often have to return the pur- | 
chase price of a “hot” car after com- | 
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swarp UNAPPLIED TIME For 


PU diy 





: . with the 
SERVIS-DISPATCHER 


CONTROL 


PRODUCTION 
SYSTEM 





Whether you write a few hundred or thousands of 
repair orders a month, this inexpensive production 
control system helps you co-ordinate all your service 
facilities for maximum efficiency. Time promises are 
kept and service sales increase. 
























DEALER . . . benefits profit-wise because 
up to 40% more service sales are han- 
dled by full utilization of existing 
facilities ... and efficient handling 
means more satisfied customers. 


SERVICE MANAGER . . . benefits because 
work flows smoothly when “bottlenecks” 
are eliminated by organized scheduling. 
More of his time can be devoted to his 
management responsibilities. 


_ SERVICE SALESMAN . . . benefits because 
he always knows which jobs he can 
accept and which he must sell to keep 
the shop busy. 


SHOP FOREMAN .. . benefits because he 
is free to supervise and inspect the work 
in the shop and is relieved of the de- 
tails of handling repair orders, assign- 
ing jobs and answering inquiries. 


SHOP MECHANIC . . . benefits because 
prompt assignment of jobs allows him 
to do the maximum amount of pro- 
ductive work and, therefore, he can 
increase his efficiency and his earnings. 





WRITE TODAY FOR FREE DESCRIPTIVE LITERATURE 
CATALOG NO. RR-309 


We an tte: ae Coes 
DAYTON 7, OH!IO ch OHTHULY - 


U AN 





taxes.” 


ing the car’s origin. 


‘Famine Level’ 
Seen for Car 
Outlook in N. Y. 


supply of new cars and an esti- 
mated backlog of 500,000 in the 
New York metropolitan area have 
placed the new-car outlook at 
famine levels, Verne L. Murray, 
president of Automobile Merchants 
Assn. of New York, declared at an 
association golf tournament here 
last week. 


estimated to be approximately 75,- 
000 ahead of the overall demand 
volume up to July 1 of last year, 
he said. 

This scarcity plus the safety fac- 
tor makes necessary the promotion 
of service work to keep older cars 
going safely, Murray said. Dealers 
should concentrate on warnings to 
motorists to keep cars in good con- 
dition, he added. 

Murray assailed the proposed $5 
use tax in New York as a further 
burden on motorists “who are al- 
ready carrying more than their 
share of federal, state and city 


Using New-Type 


Repurchase Pact 


BUFFALO. — The Buffalo Auto- 
motive Trade Assn. reported last 
week that it is furnishing its mem- 
bers a new type of repurchase | 
agreement for customers. The new 
form is said to offer many advan- 
tages over a previous one, chiefly | 
in that its contents will expedite | 
possible court litigation, because 
damages are set forth in advance. 

According to the association, the 
new form now contains the follow- 
ing clauses: 

1. Liquidated damages are set at | 
25 percent of the purchase price of 
the car. | 

2. A 2 percent depreciation per | 
month between the time the car is 
delivered and offered back for re- 
purchase. 

8. Any physical damage to car, | 
other than normal wear and tear, 
to be deducted from the agreed- 
upon repurchase price. 


Nelson-Collins Cited 
Nelson-Collins Nash, Inc., Chat- 
tanooga, Tenn., has received Nash 
Motors’ highest dealer honor, the | 
10-point select dealer award. Hor- | 
race E. Collins is president of the 
Chattanooga dealership and Ted 

Nelson sr. is vice-president. 

















Bob Finlay’s ‘‘Auto Advertising’’ column 
gives the latest developments in dealers’ 
and manufacturers’ plans for winning pros- 
pects and influencing buyers 





pleting the sale and later discover- | 


YONKERS, N. Y. — The falling | 


The volume of unfilled orders is | 
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AUTO TRUCK EQUIPMENT CO. 
Builders of New Streamlined 


POWER WRECKERS 


FOR ANY MAKE CHASSIS AND ANY CAPACITY 


QUICK DELIVERY 
PRICES QUOTED ON YOUR OWN BODY DESIGN 





AUTO & TRUCK DEALERS, WRITE FOR YOUR 
AUTO DEALER DISCOUNT 


DISTRIBUTORS WANTED 


AUTO TRUCK EQUIPMENT CO. 
8300 LYNDON DETROIT 21 HO. 9040—1-8268 








AUTOMOTIVE NEWS WANT ADS have been proven the quickest, least expensive 
method of reaching the men who want what you have or have what you want! See 
the back pages of this issue. 


Dealers... for profitable 
UNDERBODY COATING dvctcsress 


ER —_RUST PROTECTION 
a0 — SOUND PROOFING 
ae lst 


Independent laboratory tests prove 
new NOX-SOUND has better 
combination of rust preventive, 
sound deadening, and adhesive 
properties than any of 4 leading 
brands of underbody coatings. 
Yet price is amazingly low, appli- 
cation easy, and profits high. 


NOX-SOUND is made and 
guaranteed by the COUNTRY’S 
LARGEST MANUFACTURER OF 
RUST PREVENTIVE PRODUCTS EX- 
CLUSIVELY. Give your customers 
BETTER service with a BETTER 
product—NOX-SOUND 


FOR 


) 


ND Xess, 


CHEMICAL CORPORATION 
2429 South Halsted Street, Chicago 8, Ill. 





TRUCK SECTION 
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DETROIT DEALERS AID VETS—To purchase television sets for Veterans Hospital in Dearborn, 


Mich., several Detroit auto dealers donated 
veterans were, left to right, Bud 


Day, of Kotcher Oldsmobi 


each last we Among those aiding the 


. & Tapert (Hudson); Al 


Long (Ford); Glenn Walker (DeSoto); Warren Cushing, of Special Service, Dearborn Veterans 


Hospital, and Joe Scudiere (Kaiser-Frazer). 


Bank Hits Controls 


Existing Powers Could Check Inflation, 
According to New York Bank 


NEW YORK..—Asserting that the | Bank of New York, in its Monthly | 


inflationary potentials contained in 
the expanded armaments program 
can be offset effectively by proper 
use of powers already in the hands 
of the authorities, National City 


J & L Wins Writ 
On Gray Market; 
Ford Offer Bared 


CHICAGO. — Jones & Laughlin 
Steel Corp. obtained a temporary 
restraining order last week forbid- 
ding a Chicago steel broker from 
offering J & L steel at higher than 
market prices. 


At the same time, Federal Dis- 
trict Judge Michael L. Igoe set 
for Sept. 20 further testimony on 
a $100,000 damage suit filed by the 
corporation against Howard Kim- 
ble, the defendant broker. 


Kimble acknowledged in court 
last week that he had offered Ford 
Motor Co. Jones & Laughlin steel 
at $75 to $79 a ton in unfinished 
ingot lots when the prevailing mar- 
ket was $37 a ton. 


The defendant said he had ap- 
proached Ford on the strength of 
oral promises made to him by 
Alvin Schultz, another Chicago 
broker. Schultz denied in his tes- 
timony that he had ever mentioned 
J & L as the source of the ingots 
to Kimble. 

In granting Jones & Laughlin’s 
injunction request, Judge Igoe 
commented that “here we have 
two minor figures who present a 
challenge to the entire steel in- 
dustry to clean their own houses.” 


Quinn Defends 
Dealer Honesty 
In Texas Talk 


BEAUMONT, Tex.—The $64 ques- 
tion in the automotive industry: 
“Why can’t I walk into a showroom 
and drive a new car away?” was 
answered here last week by E. C. 
Quinn, general sales manager of 
Dodge. 

Speaking before the Sabine area 
sales executives club here, Quinn 
outlined the many handicaps the 
industry has faced this year. He 
corrected some of the misinforma- 
tion about its profits and said that 
every effort was being made to in- 
crease production. 

Quinn revealed that surveys have 
proved that most of the new cars 
seen on used-car lots today are 
there simply because some persons, 
who buy them in a legitimate man- 
ner from dealers, are unable to turn 
down an immediate profit of $400 
or $500. 

Most new-car dealers are doing 
everything possible to see that de- 
serving customers are getting the 
new cars, and are honest and ethi- 
cal in their dealings with the pub- 
lic, he said. 

Quinn said that, in his opinion, 
the entire automotive industry has 
been seeking increased production 
as the whole economy of the nation 
is dependent on it. 


| general sales manager of 


Letter for May, sees no need to 
resort to added controls. 

Available facts are cited by the 
bank as indicating that with reso- 
lution in keeping down other ex- 
penditures the armaments program 
can be managed without recourse 
to “the intricate, self-propagating, 
administratively difficult and too 
often disruptive and unworkable 
measures which some are now pro- 
posing.” 

Main factors’ contributing to 
“fears of a resurgence of inflation,” 
the letter declares, “are apprehen- 
sions that the federal budget will 
swing over from surplus to deficit 
financing in coming months, and 
that continued gold inflow, in- 
creased bank lending, and further 
purchases of long-term government 
bonds by the Federal Reserve 
banks from non-bank investors may 
add to the money supply.” 

In commenting on these prob- 
lems, the bank claims that unless 
Congress indulges in a pre-election 
“spending spree,” there appears to 
be little prospect that the govern- 
ment’s cash budget cannot stay in 
the black, quarter by quarter, 
through the next fiscal year.” 


Stewart-Warner 
. 
To Aid Racers 

INDIANAPOLIS.—Stewart-War- 
ner electronic wheel balancing 
service, performed by a factory 
crew in the garage area of the 
Indianapolis motor speedway, has 
again been made available to all 
entrants in the 500-mile race. Four 
of the first five finishers in the 
1947 speedway classic used the 
service, including winner Mauri 
Rose and the second and third 
place winners. 

Pre-race users of the service 
this year, according to Art Singer, 
in charge of balancer sales for the 
Alemite division of Stewart-War- 


ner, included nine of the ten cars 
which had qualified by May 17. 


QUINN'S TROPHY—Ed C. Quinn (left), 
ge, last wee 
received this mounted head of a mule deer 
which he shot in Texas while hunting with 
Francis D. Mitchell (right) of Central Motor 
Co., Waco, Tex. Last year Quinn bagged an 
1,150-pound moose in the wilds of Quebec 
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© ABSORBERS * 
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CM ii eee 
throughout all tempera- 
ture ranges 

@ in designs for moderate 
duty, heavy duty and 
extra heavy duty 


@ in engineering for long- 


er service-free life 
Sul ee 
ties for precision mass 
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THE GABRIEL COMPANY 


1523 EAST 45TH STREET ° 


for increased income in every one of 
YOUR SALES AND SERVICE DEPARTMENTS! 


We are eager to send you complete details of our new, 
simple, inexpensive sales plan, designed to produce amaz- 
ing sales results for your parts, accessories, repair and 
service departments. 

Dealers who have tested the plan are enthused over its 
possibilities, and frankly, we like the plan ourselves be- 
cause it sells a lot of Durakrome frames,—America's 
most beautifully styled, personalized, custom-made, die- 
cast and heavily chrome-plated license plate frames . 
TO FIT ALL MAKES AND MODELS. 


Send the coupon, or write us on your letterhead, without 
obligation, for the Durakrome sales plan, today! 


CLEVELAND 3, OHIO 


THE BENMATT ORGANIZATION 
3447 EAST 24th St., Los Angeles 23, Colif. 
YES! I'd like to know obout the Durakrome Sales Plan. 
Company 


Address 


City 


Serre 
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Fig ures Show Big Potential aes 


Truck Sale Success 


Tied to Service 


(Continued from Page 42) 


iced should be a must for every 
truck service station. 
* + * 


and assure continued reputation for 
economical transportation for the 
make of vehicle sold. 


_ AUTOMOTIVE NEWS, MAY 24, 





should be secured to work exclu- 
sively on trucks because not only 
does truck work require a more 
thorough knowledge of the vehicle 
than car service, but truck owners 
and drivers have a better knowl- 
edge of what is wrong with their 
truck and want that fault cor- 
rected at once. Truck owners won’t 
stand for “comebacks.” 


Truck units are heavier than car 
units, and mechanics must be ac- 
customed to them. Many trucks 
are equipped with special units and 
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and properly, than to have it rushed 
and not done right. 

Truck service shops require ca- 
pable service management because 
the work must be done thoroughly 
without great loss of time and be- 
cause the proper diagnosis of truck 
service needs is essential. The serv- 
ice manager should know what is 
necessary on every job to sell com- 
plete service and how to write the 
order so that every need will be 
taken care of properly. 

A complete stock of service 


TRUCK SECTION 


point of business to see that the 
owner’s vehicle is kept in as near 
perfect running condition at the 
least cost to the owner. 

And, above all, have the working 
tools in the shop in the best of con- 
dition and of the most modern 
type. . 

The dealer and his service de- 
partment must also have a spirit of 
willingness to serve, for sheer will- 
ingness and a sincere desire to 
serve often offsets the handicaps of 
parts or material shortages or lack 













Heavy-duty mechanics’ hand 
tools, heavy-duty brake equip- 
ment, truck front-end and frame- 
straightening machines, as well 
as heavy-duty wheel balancers, 
are a “must” requirement. 

Floor jacks, movable cranes or 
overhead hoists and work benches 
should be sufficiently heavy to han- 
dle the heavier parts and engines. 
Each shop should have at least one 
heavy-duty wrecker. Mechanics 


T IS ABSOLUTELY essential that 

the truck service shop have 
either heavy-duty twin post lubri- 
cation hoists, with sufficient clear- 
ance, or large lubrication pits that 
will accommodate long wheelbase 
trucks and even trucks and trailers, 
or both. 

Proper lubrication is even more 
essential in providing truck service 
than in car service—if not only to 
insure long life to the wearing parts 


*X’ MARKS THE 
















parts must be kept available at 
all times, not only that parts shall 
be instantly available, but so that 
an owner shall never be held up 
for lack of a part regardless of 
where he has his service work 
done. It is important to the truck 
dealer that he provide good 
wholesale parts service... 

Parts sales are also a very impor- 
tant part of the truck dealer profit 
picture. Surveys reveal that where 
the labor rate is $2.50 per hour or 
higher, parts sales on shop work 
run approximately 90 percent of the 
labor billing. Where the labor rate 
is $2.25 per hour or less, parts sales 
will run dollar for dollar, or higher, 
under normal conditions. 

Right now one company is find- 
ing that parts sales are running 
approximately $65 or a little higher 
per truck, according to the terri- 
tory. This same company is find- 
ing, despite the high number of new 
trucks produced in the past two 
years, that parts sales per shop 
order are running well over $10. 

The dealer should also carry a 
well rounded stock of truck acces- 
sories in stock such as running 
lights, spotlights, rear-view mirrors, 
grille guards, fog lamps, and other 
items that not only sell readily to 
the truck operators, but add to the 
profit potential of his parts and ac- 
cessory department. 

* ” = 
y= SPACE and volume po- 
tential is adequate, truck deal- 
ers also find that paint depart- 
ments, capable of doing not only 
touch-up but complete customer 


the mechanics must be able to serv- 
ice these auxiliary transmissions, 
two-speed axles and other equip- 
ment as they do the truck itself. 


RUCK MECHANICS usually 

work on straight time basis and 
their work is charged for by the 
hour. Most truck owners would 
rather the mechanic would take a 
little more time on a repair, to be 
certain that it was done thoroughly 


SPOT... 


. «+ where you build a steady, year ’round trade. 
The up-to-the-minute advice you give on tire care 
is appreciated and often brings customers back to 
buy your other products and services. 

Tell your customers they should always replace 
missing valve caps and worn or abused cores. 
Air-sealing Schrader Caps alone guarantee air- 
tight valve mouths under roughest operating con- 
ditions. At the same time, explain that gauging 
tires regularly between stops at your station helps 


make them last longer by warning against under- 
inflation. It’s easy to sell a Schrader Gauge as “‘Tire 
Life Insurance” as well as spare boxes of caps 
and cores, to every one of your customers. 

Advertisements in national consumer and farm 
magazines tell tire owners to buy from YOUR 
SCHRADER DISPLAY PACKAGES. Tie in with 
this advertising support. It helps you get fast 
turnover and added profits. Order from your 
regular supplier today. 





paint jobs, add profits and a wel- 
come degree of service to their 
truck customers. 

Another service tool that is often 
in demand, especially where the 
dealer is serving the over-road 
truckers or the farmer, is a black- 
smith’s forge and anvil. This serv- 
ice comes in very handy where 
trailers and farm bodies have to be 
repaired. 


of facilities. 


Serve to sell and it will create 
more sales for the dealer to service. 
It’s a round-robin slogan that can- 
not help but build bigger and better 
truck business—and profits. 


Pontiac Chiefs 
In Midst of 


Southwest Tour 


PONTIAC. — Top Pontiac Motor 
executives left last week for a tour 
of Southwest dealerships on an ex- 
tension of the contact surveys 
which in the last year have taken 
them more than 35,000 miles. 


Led by General Manager Harry 
J. Klingler, the group was sched- 
uled to leave Detroit Friday (May 
21) by private plane for a noon 
luncheon with Wichita dealers. 
That afternoon they visited Tulsa 
and continued on for a dinner 
meeting with Oklahoma City deal- 
ers. 

Saturday visits were slated at 
Amarillo, Lubbock, Wichita Falls 
and San Antonio. Today the tour 
was to reach Laredo and Corpus 
Christi with a dealer luncheon in 
Corpus Christi and a dinner with 
dealers in Houston. 

From Houston the Pontiac ex- 
ecutives were to proceed to Waco, 
Fort Worth and Dallas with a 
dealer meeting set in Dallas Tues- 
day evening (May 25). 

The return route will include 
Shreveport, Memphis and St. Louis. 

Besides Klingler, the group in- 
cludes L. W. Ward, general sales 
manager; Norman Perry, assistant 
general sales manager in charge of 
the West; Hugh J. Hales, service 
manager, and E. A. Jones, repre- 
senting MacManus, John & Adams, 
Inc., Pontiac’s advertising agency. 


Deadline Date 




























A. SCHRADER’S SON, Division of Scovill Manufacturing Company, Incorporated, BROOKLYN 17, N. Y. 





THE COMPLETE LINE—One Source One Responsibility 
Tire Valves, Valve Caps, Valve Cores, Tire Pressure 
Govges Chuck Gouges, Couplers, Blow Guns, Air Chucks, 
Vuleanizers, Service Tools, Hose Fittings, Spork Plug 
Pumps, Accessories. 


VALVE CORE 


Ist SEAL 


World's largest Menviocte Manvtacturer of Tire Valves, Gauges and Accessories 





- They Go To 


patho Medel 0-58 
Garbage Body 





Model D-4 
a ete 





Medel X-150 All Stee! 


Anthony Model JiR-14 
Rock Body Platform Body with Hoist 


Heavy Duty. "J" Body 


Anthony "Super" Hoist— 










The service facilities vary with 
the individual dealership and the 
community, but in order to sell 
trucks profitably under competi- 
tive conditions, experience has 
shown that the dealer must make 
friends and regular customers out 
of a large proportion of his trade. 
The best way is to develop the 
type of service that sells, the type 
of service that goes all out to pro- 
vide not only help for the owner 
in time of need, but makes it a 


VALVE CAP 


2nd SEAL @ 





Anthony Company has simplified the entire problem of 
matching the proper dump bodies with the proper 
sized trucks. It is easier to recommend and sell Anthony 
Hydraulic Products on your trucks because they are built 
to “go together". 


Write for “Easier Dump Truck Sales". 


ANTHONY CO. 
Dept. D-81, Streator, Ill. 


Distributors Throughout 
America 


Lift 
Loeds-Unieeds Trocks 








For ASI Space 
Is June l 


CHICAGO. — Applications from 
manufacturers for space at the 1948 
Automotive Service Industries show 
are coming in at a high rate, ac- 
cording to A. B. Coffman, show 
manager for the event. This year’s 
show will be held here Dec. 6-10, 
again at the Navy Pier. 

Coffman pointed out that June 1 
is the deadline for space applica- 
tions to reach the show manager's 
office in order to qualify in the 
space drawing, and he urged that 
those who have not yet returned 
their applications should do so 
promptly. 

Coffman especially urged that 
any member manufacturer who has 
not yet received his application 
| should contact him at 111 W. Jack- 
son Blvd., Chicago 4, for a dupli- 
cate. 
| Space drawings 
June 30 and July 1. 


A K-F Family 
| Southwicks Leave Willow Run 


In 10 Frazers 


WILLOW RUN.—William South- 
wick and his family of nine were 
}en route back to Ogden, Utah, last 
week after taking delivery of 10 
new Frazer Manhattan automo- 
biles at the Willow Run plant of 
Kaiser-Frazer Corp. 

The Southwicks, who were driv- 
}en to the Michigan auto center 
|}in two cars furnished by the K-F 
| dealer in Ogden, were guests for 
}a day at Willow Cottage, the com- 
| pany’s retail customer driveaway 
| building which has been estab- 
| lished to receive and entertain car 
| ousoteane while they await prep- 
aration of their new cars. 
| In taking factory delivery, cus- 
tomers save transportation costs 
| which ordinarily must be paid to 
cover shipment from factory to 
dealer. Arrangements for _ the 
Southwicks’ fleet sale were made 
through Nokes-Dutcher Motor Co., 
K-F dealer in Ogden. 
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TRUCK SECTION _ 


Big Day for L-M 








VISIT NEW L-M PLANT—Lincoln-Mercury Los Angeles plant was inspected by Ford and 
Lincoln-Mercury executives from Detroit during recent dedication ceremonies. Above, watch- 
| @ Lincoln engine about to be dropped onto a chassis on the new assembly line, are, 
le’ 


to right, Howard Russ, vice-oresident of the California Bank; T. W. 


Skinner, L-M 


general manager; E. J. Bond, Los Angeles plant manager; Ernest R. Breech, executive vice- 


president of Ford; Arthur S. Hatch, 


Ford vice-president and general counsel; H. 
Brown, L-M director of manufacturing, and M. L. 


engineering; Neill S. 


manager of assembly plant operations. 





estern regional manager of Ford; William T. Gossett, 


H. Gilbert, chief engineer, Lincoln-Mercury 


Wiesmyer, Ford 


L-M DEALERS AT PLANT DEDICATION—One hundred twenty-five Lincoln-Mercury dealers 


from West Coa 


st states were included in this group of 800 guests having lunch in the new 


L-M plant in Los Angeles during dedication ceremonies. The new plant has a peak produc- 
tion of 200 cars daily and will employ |,500 workers. 





There are many aggressive meas- 
ures dealers should take in getting 
finance deals, according to H. Ber- 
tram Lewis, who prepares bulletins 
for finance firms. 

Claiming that the one-package 
purchase finance plan offered by 
complete-service companies has 
advantages that any customer 
can see, Lewis points out: that 
dealers can keep their finance 
business despite strong direct-to- 
consumer competition. 

It would be a simple matter, he 
states, to send people on dealer 
mailing lists letters or mailing 
pieces at reasonable intervals, 
“stressing the merits of the finance 





Co-ops Buying 
Garage Firms 


In Britain 


GLASGOW, Scotland.—(UTPS)— 
Increasing evidence that a _ co- 
operative movement plans to take 
over and hold a major share of 
Britain’s garage trade is reported. 

Co-op’s are said to be buying out 
establishteé- businesses in strategic 
territories in order to create a 
chain network by the time motor- 
ing and motor transportation is 
— fully operative in the British 

es. 






Much the same program was fol- 
lowed when the cooperative’s took 
over the laundries in Scotland. 


Vancouver OK’s 


Shop Pay Hikes 


VANCOUVER, B. C. — Approxi- 
mately 1,000 automobile mechanics 
and other workers employed by 15 
large automobile dealers in Van- 
couver, B. C., have received pay 
increases. The new rates are ap- 
proximately 19 percent on hourly 
rates for journeymen mechanics 
and 15 percent on weekly rates. 

A new contract was signed by the 
Vancouver Motor Dealers’ Assn. 
and Local 1857, International Assn. 
of Mechanics (AFL), effective to 
Dec. 31. The mechanics are guar- 
anteed a minimum of 36 hours 
work weekly between Monday and 
Friday. The pay boost brings wages 
to $1.25 a honr. 


Offensive on Financing 


Dealers Should Take Measures to Keep 
Finance Business, Says Lewis 


plan alone—showing how compre- 
hensive it is, how it saves the buyer 
time and inconvenience, how the 
savings, combined with extensive 
insurance coverage, make it a more 
thrifty plan than any other method 
of financing that requires more 
running around, plus a _ certain 
amount of red tape.” 

Stress the fact, says Lewis, that 
other plans sometimes leave insur- 
ance coverage much more to the 
judgment of individuals whose ex- 
perience may not be broad enough 
to assure either adequate or de- 
pendable coverage. 

“Stress also the fact,” he adds, 
“that when an accident occurs to a 
car that is financed by the one- 
package plan, the owner has both 
the dealer and the financing organ- 
ization backing up his insurance 
claim. 

“Every dealer, too, has wall space 
in his salesroom and shop where he 
can hang signs covering the same 
points. Many an owner and pros- 
pect would get ideas from such 
signs that would unsell him on the 
idea of financing his next car by 
means of a direct loan. 

“Measures such as this, com- 
bined with strong efforts by both 
new and used-car salesmen to 
show every prospect what he 
loses by not using the one-pack- 
age plan, would carry the battle 
to direct-loan institutions and sal- 
vage many a time sale that the 
dealer ought to close. 

“A dealer who, because of present 
gravy, thinks it is never going to 
matter whether or not he has a 
backlog of reserves and is assured 
of the complete service of an expe- 
rienced financing institution, is cer- 
tain to have a rude awakening 
when normalcy returns.” 





Frazer Acclaims 


Small Tractor 


LANSING, Mich. — The small, 
low-priced tractor of the type re- 
cently introduced by Graham-Paige 
has opened an entirely new market 
for farm mechanization, Joseph W. 
Frazer, president of Graham-Paige 
Motors Corp., said last week. 

The company now has orders on 
hand for more than 3,500 of the 
lightweight economy tractors, Fra- 
zer said, 
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Demand Still Heavy .. . 


Current model supply is improv- 


‘| ing but the ’49 Mercury is not bring- 


ing expected prices, it was said. 
Rural trade in the Omaha area has 
indicated a turn to older models, 
with all buyers becoming more se- 
lective, it was added. 

Demand is greatly exceeding sup- 
ply on 1948 automobiles in Joplin, 
Mo., according to Joe H. Burtrum. 


Demand remains heavy on 
trucks, he indicated, with supply 
in these items being fair. Prices 
have gradually increased all along 
the line on the newer commerc 
units, it was said. 

Clean and extra clean 1942-and- 
down models have gone up slightly 


1,188 Members 
In MEMA Set 
Alltime Record 


NEW YORK.— Membership in 
the Motor & Equipment Manufac- 
turers Assn. has reached an all- 
time high with the recent addition 
of 64 concerns to the rolls. 

A grand total of 1,188 members, 
credit service subscribers and as- 
sociate members is reported. This 
includes 519 manufacturers, 435 
service subscribers and 234 asso- 
ciates or automotive affiliated rep- 
resentatives. 

The 64 new members are as fol- 
lows: 

Alpha Metals, Inc., Brooklyn, N. 
Y.; American Associates, Inc., 
Providence, R. I.; Anzick Mfg. Co., 
Van Dyke, Mich.; Appleton Elec- 
tric Co., Chicago; S. M. Arnold, 
Inc., St. Louis; Asco Mfg. Co., Chi- 
cago; Atlanta Tool Co., Atlanta, 
Ga.; Automatic Steel Products, 
Inc., Canton, O.; Automotive Mfg. 
Co., Inc., Chicago; Budd Barr In- 
dustries, Detroit; Boston Woven 
Hose & Rubber Co. Boston; 
Bridgeport Brass Co., Bridgeport, 
Conn.; Chicago Rivet & Machine 
Co., Bellwood, Ill.; Crawford Rub- 
ber Corp., Chicago; Cuno Engi- 
neering Corp., Meriden, Conn.; De- 
fiance Spark Plug Corp., Toledo. 

Dexter Machine Products. Inc., 
Chelsea, Mich.; Dixie Machine Tool 
Co., Cincinnati; General Armature 
Corp., Chicago; Globe Rubber 
Products Corp., Philadelphia; Globe 
Mfg. & Compressor Battle 
Creek, Mich.; Great Northern Re- 
search Laboratories, Inc., Chicago; 
Green Ball Bearing Co., Cleveland; 
Helms Industrial Development Co., 
Grand Rapids, Mich.; Hobbs Mfg. 
Co., Worcester, Mass.; Hunter En- 
gineering Co., St. Louis; Interna- 
tional Metal Polish Co., Indian- 
apolis; 8S. C. Johnson & Son, Inc., 
Racine, Wis.; Keystone File-Sharp- 
ening Co., Los Angeles; Kozak, 
Inc., Batavia, N. Y.; Lampco Au- 
tomotive, Inc., Cleveland; Lewin- 
Mathes Co., St. Louis. 

Lipe-Rollway Corp., Syracuse, N. 
Y.; Littelfuse, Inc., Chicago; Maco 
Corp., Huntington, Ind.; Marshall 
Eclipse Div., Bendix Aviation Corp., 
Troy, N. Y.; Marvel-Schebler Car- 
buretor Div., Borg-Warner Corp., 
Flint; Motive Equipment Manu- 
facturers, Inc., Chicago; Murray 
Auto Specialty Co., Inc., Los An- 
geles; National Ignition Mfg. Co., 
Inc., New York; Peckat Mfg. Co., 
Charles, Maywood, IIL; Perfect 
Parts, Inc., New York; Perfection 
Automotive Products Corp., De- 
troit; Petersen Mfg. Co., Inc., De- 
Witt, Neb.; Precision Automotive 
Components Co., St. Louis; Pro- 
tectall Motor Signal, Inc., Perka- 
sie, Pa.; R. V. Mfg. Corp., Arcade, 
N. Y¥.; Roberk Co., Norwalk, Conn. 

Ruger Equipment Co., Inc., Cleve- 
land; Schofield Mfg. Co., Cleve- 
land; Scully Signal Co., Cambridge, 
Mass.; Sealtight Corp., Cedar Rap- 
ids, Ia.; Signal Mfg.» Co., Inc., 
Lynn, Mass.; Stainlessware Co. of 
America, Detroit; Sterling Alum- 
inum Products, Inc., St. Louis; 
Superior Flux Co., Cleveland, O.; 
Thompson Chemical Co. Paw- 
tucket, R. I.; Triplex Corp. of 
America, Chicago; Tudor Chemical 
Specialties, Inc., New York; U. S. 
Tool & Mfg. Co., Chicago; U. S. 
Metal Products Co., Inc., Brook- 
lyn, N. Y.; Martin Wells, Inc., Los 
Angeles; Zac-Lac Paint & Lacquer 
Corp., Atlanta, Ga.; Zaiger Corp., 
Lynn, Mass. 








Used °48 Cars Inch Up; 
Some Look for Break 


(Continued from Page 1) 


in the Concord, Mass., areas, accord- 
ing to E. LeRoy Cox, Concord Auto 
Auction. 

+ * + 

LEAN ’46 and '47 models are up 

$200 to $300 over winter levels, 
according to Cox, with ’48 lines very 
much in demand. However, ’48 sup- 
ply is short and prices are the high- 
est to date. 

Cox believes that current price 
levels have reached a peak and any 
change will be downward even 
though supply remains short. 

Attractive prices have improved 
the supply of 1948 models during 
the past two weeks, according to 
Tim Anspach, Albany, N. Y. Only 
a few 1949 Lincolns and Mercurys 
are being offered at the present 
time. Loaded Lincolns are pulling 
down $3,750. Mercurys are bring- 
ing around $2,950. Hope for 
higher prices in these items re- 
mains doubtful, Anspach said. 

New pickups are in strong de- 
mand but prices are unchanged, 
according to Anspach, 

Anspach sees Memorial day as 
the turning point in the price pic- 
ture, with present strong demand 
and high prices slimming off. Proof 
that money is tighter can be seen 
readily, he declared, in finance com- 
pany actions to weed out undesir- 
ables and in their demand that 
wholesalers do more retail business. 

In addition, a marked slow retail 
has been noted in the higher priced 
cars, it was stated. 

* * * 

HE CURRENT Chrysler strike 

in Detroit is expected to create 
new demand for late model stocks 
in areas outside Detroit, in the 
opinion of Lynn Wertz, of the Bert 
Baker organization. 

Retail trade in Detroit will not 
be appreciably changed, Wertz 
claimed. New car demand as the 
result of shutdown production 
will be immediately offset by the 
number of potential buyers who 
cannot afford to buy because of 
being out of work. 

Late model supply is expected to 
be helped, however, by the resale of 
ears by striking workers. 


Fast Turnover 
Cleveland Family Purchases 


‘10 Cars in 2 Months 


CLEVELAND.—One _ Cleveland 
family has purchased 10 new cars 
in the past two months, according 
to city authorities. While thou- 
sands of persons have waited pa- 
tiently, the family of Anthony 
Lombardo of Cleveland Heights, by 
agreeing to take low used-car price 
quotations, has been able to pur- 
chase new cars including Plym- 
ouths, Chevrolets and Oldsmobiles. 

The family indicated it disposed 
of a new car in the Southwest or 
West, went out and purchased a 
used car here, took it into a deal- 
ership and got speedy delivery on 
a new car. 

Cleveland dealers say that this 
is but one of the few instances of 
results where customer signing of 
contracts promising not to dispose 
of new cars has not been utilized 
widely enough. 





FOR LIGHT TRUCKS—A new Hydrovac has 
been added to the Bendix line of vacuum 
gover brakes, identified as the Tonner Model. 
his new Hydrovac, according to compan’ 
spokesmen, has been specifically engineer 
for power brake requirements of trucks in the 
Va, ‘Ys and |-ton payload class. 


Tire Dealers Ask 
‘Better Break’ 


From Politicians 


WASHINGTON. — The National 
Assn. of Independent Tire Dealers 
last week urged its members to 
petition delegates who will attend 
forthcoming national political con- 
ventions to fight for party plat- 
forms that will promise “a better 
break” for American business. 


Specifically, the association wants 
such platforms to call for govern- 
ment economy, equal taxation of 
cooperatives and further tax relief 
for busines. 


An NAITD letter to members de- 
clared: 


“If taxpayers are to have their 
wishes recognized, they must make 
them known in advance to these 
policy makers.” 


U.S. Tires Plans 


Salesman’s Course 


NEW YORK.—A course in re- 
tail salesmanship will soon be of- 
fered by U. S. Tires division of 
U. S. Rubber Co. to its salesmen, 
tire dealers and _ distributors 
through an arrangement with In- 
ternational Correspondence 
Schools, according to W. F. 
Wrightnour, manager of sales 
training. The course, consisting of 
six home study assignments, has 
been prepared jointly by I. C. 8S. 
educational experts and the com- 
pany’s sales training department. 


The course will cover merchan- 
dising and promotion, sales pres- 
entations and other aspects of a 
carefully outlined curriculum. Up- 
on completion of the course the 
student receives an I. C. S. cer- 
tificate attesting that he has suc- 
cessfully completed the prescribed 
course of study. Cost to the stu- 
dent is only $10. 


Fish Is Rescued 
By Stockholders 


SPRINGFIELD, Mass.— When 
the company’s balance sheet showed 
only $181.51, President J. Robert 
Fish of Fish Carburetor Co. sent a 
copy to stockholders with this note: 


“Crucial moment here. Have or- 
ders, machinery and more men, but 
no dough. Need one grand now, 
and 12 to finish. Otherwise must 
immediately shut down, liquidate 
plant and farm out production. 
Fabulous success at hand.” 

The stockholders came through. 
Fish received $5,000 and promises 
for the remaining $7,000 shortly. 





CHEVROLET TRUCK SHOW—Here is an overall view of the equipment exhibition held 
last week in Kingsbridge Armory, the Bronx. Photo was taken prior to opening of the show 


Monday. Participating were 


Chevrolet dealers and 150 special equipment manufac- 


turers. Over 100 Chevrolet trucks were exhibited. John T. Bertram, of Transportation Equip- 


ment, Inc., was general chairman. 
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Mississippi Adopts Disability Aid for First Time... 


__AUTOMOTIVE NEWS, MAY 24, 


Four States Boost Compensation Benefits 


NEW YORK. — Bills liberalizing| up to approximately $15,000 under 


workmen’s compensation laws were 
enacted during the first four 
months of the current year by three 
states — Kentucky, Missouri and 
New York, while Mississippi adopt- 
ed a workmen’s compensation sta- 
tute for the first time. 

A survey of developments in 
state capitals further reveals that 
proposals for more liberal work- 
men’s compensation laws were still 
pending in two states—Massachu- 
setts and New Jersey. Such meas- 
ures were unsuccessfully introduced 
this year in the legislature of three 
other states—Rhode Island, South 
Carolina and Virginia. 

Benefits payable under New 
York state’s workmen’s compen- 
sation law in disability and death 
cases were increased by a bill 
which Gov. Thomas E. Dewey 
termed “one of the most impor- 
tant accomplishments” of the 
1948 legislature. 

The measure increased from $28 
to $32 a week the maximum benefit 
payment for total disability; made 
proportionate upward revisions in 
the benefits payable to partially 
disabled workers, and increased the 
maximum payments in death cases 
to $35 a week. 

A new Missouri law increases 
allowances under the state work- 
men’s compensation laws from $6 
to $8 a week for the minimum and 
$20 to $25 for the maximum. Also 
enacted in Missouri was a measure 
setting a flat ceiling of $12,000 for 
death, although a provision allows 


Owners Convene 


On Bosch Stock 


SPRINGFIELD, Mass.—A special 
meeting of stockholders of Ameri- 
can Bosch Corp. has been called for 
June 2 to amend the company’s cer- 
tificate of incorporation for the sale 
of 535,882 shares of Bosch stock 
held by the Office of Alien Prop- 
erty, it has been announced by the 
management. 

The stock to be put up for sale 
was taken over from German inter- 
ests during the war by the Alien 
Property Custodian, and is said to 
represent more than 70 percent of 
the company’s total issue. 


e. 
ie 
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certain conditions. 


Kentucky’s legislature enacted a 
bill which provides that if a worker 
dies within two years after an 
employment-connected injury, his 
dependents will get $300 for burial 
expenses, instead of $150 as here- 
tofore. 


Under the new act, effective June 
17, his dependents also will get up 
to $20 a week for 400 weeks, the 
total not to exceed $8,000. Ceilings 
heretofore have been $15 a week 
for 400 weeks with a maximum of 
$6,000. During partial disability, an 
employe may reecive up to $18 a 


K-F Schedules 
80% Over °47, 


Frazer Reports 


RENO, Nev. — Kaiser-Frazer’s 
production of automobiles during 
the first six months of 1948 should 
be approximately 80 percent greater 
than during the corresponding 
period of last year if present pro- 
duction schedules are maintained 
as planned, Joseph W. Frazer, 
president, told stockholders at the 
a annual meeting here last 
week. 


Frazer pointed out that the cor- 
poration produced 44,847 automo- 
biles in the first three months of 
1948 as compared to 49,206 units 
for the entire first half of 1947. 


The recently inaugurated six-day 
week work schedule at the com- 
pany’s Willow Run plant should 
contribute to a rise in production 
in the second quarter of the year 
with an estimated output of over 
90,000 automobiles for the six 
months, he added. 


A rapidly growing demand for 
Kaiser and Frazer automobiles has 
brought retail new-car deliveries to 
the highest peak in the company’s 
history, Frazer said. 

The K-F president also said it 
was expected that the nine-hour 
day and six-day work week should 
double the corporation’s earnings 
for the second quarter. Earnings 
for the first quarter ending March 
31 were $2,288,000 after provision 
for income taxes. 


All directors were reelected at the 
meeting. 
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week for 450 weeks, the maximum 
payable being $8,100, under the new 
law, as compared with rates here- 
tofore of $15 a week for 420 weeks, 
with a $5,000 maximum. 


Mississippi, which for years has 
been the only state in the nation 
without such a law, will set up a 
workmen’s compensation system, 
effective Jan. 1, 1949. The new 
law, enacted by the 1948 legisla- 
ture after a controversy over the 
issue dating back to 1922, will be 
administered by a three-member 
appointive commission. Until it 
becomes effective, Mississippi will 
continue to operate under its 
common law based on negligence 
of those involved. 


The new Mississippi law will ap- 
ply to employers of eight or more 
persons, excepting those employed 
on farms and in domestic work. 
It provides maximum weekly bene- 
fit payments of $25, based on 66% 
percent of the wage, for a period 
of 450 weeks. It has unlimited 
medical and hospital provisions, 
with a maximum death payment of 
$8,600. 

The measure also sets up a sec- 
ond injury fund and provides $500 
allowance for training injured 
workers for other types of jobs. 


Policeman Loses 
Resale Suit 


CHICAGO.—Bartell Motor Co. 
(Pontiac), of suburban Cicero, has 
been awarded $200 damages against 
Anton Hruby, a Cicero policeman, 
for violating a clause in his new-car 
contract specifying that he would 
wait at least six months before 
transferring title or selling his auto- 
mobile to anyone except the firm 
from which it was bought. 


Hruby purchased the new Pon- 
tiac from Bartell Motor Co. last 
November and resold it in January, 
it was charged, at a profit of $400. 
The court ruled that the resale stip- 
ulations in the purchase contract 
were legal and that the buyer had 
violated them. 


Seale and Thomson 


Seale and Thomson Ltd. (Olds- 
mobile-Chevrolet) has opened its 
new garage building in Courtenay, 
B. C. The firm is headed by P. R. 
Seale and Joseph Thomson jr. 
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TRUCK SECTION 
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VISITING IHC PLANT—Arriving at International Harvester's engine works are the following 
from the Parkersburg (W. a aor Left to right, E. S. Jewett, Parkersburg 
T 


branch manager; Robert R. ulette, 


a assistant general superintendent, 
Frank McCoy, sales promotion man, Parkersburg; Karl Free- 


branch manager, Parkersburg; 


genera 


Indianapolis works; 


superintendent, 
H. McBride, assistant 


Indianapolis works; W. 


man, manager, Southern motor truck sales region. 


INTERNATIONAL IS HOST—Dining at the Lake Side country club in Indianapolis as 
of International Harvester are, left to right, E. S. Jewett; R. R. 


. 





\ 


uests 
Coulette; W. H. McBride; 


F. |. Clary, Parkersburg (W. Va.) credit manager; D. J. Hahn, Indianapolis general line 
branch manager; Karl Freeman; L. W. Hully, Indianapolis motor truck branch manager. 





Big Dodge Truck Exhibit 
Set for Philadelphia 


PHILADELPHIA. — One of the 
largest truck and special equipment 
shows ever staged in the Philadel- 
phia area will be held this week in 
the Commercial museum, 34th St. 
below Spruce, under the direction 
of George E. Little, Philadelphia 
regional manager for Dodge. 

Approximately 62 new Dodge 
trucks with special bodies or equip- 
ment designed to reduce hauling 
costs in more than 100 vocations 
will be displayed by the Dodge 
Metropolitan Philadelphia Dealers’ 
Assn., Inc. 

Twenty-two exhibitors will repre- 
sent about 50 special truck equip- 
ment manufacturers and display 
more than 150 different items. Some 


Chrysler Div. 
Fills 3 Regional 
Managerships 


DETROIT.—Three changes in 
assignments of field personnel have 
been announced by Stewart W. 
Munroe, general sales manager of 
Chrysler division, as follows: 

L. M. Tuttle is transferred from 
regional manager in the Dallas 
region to regional manager in the 
Los Angeles region, to fill the va- 
cancy caused by the resignation of 
L. J. Jabro to become a Chrysler- 
Plymouth dealer in Los Angeles. 

Arthur J. Wilson is transferred 
from regional manager in the El 
Paso region to regional manager 
in the Dallas region. 

Wilfred J. Mahan is promoted 
from district manager in the Dal- 
las region, with headquarters in 
Amarillo, Tex., to regional man- 
ager in the El Paso region. 

Tuttle and Wilson have had 
nearly 30 years’ experience in the 
automobile business, approximate- 
ly half of this time with Chrysler. 
Mahan, another veteran in the in- 
dustry, joined Chrysler in 1946 fol- 
lowing his release from the Army 
with the rank of major. 


of the newer items will be shown 
for the first time. 

Units on display will range from 
the new Dodge pickups of 4,850 
pounds gross vehicle weight to trac- 
tors of 40,000 pounds gross train 
weight pulling gasoline tank trail- 
ers and conventional trailers. 

The free show will be open from 
noon until 10 p.m. daily. Six door 
prizes ranging from radios to elec- 
tric razors will be awarded each 
night. On the final night a new 
Dodge custom 4-door sedan will be 
awarded. 

John R. Deeney of Thornton- 
Fuller Co, is chairman of the Dodge 
dealers’ committee. He is aided by 
Edward J. Ronan of Ronan Motors, 
Inc., and Elmer W. Heinel of Heinel 
Motors, Inc. Robert E. Porter jr., 
district manager for Dodge, is as- 
sisting. 

Jess R. Goranfio of Boyertown 
Body & Equipment Co. is chairman 
of the exhibitors’ committee. Other 
members are J. Edward Hines of 
Eastern Body Co. and John C. 
Swartley Commercial Body Co., Inc. 

Exhibitors are as follows: 

Allegheny Body Co., Inc.; Ashton 
Power Wrecker Equipment Co., 
Inc.;Atlas Body & Equipment Co.; 
Boyertown Auto Body Works, Inc.; 
Boyertown Body & Equipment Co.; 
J. T. Cantrell & Co.; Chrysler Mo- 
tor Parts Corp.; Commercial Auto 
Body Works; Davis Brake Co.; 
Dodge Metropolitan Philadelphia 
Dealers Assn.; Eastern Body Co. 

Fruehauf Trailer Co.; Heil Equip- 
ment Co. of Philadelphia; Kay 
Wheel Sales & Equipment Co.; 
Montpelier Mfg. Co.; Oltman-O’Neill 
Co.; Philadelphia Truck Body Co.; 
William & Harvey Rowland, Inc.; 
Schnabel Co.; Specialty Engineer- 
ing Co.; Swartley Commercial Body 
Co., Inc., and Trailmobile Co. 


Buys Dealership 


I. C. Pendarvis, former manager 
of Twin City Chevrolet, West Palm 
Beach, Fla., has purchased the 
dealership of the Southside Motors, 
Inc., Jacksonville, Fla. 
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Car, Track Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 


AUTOMOTIVE NEWS, MAY 24, 1948 











Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
May 22, Week May 15, May, May 24, May 22, 
1948 1947 1948* 1948 1947* 1948* 
CHRYSLER 14,349 4,986 16,352 285,343 298,351 
ee 1,780 7159 8,168 38,771 43,350 
SE, CG mes cies oe 1,371 601 2,450 28,962 $2,941 
Dodge ......... 4,104 1,422 6,018 80,482° 86,427 
Plymouth a daiss 7,094 2,204 4,716 137,178 135,633 
FORD ....... 7,137 14,846 5,512 17,307 297,051 191,030 
SESS eee 3,454 11,925 2,190 7,236 234,123 144,321 
Lincoln ...... 961 630 843 2,670 12,414 8,212 
RRUROGED Sev ciccevecs 2,722 2,291 2,479 7,401 59,514 38,497 
GENERAL MOTORS . 33,649 30,232 24,746 76,270 549,827 616,720 
EEE ecb 4 baie -60 owtee 5,841 5,833 3,577 14,994 98,068 108,752 
., Se 1,648 1,190 1,519 4,766 22,251 21,835 
DEE écibcdaens 16,664 15,087 14,795 33,462 268,781 307,604 
Oldsmobile ......... 4,384 3,748 2,214 10,514 75,081 77,098 
SD 6's 0b 00 000 5,112 4,374 2,611 12,534 85,646 101,431 
KAISER-FRAZER 4,596 2,739 4,427 13,413 35,595 72,731 
Es Ckaes kek oes 1,651 2,183 1,733 5,096 18,099 27,675 
NL iba y Ved 0’ nv ve 2,855 556 2,694 8,317 17,496 45,056 
CEE wb tccessses 674 389 633 2,045 6,952 11,392 
HUDSON ......... 3,084 2,625 2,921 9,095 49,712 52,836 
ED 6.55.0.5.4.0.0 2,801 2,042 2,783 8,382 47,422 53,309 
PACKARD ...... 2,344 828 2,290 7,009 18,102 33,785 
STUDEBAKER ........ 3,324 2,468 3,340 10,4438 49,107 64,209 
WILLYS+ 4il 641 541 1,516 12,919 14,156 
Total Cars, U. S. ... 57,930 71,159 52,684 161,832 1,352,030 1,408,519 
+Station wagons. *Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
carat, | Week fay 15 Mav, May 24 May 22 
ieee” Yor Mase’ 1908 1947* 1948* 
VROLET ........ 8,249 508 8,330 28,983 121,239 155,955 
a... rae 81 100 92 206 959 1,498 
DIAMOND T oes 304 136 306 826 6,594 5,712 
CE Siscvncdvs ewes vata 3,562 1,771 5,502 73,032 65,541 
FEDERAL ...... 121 254 61 802 3,693 2,417 
EE diye. bac anisia 640s 7,727 6,308 7,799 23,027 124,641 134,441 
Se rr 1,467 1,366 4,059 27,514 31,699 
oo Pere aa 153 — cates 2,164 aa 
INTERNATIONAL 8,642 3,182 8,634 10,909 59,1038 72,371 
ME e cvcceescs : 254 581 229 700 8,338 5,589 
asa Ce CT CeCe RTE wes 323 511 poo ' = ontns aan 
TUDEBAKER ........ 713 1,358 s . 
— 270 72 261 806 7,362 5,744 
WEMEMED. sch doc deevers 2,516 1,900 2,404 7,457 35,362 48,504 
MISCELLANEOUS 416 434 416 1,248 7,676 8,340 
Total Trucks, U. S. .. 26,020 20,526 27,561 81,783 514,029 567,470 
cks 
at — et hea 83,950 91,685 80,245 243,615 1,866,059 1,975,989 
cks 
foes _ eae ee 4,618 5,313 4,982 15,018 99,701 94,155 
Grand Total, 


Cars and Trucks 


U. S. and Canada .. 88,568 96,998 85,227 258,633 1,965,760 2,070,144 


*Revised. Miscellaneous includes Autocar, Corbitt, Divco, Marmon H., 
Brockway, Four-Wheel Drive, Sterling, etc. 


Auto Output Up Slightly 


Despite Chrysler Strike 


(Continued from Page 1) 


this week will find those divisions 
along with other plants seeking 
increased production. 

Preliminary computations show 
that U. S. plants through last week 
have produced 1,975,989 vehicles so 
far in 1948. Included in that total 
are 1,408,519 cars and 567,470 
trucks. 

* * * 

URRENTLY combined car and 

4 truck output in 1948 is running 
about 113,000 units ahead of the 
1947 pace, but continuance of the 
Chrysler strike for another few 
weeks will almost bridge that gap. 

April production was _ consid- 
ered disappointing, but May out- 
put is almost certain to be even 
lower. Taking for granted a pro- 
duction performance this week 
that will virtually duplicate that 
of last, U. S. plants will likely 
end the month having built only 
about 220,000 cars and 108,000 
trucks—a total of 328,000 vehicles. 

In the “disappointing” April ac- 
counting were 304,447 cars and 130,- 
881 trucks—a total of 435,328 units. 


Safety Committee Named 


By Minneapolis Assn. 

MINNEAPOLIS.—A safety com- 
mittee to work in cooperation with 
NADA was recently appointed by 
Cc. K. Baldwin, president of the 
Minnesota Automobile Dealers’ 
Assn. 

Those appointed to the committee 
are Perry Dean, chairman; Henry 
Mills, Ford dealer of Brainerd, and 
Marsden Brimhall, Chevrolet-Buick 
dealer of Fergus Falls. Dean is 
head of Dependable Motor Co., 
Minneapolis. 


U. S. plants haven't recorded a 
100,000 car and truck production 
week for some time and probably 
the Chrysler 


won't again until 
strike is settled. 
* * * 


Mg BANwHiLe, with steel ship- 


ments showing effects of the 


recent coal mine stoppage, steel 
buyers were pressing with renewed 
vigor last week in an effort to pro- 


cure as much of the available sup- 
ply as possible, according to the 


magazine Steel. 

“However, no near-term sup- 
ply improvements are in view,” 
the review stated, “for produc- 
ers not only are reducing third- 
quarter shipment quotas to off- 
set production losses incurred 
during last winter’s industrial 
gas curtailments and the more 
recent coal mining disruption, 
but they soon will experience ad- 
ditional cutbacks as a result of 
vacations in mills and possibly 
a coal miners’ strike.” 
“Meanwhile,” the publication con- 

tinued, “the prospect of additional 
allocations of steel for certain in- 
dustries and for defense purposes 
add uncertainties to the supply 
picture.” 

It was said that some of the 
pressure on supply could be lifted 
if the Chrysler strike continues 
long enough that the company 
would have to temporarily curtail 
acceptance of steel shipments. 

Steel production last week rose 
to 95.4 of capacity, equivalent to 
about 1,719,600 tons of steel ingots 
and castings. This was the highest 
rate the industry has attained since 
mid-March. 


CLASSIFIED WANT ADS 


(For Rates, Etc., See Next Page) 
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Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
AUTOMOTIVE NEWS 





HELP WANTED 


SOUTHERN CALIFORNIA DEALER in 
popular car and truck line needs top- 
notch general manager, capable super- 
vising accounting and taxes of this cor- 
poration; also control parts, service and 
sales departments. This dealer is also 
willing to sell part interest in dealership, 
to one acceptable with financial back- 
ground and definitely must have the 
above experience and qualifications. Box 
2333, c/o Automotive News, Detroit 26. 


TRUCK SALESMAN—Must have success- 
ful experience selling trucks and equip- 
ment, preferably International or GMC. 
We sell the new Ford truck line in beau- 
tiful Southern California city adjoining 
Los Angeles. Don’t apply unless you are 
capable of earning $600 to $1,000 per 
month. Box 2244, c/o Automotive News, 
Detroit 26, Mich. 


WANTED — First-class mechanic to take 
over shop in established garage. Small 
town of 1,000 population. This garage 
has agency for first line cars and the 
best truck agency in the county. For the 
party who qualifies, arrangements can be 
made for nice living quarters. Good sal- 
ary and pleasant working conditions. 
Please answer in own handwriting, giving 
qualifications and experience. Box 829, 
Ashland, Kentucky. 


ACCOUNTANT AND OFFICE MANAGER. 
Experienced man capable of handling 
auto sales and service accounting. Cost 
knowledge and analytical ability neces- 
sary. Must be aggressive, energetic and 
conscientious. One of the largest dealers 
in Scottsbluff territory. Salary com- 
mensurate with ability. Write Box 813, 
Scottsbluff, Nebraska. 





SERVICE MANAGER wanted to assume 
complete charge service operation pres- 
ently employing 15 men, including body 
and paint department, lecated in town of 
45,000 in Eastern Pennsylvania, Salary 
and bonus plan. Earnings will exceed 
$4,000 per year. Box 2330, c/o Automo- 
tive News, Detroit 26. 


SALESMEN—Sell custom tailored woven 
plastic seat covers as side line to new car 
dealerships and distributors. Attractive 
commissions, choice territories available. 
Write full details, lines, territory, etc. 
Decco Company, 246 Fifth Avenue, New 
York 1, N. Y. 


AUTO PARTS AND ACCESSORIES 
SALESMAN — National distributor has 
exclusive territory open for a live-wire 
man with car dealer following. Firm es- 
tablished 15 years selling to car dealers. 
Complete line of accessories and parts. 
Excellent commission arrangement. Box 
2245, c/o Automotive News, Detroit 26. 


EXCELLENT OPPORTUNITY FOR THE 
RIGHT PERSON EXPERIENCED in 
Chrysler motor parts. References re- 
quired. Layman Motor Company, 317 
Jackson Street, Fairmont, West Virginia. 


SALESMEN to represent large eastern tire 
manufacturer. Best money-maker in the 
business. Some choice protected terri- 
tories open. Write: J. J. Rochlis, Capi- 
tol Tire Company, 16th and Indiana 
Ave., Philadelphia 32, Pa. 


OFFICE MANAGER-BOOKKEEPER. Thor- 
ough knowledge GM accounting. Perma- 
nent, good salary. Apartment available. 
State age, size family, full particulars. 
Box 630, Elizabethton, Tennessee. 


WANTED—Salesman to contact automobile 
dealers in southeastern states on well- 
established service promotion program. 
Opportunity to earn $10,000 or more 
yearly. Must be free to travel and have 
car. Experience in automotive field pre- 
ferred but not necessary. Box 2339, c/o 
Automotive News, Detroit 26. 





POSITION WANTED 


To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 732 cents per 
word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance. 










ACCOUNTANT-CONTROLLER with diver- 
sified factory-dealer experience, including 


budget and expense controls, desires 
change in Los Angeles area. Capable, 
conservative, assume heavy responsibility. 
Confidential inquiries solicited. Box 2332, 
c/o Automotive News, Detroit 26. 


AUTOMOTIVE EXECUTIVE, NAPA, dealer 
experience; management, accounting, sys- 


tems, controls, taxes; knowledge parts; 
sales-service minded. South preferred. 
Reliable, ambitious, capable. A-1 per- 


formance assured congenial firm. Hous- 
ing important. Salary $90-$100. Please 
address Box 3622, Philadelphia 25. 


OFFICE MANAGER AND ACCOUNTANT 
with dealership in Detroit vicinity. Sev- 
eral years’ experience in dealer opera- 
tions with General Motors Corporation. 
F. L. Shotwell, P.O. Box 1006, Allen 
Park, Michigan. Tel. Warwick 8-5335. 


FORD TRUCK SALES MANAGER or Gen- 
eral Manager, with 14 years’ experience 
in all makes trucks and cars, desires a 
change. Will relocate. Age 33, steady, 
sober and reliable. Write Box 2246, c/o 
Automotive News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT—G.M. 
and Ford systems. 18 years’ experience. 
Can furnish best of references. Ability to 
handle 400 or over dealership. Anywhere 
east of the Mississippi. Box 2247, c/o 
Automotive News, Detroit 26; ° 


915 N. Milinols St. 


POSITION WANTED 


SERVICE MANAGER or BUSINESS MAN- 
AGER. Ford or Mercury. With wide 
experience and not all out of books. Now 
employed by a large volume dealer in 
Detroit, Michigan. A top merchandiser, 
successful organizer and able to get re- 
sults from personnel without friction. One 
who produces profits, while building cus- 
tomer good will. Location no object. 
Tired of strikes. Only interested in high- 
grade dealerships. What have you to 
offer this man? Address Box 2341, 
Automotive News, Detroit 26. 


c/o 


OFFICE MANAGER-ACCOUNTANT—Ex- 
perienced in all phases of dealership. 
G.M. accounting system, operation anal- 
ysis, profit controls, office management. 
Metropolitan New York area preferred. 
Box 2249, c/o Automotive News, Detroit 
26, Mich. 


RETIRE NOW! 





Will invest in and operate 
your business with absolute honesty and 
proven methods. Engineering graduate, 
raised in automotive game. Successfully 
held all jobs in dealership, including own 
business. Presently employed as field au- 
tomotive engineer by national corpora- 


tion. Know both automobile and truck 
field. Veteran. Married, with family. 
Western states. Box 2340, c/o Automo- 


tive News, Detroit 26. 


OFFICE MANAGER AND ACCOUNTANT 
—Experienced, Lincoln-Mercury or Ford 
dealership. Capable of installing complete 
accounting system and assuming full 
charge of office. Box 2248, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP WANTED 


GENERAL MOTORS DEALERSHIP pre- 
ferred. Location important—city of 20,- 
000 to 75,000 desired. Location should 
be in California, Oregon or Washington, 
on or near coast. All replies will be held 
in strict confidence. Cash for right deal. 
Box 2336, c/o Automotive News, De- 
troit 26. 


HAVE QUALIFIED with General Motors, 
Chrysler and Ford factories. Desire to 
purchase dealership of 300 cars or larger 
for cash. Replies will be held in strict 
confidence. Box 1920, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE 


ESTABLISHED BUSINESS doing over 

$200,000 annually in retail sales. Gross 
profit in 1947, $56,000. Minimum oper- 
ating expense, handling several franchise 
lines of nationally advertised merchan- 
dise. Will take $35,000 cash to handle. 
New building, 10,000 sq. feet. Can buy 
or lease. Inquiries confidential. Box 2342, 
c/o Automotive News, Detroit 26. 


ESTABLISHED DEALERSHIP, now hand- 
ling Kaiser-Frazer products. Southwest- 
ern United States. Located on three 
main highways and main street of pros- 
perous city of 25,000. Ill health forces 
me to sell. Gross sales approximately 
$25,000 monthly. Box 2343, c/o Auto- 
motive News, Detroit 26. 


POPULAR NEW CAR DEALERSHIP in 
town of 50,000 in Lower Michigan in 
good agricultural district. Includes mod- 
ern building two years old, equipment 
and large used car lot adjoining. Box 
2337, c/o Automotive News, Detroit 26. 


BUSINESS FOR SALE 


GARAGE AND FILLING STATION—Well 
equipped throughout; 3 gas pumps (elec- 
tric); 3 years left on lease, with option. 
On town highway 24. Net ten thousand 
last year. Reason for selling, death of 
husband. Details, P.O. Box 1188, Mani- 
tow Sprys., Colorado, 


SHOW ROOM AND Service Building—Very 
attractive, on main highway in fast-grow- 
ing Northeast Ohio city. For full par- 
ticulars write A. E. Goss, Realtor, 
18 Electric Bldg., Warren, Ohio. 


NEW CARS WANTED 


NEW CADILLACS, sedans or convertibles 
wanted. Highest prices. Write, wire or 
phone Mr. Lewis, c/o Capitol Motors, 530 
Linden St., Allentown, Pa. 


CHRYSLER 48 N. Y. convertible or town 
country. Will not resell. Pay $100 over 
dealer cost. TranSeaCorporation, 5363 W. 
Pico, Los Angeles, California. 


NEW 1948 HUDSON, dark blue with radio 
and heater. William Monroe Layton, 
P.O. Drawer 88, Washington 4, D. C. 














USED CARS FOR SALE 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


Y% Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 
Running Over 150 Cars Each Sale 
Strictly Wholesale 
Dealers Buy—Dealers Sell 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations available, transportation fur- 
nished. Call early for reservations. 
Transports available to move cars, 
Geo. Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 Dyer, Ind. 


Res.: Chicago Heights, Ill, 5268Y3 
and Lansing 173-M 





Ken Schaefer’s — 100% Dealer 
AUCTION 


Inside a Comfortable Building, Every 
THURSDAY 


Reliable—Fair—Honest—Protective Service 
Right in the HEART of 
INDIANAPOLIS, INDIANA 
“The Great Mid-West Market’’ 
Phone Lincoln 5383 





USED CARS FOR SALE 





WHOLESALE 
1948-47-46 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 


SPECIAL PRICES TO 
QUANTITY BUYERS 


Also Large Stock of Convertibles 


IRVIN SACHS 


‘*Philadelphia’s Largest Used Car Dealer’’ 
4539 Chestnut St. Philadelphia, Pa. 
Wire or Phone ALlegheny 4-4450 


AUTO AUCTION 


(WHOLESALE ONLY) 


Every FRIDAY - -- 11 A.M. 
RAIN OR SHINE 
ines ili oie 


WHEELING, ILL. 


25 Miles North of Chicago on 
Route 45, Milwaukee Avenue; 
% Mi. No. Route 68, Dundee Rd. 


e BRING CARS TO SELL 

e BUY CARS YOU NEED 

e LOW AUCTION FEES 

e John W. Corrigan, Auctioneer 


WHEELING AUTO AUCTION CO. 


















WE WHOLESALE 
LATE MODEL CARS 
Call or Wire 
e 


AURORA AUTO MART 


83 N. Lincoln Avenue 
AURORA, ILLINOIS 
Phone 31512 








Austin’s Auto 


Auction 
Every Thursday 1:00 P.M. 


We serve the central New York area 
Clean Cars Low Mileage 
Dealers Only 


Austin 


Sales & Exchange, Inc. 


WALTON, NEW YORK 
For reservations call Walton 125-W, 
8:45-5:00 








AUCTION 
Every Wednesday — 12 Noon 
Dealers Only 
Rain or Shine — Under Cover 


TOLEDO CAR AUCTION COMPANY 
3740 Summit Toledo, Ohio 
PO. 7021 


AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY. 
Manager 


Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


1050 East Sist St. Chicago, Til. 
‘Chicago Is the Place to Buy Your Cars’’ 

















LARGEST PENNSYLVANIA 


AUTO AUCTION 
EVERY FRIDAY NOON 
In the Heart of Lancaster County 
Low Mileage, Clean Cars 
FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 


cement te te a nN 
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USED CARS FOR SALE 


FOR SALE FOR §$3,500—-2% litre Daimler 
4-door sedan. Fluid flywheel, automatic 
Wilson gear box transmission. Aluminum 
body, leather upholstery. The aristocrat 
of all small cars. Actual mileage less 
than 8,000 miles. Shipped to U. 8. in 
1940, never driven on highway until Feb- 
ruary, 1947. In tip-top condition through- 
out. Current 1949 models list F.O.B. 
New York City—about $7,400. Will take 
in trade new Lincoln or Cadillac con- 
vertible. Richard H. Haynes, 2139 Book 
Building, Detroit, Mich, CAdillac 9085. 


AUTO BUYERS — Best wholesale deal at 
LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400. 


AUTO AUCTION 


DEALERS ONLY 


RW 


| 
| 
| 





USED CARS FOR SALE 


CADILLAC 48-62 WANTED — Any body 
style, prefer 2-tone finish. Cash or trade 
'46 Continental club (also for sale) and 


DANVILLE, PA. 
AUTO AUCTION 


Every 
WEDNESDAY 

































difference. Namie sss = — 
A. L. Brinkman, alley, uffalo, 
Sale Starts at 11 A.M. (C.S.T.) New York. ” 





















Every Thursday 


WE WHOLESALE 


MANEY MOTOR CO. Detroit’s 
Murfreesboro, Tenn. Largest at Noon 
Wholesaler Our Danville, Pa., auction 


is now operating in full 
swing. Looks like it’s go- 
ing to reach the magnitude 
of our Horse Heads, New 
York, auction. 


This auction was designed 
to accommodate Pennsyl- 
vania, Maryland and New 
Jersey dealers. 











SID SAVAGE 


15999 Livernois UNiversity 4-2600 
9850 Livernois HOgarth 8400 
DETROIT 


WHOLESALE!!! 


It will pay you to see or call us. We 
always have a large selection of clean 
low mileage 1946's, 1947's, 1948’s and 
1949's for immediate delivery. Trans- 
portation arranged to all points. Wire 
or call us for hotel reservations. 


SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 


1701 State Street 
Cuyahoga Falls (Akron), Ohio 


Phone WAlbridge 2145 
































AUCTION SALE MOTOR CARS 
DEALERS ONLY 
Aurora Downs Race Track, Route 31, 
Aurora, Illinois 

EVERY MONDAY—Sale Starts 11:00 A.M. 

INSIDE HEATED Sales Arena for 300 cars. 

AURORA AUCTION SALES 
Phone Aurora 8711 or 7877 
*“‘Dutch”’ Stuart, Auctioneer 























New-car dealers are taking 
advantage of our auction, as 
it does away with used-car 
departments, thus eliminating 
that “guarantee” headache to 
retail buyers. Be smart: Clean 
your stock every Wednesday. 


DANVILLE, PA. 
AUTO AUCTION 


RONALD D. WEST—Owner 


Joe E. Johnson - Tex Richard 
Auctioneers 
Danville, Pa., is located 
on Route 11 between Harrisburg 
and Wilkesbarre, Pa., near 
Bloomsburg, Pa. 























AUTO AUCTION 
_TIM ANSPACH 
Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY ... 12 NOON 






AUTO AUCTION 
(Dealers Only) 
Every Wednesday (indoors), 1 P.M. 


8 Miles West of New York City 
Highway No.6 Lodi, New Jersey 

























JOIN THE THOUSANDS 


From coast to coast who receive our weekly prices on 
our regular Saturday Auction. All sales are honest-to- 
goodness sales. Our prices are never padded. Send for 
yours today. Tell your friends to do the same. 


e 
There’s No Charge 


CORRY AUTO AUCTION 
EVERY SATURDAY 


12 Noon (D.8.T.) 


“Where a Square Deal Is the Rule” 













TRUCKS WANTED 

DODGE TRUCKS: Wanted by franchise 
dealer. All models. Will buy only from 
franchised Dodge truck dealers. Worden- 
Young, Inc., 3229 Pulaski Highway, 
Baltimore 24, Maryland, Broadway 1300. 





WE NEED LATE MODEL used trucks and 
used cars. Will pay top dollar. Go any- 
where. Let us know what you have, also 
the price. Call Estebrook 2660 or write 
to Fred Bedford, 534 
Chicago 44, Illinois. 







No. Cleero Ave., 






FORD TRUCKS. We are buying new cur- 
rent model Ford trucks, F-1'’s through 
F-6's. Will come and drive away. Rayl- 
Stanley, Ford Dealer, Missouri. 
Phone LD44. 


TRUCKS FOR SALE 


FOR SALE: Truck tractor and tank 
trailer. 1942 Chevrolet two-ton tractor 
with 1946 high torque motor equipped 
with Westinghouse air brakes, 8.25x20— 
10-ply tires, two-speed axle and extra 
heavy duty rear springs. Tank trailer, 
1946 Heil, 2,000-gallon capacity, two 
compartments (900 gallons front, 1,100 
gallons rear) with control valves oper- 
ated from rear compartment which con- 
tains a Briggs & Stratton gasoline motor 
and pump. Hose reel with 100 feet of 
one-inch rubber hose with control nozzle 
and Neptune Print-O-Meter with auto- 
matic on-off control. Trailer equipped 
with 100x20—10-ply tires, air brakes 
and full floating axle. This unit is in 
excellent condition. Has only been used 
one season for the delivery of fuel oil. 
Price $3,600. If interested, write Box 
349, Roanoke, Virginia. 


DODGE — WHAX — 1947 new, Truckstell 
Conversion, 16050 Eaton, 2-speed axle, 
trailing axle 900/20, 10 ply tires, deluxe 
cab, dual long arm mirrors, radiator 
grille guard, running lights, color red, 
built for ten ton payload to meet high- 
way load limits. Bailey-Smith, Inc., 421 
8. Capitol Ave., Lansing Michigan. 


NEW 1947 International Tractor K12— 
F55C — 161'" wheelbase, 11x22 — 12-ply 
tires, standard cab, 28,500 pound rear 
axle, ratio 7.84x1. Direct and Sth gear 
transmission. Asking price $5,650. Chu- 
lew Motor Sales, Inc., 222 W. Boston 
Post Road, Mamaroneck, New York. 


FOR SALE—1946 Reo, model 22T tractor 
and 30-foot Dorsey trailer with 4-foot 
sides. Low mileage. A-1 condition. 
Phone or write, Dees Chevrolet Company, 
Biloxi, Miss. 


NEW WRECKER — 404 Diamond T 
tires all around; 2-speed rear end. Truck 
equipment body and heavy duty crane 
with power winch. Complete outfit at 
dealer's cost. Johnny Pressell Motor 
Sales, 301 Robbins Avenue, Niles, Ohio. 






Joplin, 








Sponsored by 


AIKENS MOTOR SALES, Inc. 


CORRY, PA. (30 Miles Southeast of Erie, Pa.) 
Dial 21-345 






STUART & RAMP, INC. 
AUTO AUCTION 


EVERY WEDNESDAY 
The Finest Auto Auction in the Country 


AT THEIR NEW LOCATION 
HOOSIER AIRPORT 


On State Road 52 
INDIANAPOLIS, INDIANA 


BU Y—SELL—TRADE 
Fly or Drive to 


STUART & RAMP, INC. 
INDIANAPOLIS, INDIANA 
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BUSES FOR SALE 


FOR SALE—Bus, Mack, model CQ. Per- 
fect condition. Ready to roll. Rear en- 
gine drive. Centre Motor Company, Nor- 
folk, Virginia. Phone 24655. 

NEW 45-passenger school bus. Dodge 
WF-36-s chassis, completely equipped. 
Price $3,250. Deakins Motor Co., Inc., 
Johnson City, Tenn. 

FOR SALE: One practically new 1947 Ford 
school bus, 21-foot body, genuine leather 
inter-city bus seats. Sam P. Hale, Ford 
Dealer, Ardmore, Oklahoma. 

NEW 1947 FORD V-8, 158” school bus, 36- 
passenger Hicks body, heater, defroster, 
spare, booster brakes, etc. $3,000. Rayl- 
Stanley, Ford Dealer, Joplin, Missouri. 
Phone LD44. 





New School Bus 


54 Passenger, Wayne body—Model 
69060, mounted on new 1947 Dodge 
2-ton chassis, Model WH, 10 ply, 
8.25 x 20 tires. Fully equipped. Go- 
ing to liquidate at once—give us a 
bid. 


AMERICAN SECURITY 


Box 223 
RICHMOND, INDIANA 





PARTS WANTED 


WANTED—One right front fender for 1938 
Buick model ‘41. Harry A. Blue, 11 8. 
Mulberry St., Mt. Vernon, Ohio. 


PARTS FOR SALE 


3684118 RIGHT FRONT fender, 1947 Chev- 
rolet. 3658822 left rear fender, 1947 
Chevrolet. Right rear fender, 1941 Plym- 
outh. Right front fender, 1941 Plymouth, 
Left front fender, 1936 Dodge. 605189 
left half hood, 1945 Chevrolet 1'/,-ton. 
3657169 right filler panel, 1945 Chevrolet 
1%-ton. 3656937 left filler panel, 1945 
Chevrolet 1%-ton. 3664739 top radiator 
baffle, 1945 Chevrolet 1%-ton. White 
Chevrolet Company, Zanesville, Ohio. 





CADILLAC-OLDSMOBILE 


PARTS AND ACCESSORIES 
Hard-to-Get Parts 
Orders Filled Day Received 


DISCOUNT TO DEALERS 
RUND MOTORS, INC. 


3725 Grand River Detroit 8, Mich. 
TEmple 1-3700 








PARTS FOR SALE 

FORD PARTS shipped anywhere. Cai), 
write, phone. Tranter-Williams Motors, 
Inc., 4016 Alliston Ave., Cincinnati 9, 
Ohio. Melrose 7275-6-7. 

WHOLESALE PONTIAC PARTS. Large 
stocks of hard-to-get parts. Body and 
fender parts for all models. Fast service, 
liberal discount. Walter H. Schultz Pon- 
tiac, 16-20 Passaic Street, Trenton 8, 
New Jersey. 


CHEVROLET PARTS—Front tenders, fen- 


Heights, Ohio. 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 





Hoods Core Supports 
Grilles Hydramatic Parts 
Hub Caps Shock Absorbers 
Fenders Distributors 

Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Fuel Pumps Cluteh Parts 


And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC: 


LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 
3431 N. 15th St. Philadelphia, Pa. 
Telephone SAgamore 2-5568 








Attention! Export Buyers! 
$800,000 
NEW WAR SURPLUS 
AUTOMOTIVE PARTS 
50% to 15% off List 


GMC, CHRYSLER, FORD 
and JEEP PARTS 


Send for Complete List 
BALFOUR SALES CORP. 


3633 MICHIGAN AVENUE 
DETROIT 16, MICHIGAN 
Phone: TAshmoo 5-1640 








FORD 
GENUINE PARTS 


Buy a little or a lot of scarce items 
at attractive trade discounts. 


Prompt Service 
BOULEVARD MOTOR CORP. 
Authorized Distributors 


2392 Boulevard 
Jersey City, New Jersey 
Delaware 3-3400 








HORSE HEADS AUTO AUCTION 
EVERY FRIDAY AT NOON 
Horse Heads is located 4 miles north of Elmira, N. Y., on Route 


17. The airlines and 3 railroads stop at Elmira. Hotel accommo- 
dations at famous MARK TWAIN HOTEL are the best and very 


reasonable. 





Call for one of our courtesy cars when you 


arrive or better yet, wire us in advance. 





Horse Heads Auto Auction is no doubt the outstanding Auction 
in the East. Always lots of cars and lots of buyers. We bend over 
backwards to please everybody. We treat buyer and seller alike. 

We are centrally located, drawing cars from a wide area. Horse 
Heads is only 4 miles north of Elmira, New York, on Route 17, 
about 200 miles southeast of Buffalo, N. Y., 100 miles southeast of 
Rochester, N. Y., 250 miles east of Cleveland, O., 235 miles north- 
west of New York City and about 250 miles north of Philadelphia, 


Pa. 


Make It Your Business to Spend Next Friday With Us at 


Horse Heads. The Meeting Place of the Auto Dealers from 
the East and West. One Trip Will Convince You. 





HORSE HEADS AUTO AUCTION 
RONALD D. WEST, Owner 
Johnson, Rickard, Metcalf and West—Auctioneers 








EVERY THURSDAY—12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 
AT EARL A. SCHOTTS 


2300 READING ROAD 


CINCINNATI, OHIO 


Tel.: Woodburn 3060-0892 
Auctioneer: Pat Patterson 
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HARD-TO-FIND 
OLDSMOBILE PARTS 





and operate in the Home of Oldsmobile. 


$200,000 Stock 


We carry the largest stock of slow-moving, hard-to- 
get parts. 


Up to 40% DISCOUNT 
Fast or Slow Moving, We Have Them in Stock. 
Order Today by Wire, Phone or Mail 


TREVELLYAN OLDSMOBILE, INC. 


315 8S. Capitol Phone 2-1127 
LANSING 25, MICHIGAN 


The Home of Oldsmobile 








BUY AND SELL 


WITH “THE LIBERAL SCOTCHMAN” 
(Archie McClelland) 


Doc Miller, Auctioneer 
AUCTION 


j 
EVERY THURSDAY (1 P. M., E.S.T.) 
(DEALERS ONLY) 
| CHARLIE “WHEEL AND DEAL” McCARTY 
(PROMOTER) 


H. C. Turney Auto Sales 


156 E. CENTER ST. 
AKRON, OHIO 
Phone BL. 3127 





DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 
date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 
merchandise. 


SH 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


JOPLIN, MISSOURI 


1610 E. ith STREET 














UN. 2312 UN. 2312 


AUTO AUCTION EVERY FRIDAY 
AT COLUMBUS, OHIO 


12 O'CLOCK NOON — DEALERS ONLY 
Car Reservations Held Till 11 o’Clock 


Greater Columbus Auto Mart 


Gladden Road and Northwest Bivd. Columbus, Ohio 
Drive West 900 numbers on Goodale St., Turn right two blocks 






We are the largest Oldsmobile Dealer in the World 












fort, Michigan. = 
MISC ELLANEOU is 
ENGINE REBUILDING Crankshaft 
grinding and ——, John P. 
Hughes Motor Co., Inc., 800 Commerce, 
| St. L ynchburg, Vv irginia, | . 
MIMEOGRAPHING - SPECIALIZING in 


| NEW CAR DEALERS, 


| BOAT TRADE. 


| Mechanics! 
|} easy book. 
| about used cars. 


PARTS FOR SALE 


FORD BODY PARTS. Largest supply in 
Indiana. C. T. Foxworthy Co., 819 East 





Washington St., Indianapolis, Indiana. 
Phone FRanklin 2525. 
| . 
Attention, 
| 


Pontiac Dealers 


We carry a large stock of radiator grilles, 
| doors, fenders, quarter panels, and many 
| other hard-to-get items. A trial order will 
convince you that we have the parts. 


* 


Woody Pontiac Sales, Inc. 
| 12140 Jos. Campau DETROIT 12, MICH. 
Telephone Twinbrook 1-1600 


| Michigan’s Largest Pontiac Parts Dealer 





TIRES WANTED 


CASH WAITING for surplus change-over 
tires and tubes. Any size, any quantity. 
Tires must have mold marks. Box 2407, 
Philadelphia, Pennsylvania. 


TIRES FOR SALE 


TIRES—NEW GOODYEAR super-cushion 
7.10—15 (replaces 6.50—15) whitewall, 
$22.50; black, $18.65. Your cost 50% and 
10% off, plus $1.22 tax. Factory seconds 
but guaranteed. Royal Sales Company, 
1003 Spring Garden Street, Philadelphia, 
Pa. Phone Pennypaeker 5-9048. 

50—¥.00 x 16 ARMY surplus tires cheap. 
Mud grip original tread and several re- 





caps. All in good condition. Will sell 
any amount. Thomasville Motors, Inc., 
115 Fletcher St., Thomasville, Ga. 
Phone 1158. 


ACCE SSORIES: FOR SALE 





AUTO SEAT COVERS SPECIALIST 
Custom Built to Order. Any Year Car. 
Catalogue and Materials sent on request. 
Distinguished Creations over 20 Years. 
TRY US! 

BOSTON BIG BUCK PRODUCTS CO. 
278 Cambridge Street 
Boston, Massachusetts 





AUTO EQUIPMENT FOR SALE 





AUTOMOBILE TOW BARS 
TOW BAR SALES COMPANY 
Factory Distributors 


CHICAGO 6, ILL. 
DORchester 8373 


100 8. CLINTON ST. 
ANDover 8888 





TRUCK EQUIPMENT FOR SALE 


ST. PAUL 12 cubic yard hydraulic dump 
body. New, never mounted, 12x8 feet, 
4 foot sides. Suitable 5 or 6 ton 6x6. 
$7.50, f.0.b. Norfolk. City Motor Com- 
pany, Norfolk, Virginia. 


___ SHOP EQUIPMENT FOR SALE 


| IMMEDIATE DELIVERY—New and used 
steel parts bins, hundreds in stock. Also 
large stock of new and used benches, 
cabinets, safes, tool boxes, grinders, elec- 
tric tools, fender hammers, air compres- 
sors, spray painting equipment, vises, 
welders, lockers, shelving, etc. We ship 
everywhere—your inspection and inquiries 
invited. Machinery and Equipment Ex- 
change, 3400 W. Fort St., Detroit 16, 
Mich. Phone TAshmoo 5-2310. 


SPECIAL OFFERING—Ruger one-ton - 
draulic floor cranes, Regular price $345, 
now 15 only at $235. Brand new. Guar- 
anteed. A few extension beams at $10 
each. All subject to prior sale. FOB 
Saginaw. Starkweather and Company, 
P.O. Box 275, Saginaw, Michigan. 


TANKS (STEEL), unused — 75-gallon, 
$7.50; 165-gallon, $9.95. Free pictures. 
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Buck’s Auto Parts T Street, Merced, 
California. 


WHEEL BALANCING can be a means of 
quick, easy profit. A new quality wheel 
balancer, only $24.50. Send for free in- 
formation, Clinton Sales Company, Box 
577, Rochester 2, N. Y. 

LYONS PARTS TABLES for sale in ex- | 
cellent condition, Eleven at $50 each. | 
Franklin Chevrolet Co., Statesboro, | 

_ Georgia. 


ANTIQUE CARS FOR SALE 


1919 DODGE custom limousine. | 
running order. Original paint. 
Langley, Newburyport, Mass. 

WILL TRADE 

ATTENTION—Gen- 

uine Persian oriental rugs in large, vari- 

ous sizes. Will trade for new Cadillac or 
other new car. Write, 

Mr. Lewis, c/o Capitol Motors, 

den St., Allentown, Pa. 


Inc., 





Perfect 
Ken 


wire or phone 
530 Lin- 


1948 Richardson 25-foot 
express cruiser, Chrysler motor. will 
take new or late model car in trade. 
Kenneth May, 5260 Center Avenue, Pitts- 
burgh, Pennsylvania. 


AIRPLANES FOR SALE 

1946 ERCOUPE, like new, about 130 hours. 
Fully equipped even to two-way radio. 
Never damaged. Cost close to $4,000; 
take $1,850 or good car. Call or wire. 
Marvin Claypool Auto Company, Frank- 


sales letters and lc government postcards. 
New | 


Mackie, 
Jersey. 


81 Dales, Jersey City, 


How to Save Money Buying 
and Selling 

U-S-E-D C-A-R-S 

Dealers! Get this amazingly 
Hundreds of tests and tips 
Don’t buy blind. If you 
don’t agree it’s worth 100 times the low 
cost, you get your money back! Send §$1 
now or pay Postman when book is deliv- 
ered. ‘‘USED CARS,’’ 260 Madison S8t., 





New York City 2, N. Y. 





1942 Thru 1948 


FORDS AND MERCURYS 
ON YOUR USED CAR LOT 


brought up to 1949 
Install a famous 


Can now be modernized ... 
standards to get the top $$! 
Columbia Overdrive! 


The 1949 models will make EVERY Ford and 
Mercury owner want the economy . . . smoothness 
. and performance of an overdrive. 


You'll give them what they want when you sell 
them a Columbia Overdrive—it’s the proved over- 
drive .. . used on Ford products since 1935. 


*Orders for 10 or more 
*Lots of 5 
*Single Orders 


*F.0.B. Cleveland. 


Shipped Complete—Wt. 95 Ibs. 
Installation Time—4 to 5 hrs. 
90-day—4,000-Mile Warranty 


Federal Tax included. 


MORE THAN 35,000 SOLD LAST YEAR FOR AS MUCH 
AS $185.00 INSTALLED 


* 


Write - Wire - Phone 
COLUMBIA OVERDRIVE DISTRIBUTING CO. 
Union Commerce Bldg. e¢ Cleveland 14, Ohio 
Phone: CHERRY 7861 





BUICK PARTS 


Largest Stock of Both Old and Current 
Model Buick Parts 


WHOLESALERS ATTENTION: 
WE ARE QUANTITY SHIPPERS 


Same Day Service on on Mail Orders an and Inquiries 


ROBERTSON BUICK CO. 


“Edge of the Loop” 
1000 SO. WABASH AVE. 


CHICAGO 5, ILL. 
ALL PHONES: WABASH 1030 


NEW LOCATION OF AUTOMOBILE AUCTION 
COLUMBUS, OHIO 


May 28th at 1 P.M. 
Dealers Only 
150 OR MORE CARS 
Parking Space for Over 500 Automobiles 


Consignors Bring Cars Early - Buy or Sell - Sale Inside 


EASTSIDE AUTO AUCTION 


3811 E. MAIN ST. - Phone University 9805 
Drive-In Theatre Grounds 
Sale in Charge of Pat Patterson Sales, Inc. 
Pat and Hood, Auctioneers 


Send Automotive News to Address Below 
for One Year $6 [_] or Two Years $10 [_] 
for which check is attached [| or send bill [] 





I Masao anciodyahsisseasetcnisnionteps tbe ines enecdeuaebeienl Zone No................ 
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WHAT THE INTERNATIONAL TRUCK 





me hate 
ee ] 


International Model KB-6. The basic gross 
weight rating of the KB-6—total of the 
| truck and its load—is 14,500 pounds. On 
this tough job the basic gross weight rating 
should not be exceeded. On other earth- 
moving jobs, however, analysis according 
to the INTERNATIONAL TRUCK POINT RAT- 
ING SYSTEM may show that the gross weight 
rating may be increased to 16,000 pounds. 


POINT RATING SYSTEM 


a few minutes you will see how the International Truck 
Point Rating System fits the load to the truck. 

Think, as a dealer, what this exclusive International 
service means. Note what it does: It enables the Inter- 


national Dealer to tell every operator just how much 


Study the illustrations on this page. Begin at the top. In 





payload Ais trucks should carry in terms of the condi- 


tions under which Ais trucks operate. 


That’s International Truck Load-Co-Ordination 
TUNE IN JAMES MELTON ON “HARVEST OF STARS.” CBS, WEDNESDAY NIGHT. 





This International KB-6 is equipped with a bottler’s body. The 
basic chassis is the same as that in the illustration above. The 
basic gross weight rating also is the same, 14,500 pounds. But 
the job this KB-6 does is not nearly so tough as the one shown 
above, and the INTERNATIONAL TRUCK POINT RATING 
SysTEM will show that the gross weight rating may be in- 
creased to as much as 17,500 pounds, 


MEANS TO INTERNATIONAL DEALERS 


But Internationals are Performance-Co-Ordinated, 
too. They are fitted to their jobs with unrivaled skill. 
Engines, transmissions, axles and all other units are 
specialized to the work each is to do. 

The International Franchise is like International 


Trucks—of outstanding value. For details write 


Motor Truck Division 


INTERNATIONAL HARVESTER COMPANY pg 


180 North Michigan Avenue 





This International KB-6 with a sprinkler body operates under 
completely favorable conditions. Its basic chassis and gross 
weight rating are the same as the other two shown. But, the 
INTERNATIONAL TRUCK POINT RATING SYSTEM analysis of 
the job will show that because of the conditions under which 
this KB-6 operates the gross weight rating may be increased 
to 18,800 pounds. 


Chicago 1, Illinois 


ee nr ——— 


This is an International KB-7 Truck-Tractor with a semi- 
trailer. The basic gross combination weight rating—total of 
truck-tractor, semi-trailer and load—is 29,000 pounds. The 
rating is based on the most severe operating conditions truck 
and trailer are likely to encounter. When operating conditions 
are more favorable, the INTERNATIONAL TRUCK POINT RAT 
ING SYSTEM will show how much extra payload may be carried 
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